











*This is the time of year when one naturally 
thinks of old friends. For 48 years the F. S. 
Webster Company has been doing business through 
dealers. During that time, I like to think that a 
feeling of loyalty, cooperation, and mutual trust 
has been built between us which goes beyond the 
bounds of normal business relationships. I wish 
space permitted mentioning some of your names 
here — but you know that we value the friend- 
ship of every one. 

® This is the time of year, too, for looking ahead. 
We do not pretend to forecast whether genera! 
business will increase or decline during 1938. But 
we can make this prophecy with complete assur- 
ance: The sales of some dealers will be better dur- 
ing 1938, and the sales of others will fall off. For 
it is always true — in good times as well as bad — 
that there is a rich reward for the aggressive mer- 
chandiser, and sliding profits for the man who 
fails to grasp his opportunities. 


®There will be during 1938 


temptation to cut prices or accept lower quality 


as always — a 


merchandise from some manufacturers whose in- 
terests are not for upholding the high standards 


of your industry. This is short-sighted. If busi- 


ness experience teaches anything, the successful 
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dealer will stick by his prices, and stand by the 
nationally advertised brands. For by selling 
shoddy merchandise at cut prices, you destroy the 
confidence of your customers. By selling quality 
merchandise at quality prices, you build confi- 
dence 

® We expect to see a further expansion in your 
sales of Micrometric carbon paper during 1938 
More and more stenographers are being trained to 
use Micrometric in schools, and in increasing num- 
bers it has become accepted as standard equip- 
ment in business offices. Micrometric’s five extra 
features will continue to be a lever for you to in- 
crease your sales 

® And this is the surest prophecy of all: We will 
continue to stand behind you solidly, with ad- 
vertising to maintain the acceptance of the 
Webster line, with sales helps, with products of uni- 
formly high quality, with fair dealing. With this 
pledge on our part, we know we can count on you 
to do your share — in the future as in the past. 

® May I wish you all a Merry Christmas — and 


a prosperous New Year! 


_ Berge F Mrahectes 


Vice President and General Manager 





F. §. WEBSTER COMPANY 


13 AMHERST STREET 
CAMBRIDGE, MASS. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 


Office Appliances 


(To the World's Principal Market Places) 


Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 


ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Faank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign— one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 


the various office machines, } 
devices and supplies, com- York, 1909. aioe may a their 

: i 4 mailing addresses changed as 
mercial furniture, commer e ee ee 


cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
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ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 

{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 

{ADVERTISING RATES 
upon application—only ar- 


jects fairly, and to furnish Pe ener. CM KO ke 17 ticles of office equipment or 
its readers reliable informa- " directly related products 
tion concerning the progress Wake Up and Sells oo. --seeeeenseeeeesneeeeneennnnee 18 eligible. 
and development of the of- The Dunder puss OS Se ee eee 19 {Entered as Second-Class 
fice appliance industry. It Here’s to the Branch Manager... 21 Matter, July 8, 1905, at the 
will answer any questions ; 7 Postoffice at Chicago, Iil., 
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These advertisements present the products of the leading manufacturers in each division of the industry. 


customers. They do, 

A 
Acco Products, Inc 80 
Ace Fastener Corp 106, 7 
Acme Staple Co. 147 
Adams, Henry T., Mf. Co 149 
Aigner, George J., Co 122 
Allen Calculators, Inc 105 
Allen & Co. 140 
Allen-Wales Add. Mach. Corp...148 
All-Steel-Equip. Co. 59 
Alma Desk Co. 121 
Amer. Autmtce. Elec. Sa'es Co...114 
American Can Co. 88 
Amer. Number. Machine Co....148 
Amer. Writing Machine Co 71 
Ames Supply Company 65 
Art Steel Co., Ine. 133 
Artility Metal Products, Inc 81 
Autmte. File & Index Co 118 
Autmte. Pencil Sharpener Co... 96 
Autopoint Company 117 

B 
Bankers Box Co 62 
Barkley, C. L., & Co 131 
Bassick Company 78 
Beach Publishing Co 128 
Bentson Mfg. Co 117 
Better Packages, Inc 142 
Bickett, L. M., Co 125 
Blaisdell Pencil Co 137 
Boyee, A. E., Co 116 
Bridges, F. W., Ltd 149 
Bright Chair Co 123 
Bristow, Stanley R 148 
Brown, L. L., Paper Co 73 
Browne-Morse Co 109 

c 
Cameron, Cal. 124 
Carter's Ink Co., The 149 
Cel-U-Dex Corp. 148 
Clarotype Co., The 119 
Cloyes Gear Works i42 
Codo Mfg. Corp 146 
Collier-Keyworth Co 141 
Columbia Rib. & Carbon Mfg. 

Co. 86 
Columbia Steel Equipment Co... 77 
Corona Typewriter 55 
Corry-Jamestown Mfg. Corp 87 
Cramer “Air Flow” Chairs 114 
Crown Ribbon & Carbon Co 130 
Cushman & Denison Mfg. Co.....108 

D 
Darnell Corp. 143 
Dawn Mfg. Corp., The 119 
Dick, A. B., Co. 53 
Downey, C. L., Co 130 
E 
Eagle-Ottawa Leather Co 141 
Electrograph 112 
Elliott Address. Mach. Co. 66 
Elliott-Fisher Back Cover 
Esterbrook Steel Pen Co. 137 
Evansville Desk Co 116 


F 
Faber, A. W., Inc. 
Fastener Corporation 
Faultless Caster Corp. 
F. B. Mfg. Co. 

Fox, George E., & Co. 
Fritz-Cross Co. 
Fufton Specialty Co. 

G 

Mfg. Co. 


General Duplicator Corp. 


Gaylo 


Fireproofing Co. 


Co. 


General 
Gilson-Bolens Mfg. 
Globe-Wernicke Co. 
Graff, Geo. B., Co. 


Guide System & Supply Co. 


H 
H. A. Ink Eradicator Co. 
Hall-Welter Co. 
Co. 
Co., 


Hanson Scale 
Harding, Milo, Ltd. 
Harriman-Welts Products Co. 
Harter Corporation, The 
Heyer Corporation 

Higgins, Chas. M. & Co. 
High Point Bd. & Chair Co. 


Hotchkiss Sales Co. 


I 
ge 
Mfg. Co. 
Methods Co. 


Imperial 
Imperial 
Imperial 
Indiana Desk Co. 
Ink Specialties Co. 


Invincible Metal Furniture Co. 


J 
Jasper Chair Co. 
Jasper Office Furniture Co. 


Jasper Seating Co. 


K 


David, Ine. 


Kahn, 


121 
134 
146 
149 
134 
106 


141 
100 
56 


139 


147 
74 


148 
119 


..126 


130 


142 
. 90 


151 
147 


-..129 


120 


125 


..102 
122 
...126 
134 


89 


63 


135 


138 


92 


Kellogg, A. W., Sales Co. ...142 
Kilian Mfg. Corp. ..124 
L 
Leopold Co., The 106 
Loose Leaf Metals Co. 115 
Lyon Metal Products, Inc. 138 
M 
Manifold Supplies Co. 57 
Markilo Co. ...147 
Markwell Mfg. Co. 127 
Mashek, Frank, & Co. ..137 
Meilicke Systems, Inc. 146 
Meilink Steel Safe Co. nine 
Metal Office Furniture Co. 64 
Metalstand Co. 146 
Meyer & Wenthe ...148 
Miami Systems Corp. 132 
Mimeograph, The in 
Mitchell Binder Co. ..140 
Mittag & Volger, Inc. . 83 
Mohican Pencil Co. 123 
Moore Push-Pin Co. 146 
Morse, J. S., Typewriter Co.......146 
Munson Supply Co. 127 
Murphy Chair Co. 133 
N 
Nat'l Brief Case Mfg. Co. 108 
Neva-Clog Products, Inc. 112 
New Indiana Chair Co.... 126 
Niagara Duplicator Co. 110 
0 
Oakville Co. ...149 


Old Town Ribbon & Carbon Co. 61 


Oxford Filing Supply Co. 113 


P 
Pacific Cb. & Ribbon Mfg. Co... 79 


Peerless Key-Imperial Mfg. 


Co. . 102 
Peerless Steel Equip. Co. ..129 
Phillips Process Co. 137 








of its 


THE SERVICE BUREAU! 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
various commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 


In the execution 


this bureau calls upon 


S. A. lines, and in many 








Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
however, offer their services in resolving any disagreements which result from relations established 
through the journal. 


Polar Mfg. Co. ..189 
Pronto File Corp. 101 
Pruitt, Co., The -...128 
Q 
Quality Park Envelope Co... 58 
R 
Reliable Tw. & A. M. Corp. 148 
Remington Rand, Inc. .. 98 
Rishel, J. K., Furn. Co.............. 131 
Rivet-O Mfg. Co. 147 
Rockwell-Barnes Co. ...103 
Rotospeed Co., The 136 
Royal Typewriter Co. 150 
Ss 
Seat, Dr., Chemical Co. 142 
Schwab Safe Co., The 138 
Security Steel Equipment Cp..... 98 
Shaw-Walker Co. . $2 
Sheaffer, W. A., Pen Co. 94 
Sheppard, C. E., Co. 104 


Sherman-Manson Mfg. Co 84 


Shipman-Ward Mfg. Co. 132 
Smith, Bradner & Co. 135 
Smith, L. C., & Corona 
Typewriters, Inc. 55 
Speed Key Mfg. Co. 146 
Speed-O-Print Corp. 144, 45 
Spencerian Pen Co. ; 99 
Standard Mailing Mach. Co. 91 
Stationers Loose Leaf Co. 143 
St. Johns Table Co. 133 
Storms, H. M., Co. 118 
Sturgis Posture Chair Co. 111 


Sundstrand Back Cover 


T 
Technygraph, The 148 
Tell City Desk Co. 141 
Toledo Metal Furniture Co. 76 
Triner Scale & Mfg. Co. ...120 
Troy Sunshade Co. 97 
Trussell Mfg. Co. ...134 
Turner & Harrison Pen Mfg. 
Co. 147 
U 
Underwood Elliott Fisher 
Ce. .. . Back Cover 
United Scientific Laboratories..133 
U. S. Tw. Ribbon Mfg. Co. 142 
Vv 
Vail Manufacturing Co. . 95 
Victor Safe & Equipment Co.....142 
Ww 
Wabash Cabinet Co., The 72 
Wagemaker Co. 111 
Warshaw Mfg. Co. ...141 
Webster Electric Co. ...147 
pS. eae 2 


Weis Mfg. Co. 67, 68, 69, 70 
Wiggins, John B., Co. ..142 


Wilson Memindex Co. 115 


Woodstock Typewriter Co...130, 136 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. 


Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 


Ames Supply Co...... .. 65 
Cloyes Gear Works 142 
Shipman-Ward Mfg. Co ...132 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co ...103 


Smith, Bradner, & Co. 135 


Adding Machines 
Allen Calculators, Inc. —- 
Allen-Wales Add. Mach. Corp.........148 
Remington Rand, Inc. 93 
Sundstrand Back Cover 


Addirg Machines (Stylus) 


Reliable Typewr. & A. M. Corp.....148 


Adding Machines, Rebuilt & Used 
Morse, J. S., Typewriter Co.............146 
Pruitt Co., The — 
Reliable Typewr. & M. Corp..... 148 


Adding Typewriters 
Underwood Elliott Fisher 


 _— Back Cover 


Addressing Machines 
Elliott Address. Mach. Co 66 


Adhesives 


(See Inks, Adhesives, etc.) 


Arch and Clip Boards 
Amer. Automatic Electr. Sales Co...114 


Cushman & Denison Mfg. Co. 108 

Globe-Wernicke Co. a, 85 

Rockwell-Barnes Co. 103 

Shaw-Walker Co. ..... anim 
Ash Trays, Office 

Oakville Co. ... 149 
Autographie Registers 

Miami Systems Corp —_— 132 
Banker’s Note Cases 

Art Steel Co... 133 

General Fireproofing Co 56 

Globe-Wernicke Co 85 

Victor Safe & Equipt. Co 142 
Billing Machines 

Remington Rand, Ine. ................-.. . 8 

Underwood Elliott Fisher 

a Back Cover 

Binders, Catalog and Pericdical 

Acco Products, Ine.............. —_ 

Aigner, G. J., Co es 

Mitchell Binder Co.................. 140 
Binders, Permanent Storage 

Bankers Box Co 62 
Binders, String 

Bankers Box Co 62 
Blank Books 

Rockwell-Barnes Co : 103 
Blotting Paper 

Smith, Bradner & Co 135 
Blueprint and Plan File Cabinets 

All-Steel-Equip Co. . 59 

Art Steel Co. , 133 

Browne-Morse Co 109 

Columbia Steel Equip. Co 77 

Corry-Jamestown Mfg. Corp.. . 87 

General Fireproofing Co.... = 

Globe-Wernicke Co 85 

Shaw-Walker Co. 82 
Bond Boxes 

Art Steei Co — 

General Fireproofing Co 56 

Globe-Wernicke Co me 85 
Book Cases 

All-Steel-Equip Co 59 

Alma Desk Co oun 121 

Browne-Morse Co — 

Corry-Jamestown Mfg. Corp............. 87 

General Fireproofing Co...... stand ae 

Globe-Wernicke Co. , . 85 

Shaw-Walker Co. vinddaa 

Wabash Cabinet Co. 72 

Weis Mfg. Co..... 67, 68, 69, 70 
Book Rings 

Adams, Henry T., Mfg. Co = 

Oakville Co. . ......149 
Bookkeeping Machines 

Underwood Elliott Fisher 

GA csnemen -_ Back Cover 

Box Letter Files 

Art Steel Co............... oao---133 

Globe-Wernicke Co. 85 

Rockwell-Barnes Co 103 

Weis Mfg. Co 67, 68, 69, 70 


Brief and Zipper Cases 
Mashek, Frank, & Co. 137 
National Brief Case Mfg. Co. .........108 


Calculating Devices 
Meilicke Systems, Inc. ......................146 


Reliable Tw. & A. M. Corp............148 
Calculating Machines 

Allen Calculators, Inc. 105 

Allen-Wales Add. & Mch. Corp. 148 

Sundstrand Back Cover 
Calculating Machines, Used 

Pruitt Co., The. — 

Reliable Tw. & rm M. “Corp. — 


Carbon Papers 
(See Ribbons and Carbons) 


Card Index Boxes and Trays 





All-Steel-Equip Co. aiinmaiade me 
Art Steel Co. > — 
Bentson Mfg. Co. 117 
Cameron, Cal. —_ 
Columbia Steel Equip. Co... niuiteni: a 
Corry-Jamestown Mfg. Corp. — 
Globe-Wernicke Co. —a 


Guide System & Supply Co... 7 
Imperial Methods Co. : " 
Invincible Metal Furn. Co...... 
Metal Office Furn. Co. 


Security Steel Equipment Cp.......... 98 
PT: GE cams .. 82 
Warshaw Mfg. Co...... 141 
Weis Mfg. Co ‘67, 68, 69, 70 
Cash Boxes 
Bg OE 133 
General Fireproofing Co......... . 56 
Casters, Caster Bearings, Slides 
a OEE 78 
Darnell Corp. ..143 
Faultless Caster Corp... oe 146 
Ee 124 
Celluloid Envelopes 
A, ee ee 
Chair trons 
Bassick Co. ........ asreeniecianiemmtanians 78 
Collier-Keyworth Co. a 
Gilson-Bolens Mfg. Co......................139 
Chair Mats 
Amer. Autmatc. Electr. Sales Co.....114 
Mieiett, Te Th, Gece 125 
Fox, George E., & Co ewe: 134 
Globe-Wernicke Co. el 
Polar Mfg. Co. .....139 
Shipman-Ward Mfg. Co = 
Chairs 
Artility Metal Products, Inc. oe Oe 
Gusset, GR cnnnteens 124 
ee .... 106 
Gaylo Mfg. Co... enna 
General Fireproofing Co... — 
Harter Corp. . —_ 
High Point Bd. & “Chair Co. 129 
Jasper Chair Co.......... ———— 
Jasper Seating Co. . ae b | 
Lyon Metal Products, Inc ~.138 
Murphy Chair Co......... 133 
New Indiana Chair Co.. — 
Sturgis Posture Chair Co 111 
Toledo Metal Furn. Co. 76 
Troy Sunshade Co., The................ . 7 
Chairs, Folding 
Gaylo Mfg. Co. a 141 
Lyon Metal Products, Ine. 7 138 
Chairs (Posture) 
Artility Metal Products, Inc. . $1 
Amer. Autmate. Electr. Sales Co. “114 
Cramer ‘‘Air Flow’’ Chairs..............114 
Fritz-Cross Co. _ 106 
Gaylo Mfg. Co . 141 
General Fireproofing Co. . .. 56 
Harter Corp es 90 
High Point Bd. & Chair Co...........129 
Jasper Chair Co....... iiioniiee, Ge 
Jasper Seating Co..... . — 
Murphy Chair Co...... ———— 
Sturgis Posture Chair Co... - mee 
Toledo Metal Furniture Co..... — 
Check Protectors and Writers 
Hall-Welter Co. .......... — 
Check Protectors & Writers, Used 
Pruitt Co., The............ ...128 
Reliable Tw. & A. M. Corp... 148 
Checks, Stamped Metal 
Meyer & Wenthe.................. — 
Coin Bags, Trays and Wrappers 
Art Steel Co --w L33 
Downey, C. L., Co 130 





Collection Systems 
Bagem, BD. Teg Qiiccerccnccsmmeen 116 


Copyholders 
Acco Products, Inc....... 
Autmte. Electr. Sales. Co. 114 


Amer. 

Dawn Mfg. Corp., The................. “119 
Costumers 

Tell City Desk Co.... ~ 141 
Cushions and Pads, Chair 

Weshett, Ee Th, Giiccwnenemn De 

Cramer “Air Flow’’ Chairs... 14 


Fox, George, E., & Co............... mee 
Polar Mfg. Co.. ~ 
Shipman-Ward Mfg. Co. 

















Cuspidor Mats 

ON OO ————E 

Shipman-Ward Mfg. Co................... 132 
Cuspidors 

 S ES 133 
Dating Stamps 

Amer. Number. Machine Co.............148 

Fulton Specialty Co. ........................ 60 

Meyer & Wenthe............... — 

Rivet-O-Mfg. Co. coe 47 
Desk Bumpers 

Fox, George E., & Co..... — 

Peter BER. GB ncn 139 
Desk Calendar Pads 

Fox, George E., & C0. ......~......- 134 
Desk Pads 

Aigner, G. J., - — 122 

Amer. pak, Biects. “Sales Co... 114 

Fox, George E., & Co.. 134 

A EE 189 
Desk Pending-Letters Holders 

Acco Products, Inc. ...~........--.---------0 80 
Desk Trays 

Aigner, G. J., Co... . 

Art Steel Co., Inc....... ...133 

Autmate. File & Index Co. 118 

Corry-Jamestown Mfg. Corp.. . 87 

Fox, George E., & Co...... 134 

General Fireproofing Co. 56 


Globe-Wernicke Co. 
Imperial Methods Co. .. 

















Shaw-Walker Co. ..... Ss 
Weis Mfg. Co.................67, 68, 69, 70 
Desk Work Distributors 

Art Steel Co.................. 133 
Bristow, Stanley R... 148 
Fox, George E., & Co......................134 
Globe-Wernicke Co. - 

Lyon Metal Products, Inc.. ... 138 
Polar Mfg. Co... ...139 
Victor Safe & quit. “Co 142 
Weis Mfg. Co.. ..67, 68, 69, 70 

Desks 

Bibeme WER C0, ccccccen-cenccnecesesesesssesceseess 121 
Autmate. File & Index Co. 118 
a 
Browne-Morse Co. a» 109 
Cameron, Cal. 124 
Columbia Steel Equip. Co... aes 
Corry-Jamestown Mfg. Corp............ 87 
Evansville Desk Co. ...................---116 
General Fireproofing Co. 56 





Globe-Wernicke Co. 

Imperial Desk Co......... 
Indiana Desk Co. sa —_ 
Invincible Metal Furn. Qhndenmanee OD 
Jasper Office Furn. Co. 
Leopold Co., The.............. ‘ 
Metal Office Furn. Co....................... 














Rishel, J. K., Furn. Co.................131 
Security Steel Equipmt. Cp....... 98 
Shaw-Walker Co. .................-............ 82 
Tell City Desk Co. - ann 
Troy Sunshade Co., The.................. 97 
Victor Safe & Equipt. Co.... .- 142 
Wagemaker Co. ........ 

Weis Mfg. Co......... 67, 68, 69, 70 

Duplicating Machines 

BO Bi By Gianna 9H 
Electrograph _...... — 
Elliott Address Mach. “Co... ———— 
General Duplicator Corp..... cove OO 
Heyer Corporation, The... mee |)! 
Mimeograph, The . ssseuasiiiennien aaa 
Niagara Duplicator Co. ...............110 
Rivet-O-E GR cea 
Rotospeed Co., The...........................136 
Shipman-Ward Mfg. Co... Ss 
Smith, L. C., & Corona Type — 55 


Speed-O-Print Corp. 


Standard Mailing Machines Co... 91 


Duplicating | Used 


Pruitt Co., The... apiece 
Duplicating Machine Supplies 
Columbia Rib. & Carb. Co........... . 86 
a eS SS fr 53 
General Duplicator Corp. ...................100 
Harding, Milo, Co., Ltd. ................. 130 
Heyer Corp., The................ 151 
Ink Specialties Co. ........................134 
Manifold Supplies Co...................... 57 
Mimeograph, The .......... —— .. 53 
Mittag & Volger, Ine. ——— &3 
Niagara Y= > a 
Rotospeed Co., The.... ———, 
Shipman- “Ward Mfg. Co. — 
Smith, L. C., & Corona Type... 55 


Speed-O-Print Corp. 
Standard Mailing Machines "Co. ease 91 


Technygraph, The — 

Victor Safe & Equipt. “Co... annie 
Engraving, Copper Plate 

Wiggins, The John B., Co............142 
Envelope Openers 

eee 149 


Envelope Sealers 
Standard Mailing Machines Co... 91 


Envelopes 
Globe-Wernicke Co. .... a 
Quality Park Envelope “Co... atid Oe 


Envelopes, Celluloid 





OS, O— aa 147 
Eradiecators, Ink 

Carter’s Ink Co., The................. 149 

H. A. Ink Eradicator Co. 148 

Heyer Corp., The.............cnc Di 


Erasers, Rubber 
Autmate. Pencil Sharpener Co....... 96 
Blaisdell Peneil Co..... 
Faber, A. W., 
Oakville Co. 
Expense Books 
Beach Publishing Co......................128 





Eyelets & Eyelet Fasteners 





Markwell Mfg. Co. a 

Bivet-O-Mig. CO, n-cceccceececceevcceesseseos 47 
Fan Fold Forms 

Miami Systems Corp. ..........................182 
File Boxes, Collapsible eaten 

Bankers Box Co. .... — 


Barkley, C. L., & Co... 
Globe-Wernicke Co. . 
Guide System & Supply. Co. 
Oxford Filing Supply Co... 

Pronto File Corp.... 
Weis Mfg. Co.......... 








.--67, 68, 69, 70 





File Boxes, Metal 
Art Steel Co... ee 
Corry- -Jamestown “Mfg. Corp. one 
Pronto File CRG. ..<r<-nccesserecce-cccscoreoes 101 
Rockwell- Barnes Co. — 
Victor Safe & Equipt. Co. 


Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp...... 124 








Filing Cabinets, Insulated 
Shaw-Walker Co. .............. = 82 
Victor Safe & Equipt. Os 


Filing Cabinets, Metal 
Art-Steel-Equip Co. 
Art Steel Co.. 
Autmtc. File & “Index Co. . 
Bentson Mfg. Co.. —_ 
Browne- Morse Co. 
Cameron, Cal. 
Columbia Steel Equip Co... 





Corry-Jamestown Mfg. Corp............. 87 
General Fireproofing Co................. 16 
Globe-Wernicke CO, 20... cence 85 








Invincible Metal Furn. Co....... . 89 
Metal Office Furn. Co............ .. 64 
Peerless Steel Equip. Co. 129 
Pronto File Corp........... 101 


Remington Rand, Ine........ 
Security Steel “gna Cp.. 
Shaw-Walker Co. .... . . 
Victor Safe & Equipt. “Co.. a 


Filing Cabinets, Wood 
Globe-Wernicke Co. —— 
Imperial Methods (Co. -...433 
Wagemaker Co. ... . eutoate 
Wels Mfg. Co.............. 









THE CLASSIFICATIONS 
(Continued on page 6) 








THE CLASSIFICATIONS 


(Continued from page 5) 
Filing Supplies 

Acco Products, Ine 

Aigner, G. J., Co 


Barkley, C. L., & Co 
Browne-Morse Co. 
Cameron, Cal 


Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 

Guide System & Supply Co 
Imperial Methods (Co 
Metal Office Furniture Co 
Oxford Filing Supply Co 
Pronto File Corp 

Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker “o 

Vietor Safe & Equipt. Co 
Wabash Cabinet Co 
Wetshaw Mfg. Co 


Weis Mfg. Co 67, 68 
Folders (See Filing Supplies) 
Fountain Pens 

Autopoint Company 

Carter's Ink Co., The 

Esterbrook Steel Pen Co 

Kahn, David, Ine 

Sheaffer, W. A., Pen Co 


Gummed Cloth Rings 
Graff, Geo. B., Co 
Warshaw Mfg. Co 


index Card Signals 
Graff, Geo. B.. Co 
Victor Safe & Equipt. Co 


index Tabs 
Aigner, G. J., Co 
Barkley, C. L.. & Co 
Cel-U-Dex Corp 
Globe-Wernicke Co. 
Guide System & Supply Co 
Markilo Co 
Shaw-Walker Co 
Victor Safe & Equipt. Cx 


inks, Adhesives, Ete. 
Carter's Ink Co., The 
Harriman-Welts Prod. Co 
Higgins, Chas. M., & Co 
Ink Specialties Co 
Rivet-O-Mfg. Co 
Sheaffer, W. A., 


Pen Mfg 


inkstands 
Cushman & Denison Mfg. Co 

Intercommunicating Systems 
United Scientific Laboratories 
Webster Electric Co 


Leads for Mechanical Pencils 
Autopoint Company 
Faber, A. W., Ine 
Sheaffer, W. A Pen Co 


Leather Goods 
Mashek, Frank, & Co 
National Brief Case Mfg. Co 
Leather Upholstered Furniture 
Bright Chair Co 
Jasper Chair Co 
New Indiana Chair Co 


Leathers, Upholstering 
Eagle Ottawa Leather Co 


Letter Trays (See Desk Trays) 


Letterheads 


Wiggins, The John B., Co 


Library Equipment 
All-Steel-Equip Co 
Art Steel Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Security Steel Equipmt. Cp 
Shaw-Walker Co 


Loekers and Storage Cabinets 
All-Steel-Equip Co 
Art Steel Co 
Browne-Morse (Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Lyon Metal Products, In 
Metal Office Furniture Co 
Security Steel Equipmt. Cp 
Shaw-Walker Co. 


Loose Leaf Books & Systems 
Adams, Henry T.. Mfg. Co 
Aigner, G. J., Co 
Boyce, A. E., Co 
F. B. Mfg. Co 


Sheppard, The CC. E., Co 
Stationers Loose Leaf Co 
Trussell Mfg. Co 


Loose Leaf Envelopes, Celluloid 
Markile Co 


= 
- = 


Ww 2 te S te 
= te 


117 
149 
137 

92 


94 


147 
l4l 


149 
142 
Liz 
134 


108 


109 


149 
122 
116 
149 
104 
143 
134 


147 


Loose Leaf Metals and Devices 


Adams, Henry T., Mfg. Co 
Loose Leaf Metals Co 
Stationers Loose Leaf (Co 


Mail Distributors 
Bristow, Stanley R 
Globe-Wernicke Co 
Victor Safe & Equipt. Co 


Map Tacks 
Graff, George B., Co 
Moore Push-Pin Co 


Matched Office Suites 
General Fireproofing Co 
Globe-Wernicke Co 
Leopold Co The 
Troy Sunshade Co., The 

Memorandum Books 
Rockwell-Barnes Co 
Trussell Mfg. Co. 


Memorandum Devices 
Bristow, Stanley R 


Wilson Memindex Co. 
Mending Tape 
Warshaw Mfg. Co 


Moisteners 
Better Packages, Inc 
Kellogg, A. W., Sales Co 
Rivet-O-Mfe. Co 


Numbering Machines 
Amer. Numbering Mach. Co. 


Office Partitions and Railings 
Glohbe-Wernicke Co 


Pads, Figuring 
Rockwell-Barnes Co. 


Paper 
Brown, L. L., Paper Ce 
Rockwell-Barnes Co 
Smith, Bradner, & Co. 


Paper Clamps 
Acco Products, Inc 


Autmtc. Pencil Sharpener Co 

Cushman & Denison Mfg. Co 

Esterbrook Steel Pen Mfg. Co 
>aper Clips 

Acco Products, Inc 

Cushman & Denison Mfg. Co 


Fulton Specialty Co 

Graff, George B., Co 
Oakville Co 

Vail Manufacturing Co 


Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co 
Amer. Autmtec. Electr 
Autmte. Pencil Sharpener Co 
Cameron, Cal 
Fastener Corp 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products, Ine 
Victor Safe & Equipt. Co 


Sales Co. 


Paste (See Inks, Adhesives, Ete.) 
Pen and Pencil Clips 
Oakville Co 


Pencil Sharpeners 


Autmtc. Pencil Sharpener Co. 
Graff, George B., Co 
Pencils, Wood Cased Lead 
Faber, A. W., Ine 
Mohican Pencil Co 
Pencils, Mechanical 
Autopoint Company 
Carter's Ink Co., The 


Esterbrook Steel Pen Co 
Kahn, David, Ine 
Sheaffer, W. A., Pen Co 
Pencils, Paper Wound 
Blaisdell Pencil Co 


Pens 
Esterbrook Steel Pen Co 
Spencerian Pen Co 
Turner & Harrison 


Pieture Hooks 
Moore Push-Pin Co 


Pins and Pin Containers 
Oakville Co 
Vail Manufacturing Co 


Platens, Typewriter 
American Writing Mach. Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 


Postal Seales 
Hanson Scale Co 


Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 
Publishers 

Bridges, F. W., Ltd. 


149 
115 
143 


148 

a5 
142 
147 
146 


56 
106 


103 
134 


148 
115 


141 


142 
142 
147 


103 


73 
103 
135 


gO 
96 
108 
137 


137 


137 
99 


Pen Mfg. Co...147 


146 


126 
132 


149 





Punches 
Aceo Products, Inc 80 
Globe-Wernicke Co. 85 
Mitchell Binder Co 140 
Push Pins 
Moore Push-Pin Co 146 
Ribbons and Carbons 
Allen & Co 140 
Ames Supply Co 65 
Carter's Ink Co., The 149 
Codo Mfg. Corp 146 
Columbia R. & C. Mfg. Co 86 
Crown Ribbon & Carbon Co 130 
Imperial Mfg. Co 102 
Manifold Supplies Co 57 
Mittag & Volger, Inc 83 
Old Town Ribbon & Carbon Co 61 
Pacifie Carbon & Ribbon Co 79 
Phillips Process Co 137 
Remington Rand, Inc 93 
Royal Typewriter Co Inc 150 
Shipman-Ward Mfg. Co 132 
Smith, L. C., & Corona Tws 55 
Spencerian Pen Co 49 
Storms, H. M., Co 118 
Underwood Elliott Fisher 
Co. Back Cover 
U. S. Typewriter Ribbon Mfg. Co. 142 
Webster, F. S., Co 2 
Rubber Bands 
Faber, A. W., Ine 121 
Shipman-Ward Mfg. Co 132 
Rubber Stamps 
Meyer & Wenthe 148 
Rubber Type Outfits 
Fulton Specialty Co 60 
Safes 
General Fireproofing Co 6 
Globe-Wernicke Co a5 
Meilink Steel Safe Co 75 
Remington Rand, Ine 93 
Schwab Safe Co., The 138 
Security Steel Equipmt. Cp YN 
Shaw-Walker Co x2 
Victor Safe & Equipt. Co. 142 
Scrapbooks 
Globe-Wernicke Co &5 
Seeretary Desks 
General Fireproofing Co 6 
Globe-Wernicke Co &5 
Wabash Cabinet Co., The 72 
Shelving 
All-Steel-Equip Co 59 
Art Steel Co 133 
Browne-Morse Co 109 
Corry-Jamestown Mfg. Corp aT 
yeneral Fireproofing Co i) 
Globe-Wernicke Co a5 
Lyon Metal Products, Inc 138 
Security Steel Equipmt. Cp 98 
Stamp Affixers 
Standard Mall. Machines Co 91 
Stamp Pads 
Carter's Ink Co., The 149 
Fulton Specialty Co 60 
Meyer & Wenthe 148 
Rivet-O-Mfg. Co. 147 
Rockwell-Barnes Co. 102 
Vietor Safe & Equipt. Co 142 
Stands for Office Machines 
All-Steel-Equip Co 59 
Art Steel Co 133 
Corry-Jamestown Mfg. Corp a7 
General Fireproofing Co ui 
tlobe-Wernicke Co. 5 
Harter Corp 90 
Metalstand Co 146 
Pruitt Co., The 128 
Sherman-Manson Mfg. Co R4 
Shipman-Ward Mfg. Co 132 
Sturgis Posture Chair Co 111 
Toledo Metal Furniture Co 76 
Staple Extractors 
Ace Fastener Corp 106, 7 
Markwell Mfg. Co 127 
Staples and Stapling Machines 
Ace Fastener Corp 106, 7 
Acme Staple Ceo 147 
Cameron, Cal 124 
Fastener Corp 134 
Hotchkiss Sales Co 120 
Markwell Mfg. Co 27 
Neva-Clog Products, Inc 112 
Oakville Co 149 
Vail Manufacturing Co 95 
Stationery, Engraved, Lithogr. 
Wiggins, John B., Co 142 
Stenographers’ Note Books 
Rockwell-Barnes Co 103 
Storage and Transfer Cases 
All-Steel-Equip Co 59 
Art Steel Co 133 
Bankers Box Co 62 
Barkley, C. L., & Co 131 
Bentson Mfg. Co. 117 


OFFICE APPLIANCES 


Browne-Morse Co 109 
Columbia Steel Equip. Co 77 
Corry-Jamestown Mfg. Corp 87 
General Fireproofing Co 56 
Globe-Wernicke Co 85 
Guide System & Supply Co 74 
Imperial Methods Co 122 
Invincible Metal Furn. Co a9 
Metal Office Furniture Co 64 
Oxford Filing Supply Co 113 
Peerless Steel Equip. Co. 129 
Pronto File Corp 101 
Rockwell-Barnes Co 103 
Security Steel Equipmt. Cp 98 
Shaw-Walker Co. 8&2 
Weis Mfg. Co 67, 68, 69, 70 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co 75 
Swinging Typewriter Stands 
Globe-Wernicke Co &5 
Weis Mfg. Co 67, 68, 69, 70 
Tables 
Art Steel Co 133 
Browne-Morse Co 109 
Corry-Jamestown Mfg. Corp 87 
General Fireproofing Co aH 
Globe-Wernicke Co 8&5 
Lyon Metal Products, Inc 138 
Shaw-Walker Co. 82 
St. Johns Table Co 133 
Victor Safe & Equipt. Co 142 
Tabulating and Statistic. Machines 
Remington Rand, Ine 93 
Telephone Accessories 
Victor Safe & Equipt. Co 142 
Telephone Stands 
Art Steel Co 133 
General Fireproofing Co 56 
Globe-Wernicke Co a5 
Shaw-Walker Co 82 
Thumb Tacks 
Graff, George B., Co 147 
Moore Push-Pin Co 146 
Oakville Co. 149 
Vail Manufacturing Co 95 
Type, Typewriter 
American Writing Mach. Co 71 
Ames Supply Co 65 
Shipman-Ward Mfg. Co 132 
Typewriter Cleaning Material 
American Writing Mach. Co 7 
Clarotype Co 119 
Mittag & Volger. Inc &3 
Rivet-O-Mfg. Co 147 
Dr. Scat Chemical Co 142 
Shipman-Ward Mfg. Co 132 
Webster, F. 8.. Co 2 
Typewriter Cushion Keys 
Munson Supply Co 127 
Peerless Key-Imperial Mfg. Co 102 
Shipman-Ward Mfg. Co 132 
Speed Key Mfg. Co 146 


Typewriter Cushion Knobs and Bases 


American Writing Mach. Co 71 
Ames Supply Co. 65 
Bickett, L. M., Co 125 
Fox, George E., & Co 134 
Peerless Key-Imperial Mfg. Co 102 


Shipma 


n-Ward Mfg. Co 132 


Typewriter Parts and Tools 


American Writing Mach. Co 71 
Ames Supply Co 65 
Shipman-Ward Mfg. Co 132 
Typewriters, Mfrs. of 
Corona Typewriter 55 
Remington Rand, Inc 93 
Royal Typewriter Co 150 
Smith, L. C., & Corona Tws 55 


Underwood Elliott Fisher 
Co. Back Cover 
Woodstock Typewriter Co 130, 136 
Typewriters, Rebuilt and Used 
American Writing Mach. Co 71 
Morse, J. S., Typewriter Co 146 
Pruitt Co., The 128 
Reliable Tw. & A. M. Corp 148 
Shipman-Ward Mfg. Co 132 
Visible Systems Equipment 
Aigner, G. J., Co 122 
Autmate. File & Index Co 118 
Globe-Wernicke Co &5 
Shaw-Walker Co x2 
Sheppard, C. E., Co 104 
Victor Safe & Equipt. Co 142 
Waste Baskets 
American Can Co && 
Art Steel Co 133 
Cameron, Cal 124 
Corry-Jamestown Mfg. Corp 7 
Fox, George E., Co 134 
General Fireproofing Co. 56 
Globe-Wernicke Co gh 
Metal Office Furniture Co. 64 
Shaw-Walker Co 82 








DECEMBER, 1937 
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WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


BRANCH MANAGER WANTED 





SALESMAN OPEN for new connection preferably in East. Has called 
upon stationers from Virginia to New England, including Pennsyl- 
vania and New York State. Ten years’ experience in pencils, foun- 
tain pens, staplers, also general stationery experience. Interested in 
any full time line to be sold to dealers. Will also consider Middle 
West and South. A real producer. An interview will convince you. 
Address M-145, care Office Appliances, Chicago. 





SALES REPRESENTATIVE available. Experience includes sales office 
equipment, stationery supplies and systems. Good record with one of 
the largest office equipment manufacturers in United States, _also bank- 
ing experience. Want to connect with growing office equipment re- 
tailer or manufacturers branch on the coast. Now located Pacific 
Northwest. Age 30, married. Address M-148, care Office Appliances, 


Chicago. 
SALESMAN—unattached, 38, 





eighteen years’ typewriter, adding ma- 
of the major typewriter 


chine field. Former Branch Manager two t 
manufacturers. Desires full-time, permanent, sales connection. with 
MANUFACTURER. Traveling continuously. Cover entire United 
States. No auto travel. Commission basis. Address M-142, care 


Office Appliances, Chicago. 


SALESMAN—WITH TWENTY YEARS’ stationery experience desires 
full time connection with established manufacturer. Preferably in 
central States. Available January Ist. Address M-150, care Office 
Appliances, Chicago. 














assume duties again January 1, 1938; for any branch of an organiza- 
tion, department store or retail store. Address M-146, care Office 


Appliances, Chicago. 


POSITION WANTED— Mechanic with years of experience on Adding 
Machines, Typewriters and all other makes of office machines. Address 
M-144, care Office Appliances, Chicago. 








MECHANIC, 16 YEARS EXPERIENCE. At present employed man- 
aging a shop with four help. Seven years on this position. Capable of 
opening an Office Machine Dept. Will go anywhere. Address Box M-151, 
care of Office Appliances, 100 East 42nd Street, New York City, N. Y. 











TYPEWRITER MAN would like position as service man or Com- 
bination Sales and Service. Had 18 years’ experience in both factory 
and outside, age 39, American. Best of references. Address H. E. 
Pickman, 44 Brookline Avenue, Hartford, Conn. 








SALESMEN—Excellent opportunity for experienced office appliance 
men, particularly those with knowledge of systems applications, to 
operate restricted territory in New York City. Apply to Standard 
Duplicating Machines Division, 15 Moore Street, New York, N. Y. 


NEW—RIGHT NOW—NEW! YEAR'S INCOME IN 3 MONTHS. 
New Federal and State Tax Laws create immense demand for sim- 
plified Tax Record System every businessman must have to protect 
himself against fines and penalties. Millions users must buy again 
now for January Ist use. THEY BUY NOW. Our men selling 5 to 20 
daily of our copyrighted LIBERTY Tax Record which is commended 
by Tax Authorities everywhere. Up to $4.10 cash profit per Liberty. 
Live leads furnished. Repeat commissions without call backs. Big 
season now. Choice territories going fast. Commonwea'th Publishing 
Company, 508 South Dearborn Street, Chicago, Ill. 








SALESMEN WANTED—to sell filing and mailing supplies direct to 
banks, lawyers, accountants, insurance companies, etc. Exclusive 
territory arrangement. Liberal commission paid. Write today. Send 





OLD ESTABLISHED MANUFACTURER of Carbon Paper, Typewriter 
Ribbons, Inks, Adhesives, etc., requires the services of an experienced 
man who has an intimate knowledge of Carbon Paper and Typewriter 
Ribbons to manage Branch Office in Chicago on liberal salary basis. 
Write giving experience and past or present connections. All corre- 
spondence will be treated as confidential. Address BY-85, care Office 
Appliances, Chicago. 





REPRESENTATIVES AVAILABLE 


MANAGING DIRECTOR of London Wholesale Stationery House would 
be interested, during his visit to New York, in seeing new lines suit- 
able for the English market. Reply in first instance to M-143, care 
Office Appliances, 418 Pershing Square Bldg., New York. 


ESTABLISHED REPRESENTATIVE now handling office desks open 
for additional lines, suitable sell office furniture trade New York and 
vicinity. Warehousing facilities available. Write Box M-147, care 
Office Appliances, New York. 


CHICAGO MANUFACTURER desires to represent as wholesale dis- 
tributor, stationery items of merit. Middle West, Southern and Western 
States. Address M-149, care Office Appliances, Chicago. 


MANUFACTURERS AGENTS with warehouse facilities in New York, 
able to finance accounts, wishes line, exclusive distribution in metro- 
politan area. Address M-152 care Office Appliances, 100 E. 42d St., 
New York, N. Y. 

















REPRESENTATIVES WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade be 
writer Specialty profitably. Liberal profit on each sale. Protection 
given. Quickly becomes a major line. Write for details, giving terri- 
tory you cover. Address BY-92, care Office Appliances, Chicago. 








SALESMEN selling direct, side line or full time—two office items. 
Attractive commission, no investment. State territory now covering. 
Address BY-86, care Office Appliances, Chicago. 


A PROMINENT MANUFACTURER of high grade office chairs and 
executive suite furniture wishes two representatives to call on stationers 
and office furniture dealers. One in Iowa, Minnesota, Nebraska, Mis- 
souri, North and South Dakota. One in Tennessee, North and South 
Carolina, Alabama, Georgia and Florida. Give full particulars regard- 
ing territory covered, other lines carried, references and experience. 
Commission only. Apply at once. Address BY-93 care Office Appli- 
ances, Chicago. 


REPRESENTATIVES WANTED throughout the World for Pruicide. 

It prevents Mold, Repels Insects and Retards Decay from destroying 

books and leather goods. Our proposition opens an entirely new field 

for men and women of character and ability to do costly work at a 

fraction of previous expenses. High pressure methods unnecessary with 

—_ “~ belief. Write Pruden Chemical Company, Box A-1106, 
rlando, a. 


TERRITORIES AVAILABLE, except New York City, to proper repre- 
sentatives to sell office desks to trade. Write Office Appliances, Box 
BY-88, New York City. 














BUSINESS OPPORTUNITIES 


RETAIL Office Equipment and Supply Store located in lowa desires 
financially responsible and experienced salesman to travel established 
territory. Additional capital needed to finance growing business. Refer- 
ences confidentially exchanged. Address BY-91, care Office Appliances, 




















full particulars about yourself. Ames Safety Envelope Company, Chicago. 
Boston, Mass. 
Desk manufacturer seeks representative for Wisconsin, Minnesota, FOUNTAIN PEN REPAIRING 


The line is well made, medium in price. popular, 
located in Middle West. Commission payment. In reply mention lines 
earried, territory covered and other useful information. Address 
BY-89, care Office Appliances, Chicago. 


Iowa and Nebraska. 





SALESMEN who sell to Hotels, Banks, Schools, Publishers, etc.. to 
handle line of Inks and Ink products. Bulk sales. Good Side-line. 
Liberal Commission. Bonus. The Vacoo Company, Winston-Salem, 
North Carolina. 


WANTED SALESMEN-—Sell Destiny Fortune-telling cards. Bvery play- 
ing card dealer a prospect. Commission basis. Destiny Card Com- 











WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens, 
“Vakuum” Pens, Pencils, etc. Repaired at standard prices. Mail all 
makes to ONE place for better service. (Established 1904.) We feature 
Gold Pen Points and Repairing. Welty Pen and Repair Co., 38 South 
State Street, Chicago. 





ADDING MACHINE PARTS, TYPE, ETC. 


NEW PRICE LIST of adding machine parts, ribbons and type now 
ready. Send for yours. The Pioneer Adding Machine Parts Man— 
I. A. Dehn, Jr., 1450 102d Avenue, Oakland, Calif. 








pany, 15103 Merchandise Mart, Chicago. 


MAKE BIG MONEY selling ERASER-HOLDERS for typewriters. Best 
invention of its kind ever put on the market. Write. Super Products 
Company, Spencer, Ind. 
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typewriter mechanic, also 
172 North LaSalle Street, Chicago. 


MECHANICS WANTED 
mechanic. Pruitt Corporation, 


adding machine 











WANTED —First class Mechanic on Royal typewriters by mid-western 
dealer. Good position for right party. Give details. Address BY-90, 
care Office Appliances, Chicago. 


WESTERN TYPEWRITER and office appliance dealer seeking services 
of all around trained mechanic to take charge of shop. Prefer young 
man, energetic, ambitious to get ahead—permanent connection. Write 
fully regarding your past experience. Application strictly confidential. 





Address BY-87, care Office Appliances, Chicago. 


SALES LETTERS 


LETTERS WILL BUILD SALES—For years I have built letters that 

pull sales. You need them more than ever now. Send me your data 

for new letters, or unsuccessful letters, for reshaping. Particulars on 

rounen Address H. M. Goldthwait, 123 Washington Avenue, Santa Fe, 
ew Mexico. 








FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES—Burroughs—Moon Hopkins—Adding 
Machines—Addressographs—bought and sold. Chicago Office Appliance 
Company, 533 South Dearborn Street, Chicago. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Tester-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 


FOR SALE AND WANTED TO BUY—Continued on page 8. 




















FOR SALE AND WANTED TO BUY—Continued from page 7. 


Remington Account- 
State model, 
International 


BURROUGHS, MOON HOPKINS, Ellioctt-Fisher, 
ing Machines, and everything in the office machinery line. 
serial number and we will quote highest cash prices. 
Office Appliances, Inc., 326 Broadway, New York City. 
BURROUGHS—Severa! Mode! 111714 and 131714, Serial 1,300,000-1,400,- 
000, full cycle machines. A-1 condition. Can be bought right. Will 
take calculators in trade. New England Adding Machine Company, 
129 Federal Street, Boston, Mass. 

ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Circular. Pruitt, 527 Pruitt Bldg., Chicago. 


ELLIOTT-FISHER machines, 
equipment, bought and sold. 
Bidg., Milwaukee, Wis. 

















adding machines—all office 


typewriters, 
. 434 Caswell 


J. Crowley Company, 


OFFICE APPLIANCES 


DICTAPHONES, EDIPHONES, SUPPLIES — headquarters —- machines 
bought, sold—Wholesale, Retail—Write us. Chicago Dictating Ma- 
chine Company, 19 South Wells Street, Chicago. 





DICTAPHONES, BEDIPHONES—all models, select machines, prompt 
deliveries, profit-making prices. Sole distributor rights to our Clear- 
tone cylinders being granted to dealers. American Dictating Machine 
Company, 1141 Broadway, New York City. 





KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 401 Broadway, New 
York City. 








Duplicator inks and type- 
Write us, save money. 
Wis. 


MULTIGRAPH RIBBONS op dnanuincteved. 
writer ribbons. Established over ten years. 
Lewis Company, 953 North 4th Street, Milwaukee, 








Export Statistics by United States Department of Commerce 


United States Exports of Adding, Calculating, Billing Machines and 
Cash Registers, September, 1937 


EXPORTS 
7752 7753 
Listing-adding- Typewriter- 7756 
bookkeeping bookkeeping- Listing- 








machines billing machines adding machines 
Countries No Value No Value No. Value 
Austria 2 $1,992 41 $5,430 
Belgium 2 £2,650 25 10,339 41 4,308 
Bulgaria 3 297 
Caechoslovakia 3 1,948 6 3,405 11 2.354 
Denmark , ‘ ; 2 2,490 3 276 
Estonia ‘ ; aa 3 360 
Finland. ..... se 3 1,921 - 
France........ 15 14,870 99 70,304 298 21,816 
Germany .... cece eses 2 257 
Sin «éseee —o seas 1 983 s 655 
Hungary ae oees 1 151 
Iceland. - ogee 12 892 
—_ Free State. 2 1,449 2 2,037 . 
ba eases 1 75 15 7,886 239 25,145 
Late 1 1,175 e ‘ ace 
Malta ‘Gozo and 
yorus s6006< ante eaas 1 93 
Net lands 1 980 8 13,053 156 11,233 
Norway 4 3.011 23 12,616 129 7,771 
Poland and Danzig on naisen 3 1,040 127 10,909 
Portugal. . ; 1 1,011 ei - 3 122 
Sweden. . 11 8.044 4,079 154 13,725 
Switzerland 2 2,250 2,523 61 7,668 
United eeeem . 37 35,790 147 59,544 250 38,015 
Yugoslavia 1 1,323 5 345 
Camada......... 3 1,388 10 3,460 120 8.445 
Costa Rica ae 1 199 6 27 
Guatemala....... 6 : dna 10 2.310 
Honduras ‘ oaee 3 37: 
Seo ; nae 15 1,075 
Salvador 1 370 25 1,768 
Mexico 6 7 6,097 299 18,936 
Newt 1. Labrador. - ase 1 82 
béeee 2 149 
Barbados, saewese 1 90 
Jamaica...... ; 1 370 . see 
Traldad and Tobago. 16 1,251 
uba ° 1 963 115 8,989 
Dominican Republic. : suse 5 257 
Netherland W. Indies see ; s 540 
Haiti, Republic of. ... i , S 431 
Argentina......... : 6 5,772 19 10,581 219 16,961 
Bolivia........ ? on 2 19! 
Brazil...... 6 9,249 10 6,931 182 16,445 
PS “a ners 1 1,251 47 4,176 
Colombia. . sas eee 2 1,812 77 7,476 
Beuador... aps teh skeen aon 23 2,008 
Surinam. ... — seee eee anes 1 88 
rey One . 24 1,434 
Uruguay 1 1,182 2 2,017 4 33 
Venezuela . 4 2,670 2 1,60 50 4.957 
British India. . : eae 1 875 17 1,619 
British Malaya : eae 2 1,249 - ap 
Ceylon ‘ eas . , 6 347 
Netherland India 61 5,725 4 2,241 76 6,304 
Japan , wake 6 489 
Philippine Islands 1 1,159 oT. Q 615 
Siam , a . 207 
Turkey...... . 1 1,272 > 465 
Australia 17 17,162 56 23,599 155 20,885 
New Zealend 1 1,128 15 8,927 50 8,019 
Belgian Congo he's : - eae 12 842 
Br. E. Africa : . ‘ : . 2 198 
Union of So. Africa 1 945 10 3,863 132 15,725 
66666900008 neue ae ee 1 112 1 10 
A a=. onacece sien con 2 628 
Tun neue eae 1 813 1 113 
Other Fr. Africa. sees ene sees bee 1 69 
Morocco sees , ‘ 10 747 
Mozambique. ——- eee 2 242 onen eee 
Total 194 $140,378 510 $2 73, 891 3,297 $307,625 
Shipments to: 
Hawii : 2 $3 2,137 - 24 $ 2,903 
Puerto Rico : ees eee 1$ S44 5 704 
EXPORTS 
se 
7759 Other 
Card- adding and 
punching, calculating 
7757 sorting, ¢ machines, 
Calculating and tabulating including 
machines machines used and rebuilt 
Countries No. Value No Value No Value 
Austria..... oe : 1$ 116 
Belgium....... 47 $ 5,952 3 $ 4,083 13 1,111 
Bulgaria........ esas pom ea 1 27 
Crechosiovakia... 68 8,640 3 5,620 10 848 
Denmark... . : 81 . a 
Finland 19 1,737 1 2.100 32 2,870 
ih seene 133 37,998 56 29,57 71 18,942 


Germany.... 8 11,104 





Gibraltar ‘ sea oka ones 1 27 
Italy... 67 10,774 12 26,645 23 2,742 
Netherlands. nob ae 23 6,594 hen saue 17 $3,121 
16 1,369 . e« seve 
Poland and’ Danzig. : 34 4.441 2 : 
Sweden , : 36 6,594 8 18 one o 21 843 
Switzerland “en s 2,338 9 12,235 ‘ 
United Kingdom | o 190 38,854 6 6,740 16 .122 
Canada..... as 63 13,886 ae 445 2,223 
Costa Rica 2 495 2 629 
Guatemala. . 1 525 ee cee 
Honduras 1 575 “on 
Nicaragua. . 1 5O a 
Panama 3 413 ay 
Mexico 36 4.440 1 2,000 3 127 
Newf. and Labrador 1 175 oa o-e 
Jamaica 2 200 — ena ibe 
Trinidad and Tobago , ; 1 226 
Cuba 10 1,692 4 1,058 oe 
Dominican Republic taste 2 55 
Neth. W. Indies 4 _ 
Argentina 23 1} 15,232 28 2,567 
Bolivia. . 4 one " 
Brazil 2 27 26,694 47 1,319 
Chile “ oe 19 824 
Colombia 30 see 7 
Ecuador 2 . 
EC ndie ge eke on 1 3 3,905 4 384 
Uruguay eves 14 . ‘ 
Venezuela. ...... 5 : 3 470 3 5A 
Br. a. S 1,750 1 258 
Ceylo oe 6 990 “< 
Netherland India 6 630 ‘ 5 441 
Ja 11 2,350 usin 
Philippine Islands 24 3,363 ice 
GENER. scccccecs 2 435 - 
Australia. ... 35 6,179 9 2,440 
New Zealand 23 4,580 nine 
Belgian Congo sae 3 295 363 
Union of 8. Africa 3 644 nee 


Msc ccecnss ; : oe 965 
159 {$167,127 





770 $ 46,448 








ee 970! $183,327 
Shipments to: 

Mtcscescne an 25 $ 4,691 -z. 551 23 156 
Puerto Rico chwenee 6 1,305 2 1,157 - - 
Virgin Islands........ cess ones ioe ° 1 150 

7761 
Parts for 7766 
accounting and 7764 Cash registers, 
calculating Cash registers, used and 
machines new rebulit 

Countries Value No. Valve No Value 
Austria...... $ 43 7$ 1,188 4$ 2,169 
Belgium. 1,954 ve nr 4 748 
Czechoslovakia 1,126 3 1,712 11 3,563 
Denmark....... 8,918 7 5,626 12 1,897 
Finland........ 110 7 3,073 16 1,816 
France..... 24,147 13 4,512 47 10,448 
Germany. 664 2 825 ‘a cowe 
Greece. .... 69 a2 ss ° — 
Italy 9,542 88 9,195 2 470 
Netherlands... | 3.924 rae vena 4 1,259 
Norway ‘ 140 aed jawi ll 879 
Poland. and Danzig. 195 ; : ‘ 
Portugal. .... awhn 10 1,597 3 384 
Rumania..... : 3 5,310 
Sweden....... 540 8 3,323 39 13,738 
Switzerland 3,781 15 5,751 16 3,968 
United Kingdom. 92,480 50 14,440 ‘ 
Yugoslavia. ... 20 . 
Canmeads....... 56,624 11 2,291 15 476 
Costa Rica. 3 495 ; 
Honduras... 50 3 281 1 283 
Panama. . 1 30 8,193 yer 
Salvador. . . 1 625 
Mexico 2,244 62 12,293 2 312 
a. : ' 2 393 
Barba 1 69 
re and Tobago. 14 ai 
Cuba 231 2 389 30 2,197 
Dominican Republic 4 2 435 . a 
Neth. W. Indies... . 93 7 1,662 1 865 
Argentina... 694 10 4,323 37 6,293 
Brazil... .. 2,655 253 32,942 189 17,795 
Chile - 9 hate aa 
Colombia 242 22 4,785 1 188 
Ecuador... 648 — er ann 

i. nes eee . oes 7 3,279 
Uruguay. 2 682 3 410 
Venezuela . 139 3 1,248 
British India..... 472 a 
British Malaya... . 4 716 
Netherland India. 159 2 450 
gegen. suGesee oa 2,066 os one . 
Palestine. 50 ° ‘ ae 
Philippine Isiands 64 27 4,260 17 1,762 
Australia......... 10,464 23 1,334 sone beee 
New Zealand 1,231 3 504 
Union of So. Africa 2,339 142 19,916 
Egypt........ 339 ° 

ye $228,575 835 $158,207 477 $ 71,920 
oe to: 
Pr Te $s 438 10 6s 280 ’ 
Peres Rico 187 8 1,968 5 $ 1,370 











ee 
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TYPEWRITER EXPORTS United States Exports of Metal Office Furniture and Office Equipment 
September, 1937 
7770 7772 7774 7775 
Standard Portable Used and Type- EXPORTS 
typewriters, typewriters, rebuilt writer 
new new typewriters parts 6130 
: ? . Sheet- 
Countries No. Value No. Value No Value Value metal 
6129 shelv- 6132 
Austria...... 77 $ 4.937 29 $ 828 100 $ 3,060 S$ 514 Sheet-metal ing 6131 Sheet- 
Belgium... . 173 12,100 28 765 70 2,416 943 Jockers and and Sheet- 
Bulgaria 7 817 oe es wall filing cases, cabl 
Czechoslovakia 34516, 701 134 3,590 40 . 076 94 cabinets binge not insulated insula 
Denmark. . 78 5,036 33 waiali ‘eae 289 
Finland. . 34 2.355 16 507 27 1,236 112 Countries No. Value Value No. Value No. Value 
France... . 182 9,587 497 13,848 342 11,837 5,335 
Germany 131,685 1 34 + tees 46 5 $ 165 astine 6 “~ satits 
Gibraltar ; 17 486 shin 1 16 aware s 247 23 101 
Greece 14 748 37 1,057 . “ 29 . Biene as 35 518 cabs ‘em 
Hungary 12 594 . 25 750 sae 34 693 ets = vO, 
Iceland 1 82 . oes - ee ee 6 153 15 733 
Irish Free State 5 123 58 1,250 rsa nea os ote 2 267 
i ere 60 4,313 see ice 2 50 311 105 452 Ga 2 169 
oo SSPReoEeS 141,058 2 60 29 apairs eres fe 25 446 bate sa 
Lithuania... 10 88S 2 70 ane : 12 211 tel 
=. Gees and 742 44 51 7 348 
: 3 225 16 464 , , 5 80 : 71 2,073 20 054 
Netheriands eu 294 20,220 203 =—s«45, 874 273 =: 88, 207 1,186 ee 365 haan pees il 478 
44 3,326 76 ©=—-:2,006 30 1,264 143 33 791 seed 262 2,043 7 387 
Poland. and peas. 52 3,122 97 1,695 . 91 - Pia. nh 4 60 meas P< 
Portugal... . 83 6,124 154 4,873 9 503 166 95 630 36 42 554 103 2,227 
Rumania.. 1 100 6 414 re 5 634 6,385 3,975 362 5,094 9 760 
U.S. 8. R. (Russia) 30 4.318 32 1,344 ie as 1 8 a on PEF 1 61 
Sic 2te2sesteve 246 aon - ees ees 1 12 9 7 eos 
Swede nena 269 16,933 330 ©10,024 127 4,648 461 14 11,801 pee = petite 
Switzerland. 202 13,712 158 6,481 8 423 1,3 aeate “nae wine’ 4 75 1 68 
United Kingdom. 4,281 307,172 1,534 23,906 105 4,810 8,537 42 443 shan 18 466 1 81 
Yugoslavia. ..... 17 1,100 115 2,530 1 68 ws Rat 66 778 389 164 4,786 5 434 
Canada....... 26 3,680 2 649 377 12,185 74,925 
Br. Honduras yeee iit re 1 28 onas 80 7 175 | 
Costa Rica... 16 1,351 25 927 12 510 25 14 230 1 55 My See aoe ae 
Guatemala . 19 =: 1,301 3 156 sees tees 50, Jamaica 24 87 4 18 et nated 
Honduras 27 =1,632 16 443 ons eens 45 = Trinidadand Tobago ape sai saat 11 438 9 400 
Nicaragua. . 5 395 = Sy a 1 50 17 Other Br. W. Indies. 2 50 nih ane “wate ie Pet 3 
Panama 15 =: 1,039 15 525 6 285 SS GN Ain in eee 47 397 5,207 300 = 6,346 33° 0—s«:1,177 
Salvador. 7 aaa ; es oer +a Desseneenn ane 22 156 one 2 36 12 324 
fexico 1,039 64,269 1,890 56,149 188 6,004 1,022 Neth. Indies 44 208 63 55 —s«1,346 exes 000 
Newf. and L anentee. 1 58 3 93 ese eee eee Haiti, Republic of: 4 64 hinben at aay Sane 
Bermuda...... 2 167 3 89 teey eae eee Argentina......... 2 73 wane 24 "105 29 =—-:1,158 
Barbados.......... 1 75 ees eee 3 229 eee DA EN% 00.65 vous ann er 10 71 1,636 63 2,249 
Jamaica. ' , say - 1 43 sees Chile....... ; fn a kins =e 13 639 
Trinidad and Tobago 8 566 6 218 “ ‘tan “+25 Colombia. . . iane 26 1,112 — 109 4,275 ll 488 
Other Br. W. Indies. 1 70 2 81 1 44 32 Ecuador..... : 2 20 fitese ke inal 4 364 
Cr 88 6,766 11 300 126 4,151 479 ee. ; pas oe “ 19 604 4 180 
Dominican Republic 41 3,084 ; . _ sonn ines Venezuela . 151 700 299 181 6,305 14 561 
Neth. W. Indies 14 953 30 924 1 61 13 British India. . — séaw 133 21 764 eeee oane 
French W. Indies... . 1 72 sees . . +*55 eee British Malaya... . onde vibes 133 Ter 004s eeeg 
Haiti, Republic of. 9 725 1 55 — oO Eee seas nas 0008 Ane 2 
Argentina... .. 1,033 71,225 794 35,648 347 11,415 1,183 Netherlands Indies. . 6 129 557 6 228 16 o26 
Bolivia. . 25 1,822 55 1,869 11 502 ; Palestine.......... cate s pe 17 118 ye , 
Brasil... . 705 46,769 260 9,470 358 14,538 1,482 Philippine Islands. 389 6,381 104 2,895 ll 899 
Chile ; 86 6,149 213 6,413 13 819 212 Tapkey.......ccoce Pape a SO ‘488 8 ie 
Colombia. . 375 22,041 160 5,285 41 1,669 281 Other Asia......... 2 86 
Ecuador 23 1,767 13 397 sates 45 New Zealand....... ee 3 121 
Surinam 4 127 2 Brit. East Africa. ne a cad 60 17 180 
Paraguay .. 24 =, 767 34 972 wees 271 Union of 8. Africa. 161 1,042 235 4,567 
Peru 47 4,408 209 6,951 ey _ 128 Gold Coast...... 3 20 eis seek ates 
Uruguay 68 4,451 41 1,132 1 52 63 Egypt... swak wade 22 ede inne 
Venezuela. ... 158 12,558 120 3,832 61 1,268 80 Sdecnmsbbnee. : sate noes neine 3 66 ones cove 
en... — 3 213 Q 240 ins sks fan 
Saudi Arabia 1 66 2 82 4 197 17 Ps eakcenen 1,905 $22,310 $12,005 2,380 $52,010 415 $16,401 
British India aet 23,993 1 pond 31.93) 227 5,610 as tt | 
. NV 4 . J 3° ,d2 nue 
ae 3 Tost 40 " 133 174 Shipments to: 
Covtem. -.-- ++. ty { 37 $ 647 $ 1,472 181 $ 4,219 
Neth. Indies..... 441 29,584 358 10,335 382 awal n Pr re ‘ 108 x 1.341 “42 144 1540 
Fr. Indo-China. . 27 © 4,042 45 1,364 ain eee Puerto Rico...... 0 , ’ . 
Hong Kong.... 20 560 32 1'355 30 1,348 cei Virgin Islands... . 8 450 ees 3 29 
is denen —_ 2 138 24 718 ions ieee 35 
/ 19 4,143 62 1,826 hes o* 154 
K wantung eee ‘ o<an hind oe ant 1 38 iach 
Palestine 529 7 2! bad 
Philippine Tsiands. 599 42,723 156 =. 6,128 68 2,644 208 EXPORTS 
DC ASésenendes 0 675 48 ste ot 
mT 103 9,026 130 3,293 ——_ seen psoas 
Other Asia...... 2 162 4 77 ae aaa oS 6134 
Austraila....... 4 257 1 46 2 80 3,690 Bank 
Br. ene wheat 2 59 veae woken can and Other metal 
Fr. Oceania..... . 3 333 3 ‘ ‘ome ie safety 6135 furniture 
New Zealand 50 3,669 39 1,230 9 287 39 deposit Other 
Belgian Congo 2 187 14 400 ou - ens vaults office 6137 Chief 
Br. East Afric 22 1,615 43 908 3 130 ‘ and = furni- Chief value 
U. of So. Africa ; 356 24,379 346 9,965 128 5,283 315 vault ture value of 
Other Br. So. Africa 1 64 5 110 a oabe ome 6133 equip- and fix- Metal Eevee of uphol- 
Gold Coast. 22 1,504 6 140 bid deed er Safes ment tures bed springs metal stery 
Nigerta 7 557 1 36 oon wew énae 
Egypt 185 11,998 83 2,736 een cose 233 Countries No. Value Value Value No. Value Value Value 
Aigeria 9 H+ 4 98 2,620 veng “as ae 
Tunisia - 1 3: ante F : 
Madagascar 7 701 i3 ees ~~: sense cwee dies heen Ee : 
Other Fr. Africa. 23 1,759 23 667 mas Sone C sechoniovakia : wets ae pi "302 7 
Liberta.... 1 99 vane .° “ei Denmark... : a wy eee 263 : 
Morocco ' 3 42 3,150 2 6 213 : Finland 
Mozambique : 30 2,198 8 221 5 333 oat France ; Ade one 1,028 ; 
Other Port. Africa 4 _327 4 116 2 104 10 Greece...... p . rete a ee - < 
Total 12,489 $869,381 10,317$292,553  3,255$111,974 107,813 {fish Free State. . amee, .@8ne.(u eons 3 3° 7i 
Netherlands. .... or" eT ome 522 ° 
Shipments to: Norway........ 33 17388 .... AGB cose eevee cove 
Hawali . 330 $16,856 87 $ 2,887 73 $ 2,593 373 res. pee pame <n sore as onee omen “ag 
Puerto Rico...... 143 9,033 one er 2 : : el see tees tees ’ tees sees 
— Switzerland... as jens eens oie 265 onan ann 54 
United Kingdom. 74 4,802 $ 100 5,284 52 $1,690 643 
ah beaeae oasis <aae ay 1 we rr ahi ogei ‘ 
IMPORTS FOR CONSUMPTION CO + 05.400 21 1,588 887 7,021 70 442 20,892 $ 405 
British Honduras. ae vers séan oT a +3 aT sone 
. ° Costa Rica...... ea $09 
., 109.23 ., 780.86 Guatemala. ; : : | sees. cscs. cone ee ee ee 
Calculating Caleulating Honduras 56 2i8 1,650 545 ° 
machines machines 780.92 Nicaragua...___. ; = one 17 3 . 32 15 mbt 
having not having = Calculating Panama........ "7 "$i 1887 759 999 5,718 2,751 
an electric an electric and Salvador... ’ 110 7 "430 chase’ 
motor as an = =motorasan = accounting Mexico....._.. :  °"32 «21966 «100 «3,849 398 2,181 2,004 377 
7781.6 essential essential machines, Miquelon and St. Sg ’ . 
Typewriters feature feature n. @. 8. Island 1 50 ? Sa 
New fe) oand 3 
Countries No. Value No. Value No. Value No. Value Newt. and Labrador om s ‘ SS 23 1,439 182 338 mS 
ae ag peseescene even ones ée08 agar ite 7eP 150 
Germany. . 303 $6,133 << ° pe pp guna meal sane 240 743 «63,695 44 
Italy 2 75 ‘ . Trinidad and Tobago 1 262 Pe 32 476 2,632 an wees 
U nited ‘Kingdom 2 30 : : Caer Br. W. Indies. eons sete oe oan’ 13 212 628 o6ms 
Canada....... 2 75 ; . Se raeap pe vedi aot outen 908 1,007 5,303 2,141 25 
Honduras. . . 2 100 ¥ : a Republic etae ates +. 2,419 41 456 42 oes 
Nicaragua. . 1 50 aoes ‘ ose Neth. W. Indies... ebb woe sous 170 55 323 175 
——— —_—=—— es - =: oo eee French West Indies. sone ay » dike er 506 3,100 .... 
Total. ... 312 $6,463 caer secs err mee eee eoee Haiti, Republic of. . em eo shane 68 174 1,011 
Argentina......... oe ay eee 86 1,312 3 54 
pe Bolivia...... ees ee 150 ease 313 2,064 oases 
Brest bene . ces cine an a +4 seve owen 650 
> Mo caees ce . ee ose esses esse ese eees 
R. C. Allen Calculator Colombla....--... i8 1113 “610 9871871674 7,445 
The October issue of 'L Organisation (Paris) pictured the R. C. Allen | a ay So ee le ee “ie 7 oe . 
adding and calculating machine. GS vigias seen pees ‘vee bred seed 2 31 








Peru... 210 351 5: 
Uruguay. 92 i¢ 
Venes ‘ 38 3,507 23,953 527 2,941 13,592 
British India....... . 679 
British Malaya..... 25 6 60 190 
} ndies. 568 1 2 
I china. : 36 

Hong Kong 3 157 
sees. age as , 68 4,672 185 132 50 

ippine Islands 21 815 1,106 375 347 2,178 836 

ses . 45 34 
aye. eer 13 
urkey ; , 45 

Australia 1,427 ° 76 
French Oceania... . 1 70 
New Zealand 552 36 285 331 
Belgian Congo is 33 
Brit. East Africa 74 
Union of So. Africa 5 376 2,951 54 235 2,431 
Other Br. So. Africa 40 107 
Gold Coast 39 113 
Egypt... 22 
Other Fr. Africa 39 
Liberia. . 52 383 856 
Morocco 50 6 148 
Mozambique a * 


Canary Islands 


Total 321 $22,013 $5,040 $69,161 7,153 $43,486 $59,737 $ 856 


Shipments to 


awailli 13 $1,482 $ 133$11,138 1,048 $8.200$811,144 $ 279 
Puerto Rico 10 1,234 929 726 11,015 4,675 619 
Virgin Islands 45 80 348 629 

<> 


International Standards Help Americans 


Industrial Standardization is a help for the sale of American products, 
as codperation with the International Standards Association offers 
American industrial groups a real opportunity to do away with restric- 
tions to the sale of their products abroad. It is an opportunity of 
which European business groups have been particularly conscious during 
the depression period. The adoption last year of a world standard for 
sixteen millimeter sound film, the international standardization of bear- 
ings, the adoption of inch-millimeter conversion tables have already 
pointed the way to American business to what can be accomplished 
through codéperation with the other countries of the world. 

Attendance at the plenary assembly of the International Standards 
Association and discussions with individual representatives of the various 
countries present brought home the importance of American industry 
participating in the work of the International Standards Association. 
There are a number of projects of considerable importance to the various 
American industrial groups, although these groups are not at the present 
time codperating in the international work on these subjects. The 
difference in languages, methods, of measurement, nomenclature, etc., 
which have previously appeared to preclude any great participation by 
American industry in international standardization, no longer appear to 
be obstacles, if in fact they ever were. It would therefore seem fitting 
that American industry should take a much greater interest in the work 
of the International Standards Association than it has in the past, and 
through the American Standards Association participate in the develop- 
ment of any projects which may affect international trade.—Industrial 


Standardization. 
——<>——— 


Transferring Transfer Cases 


A bulletin of the Tennessee Valley Authority gives the solution of 
moving stacks of loaded transfer units in the transfer file. These transfer 
units are single drawer cases used in storing inactive papers, corre- 
spondence and other records. They are fabricated inexpensively from 
light grade steel, and consist of one drawer in a frame. In order to 
intermember the unit four strips are spotwelded so as to protrude 
1% inch from the bottom of each corner and interlock with the unit 
below. The interlocking strips on the bottom case serve as four legs. 
There are approximately 2,500 transfer cases stacked seven high in the 
transfer files. Due to the increase of incoming material it was often 
necessary that existing stacks be re-arranged, and that new cases be 
added. It was necessary to break down the stacks into separate units 
and carry each by hand to the new location, and rebuild the stacks. 
Moving a block of fourteen loaded stacks, or ninety-eight units, required 
from seven to ten hours’ work on the part of two men. As transfer 
cases are of thin metal, and the edges sometimes rough, cuts and bruises 
usually accompany each change. A survey of existing equipment which 
might be utilized in handling the transfer cases did not reveal any 
device which would solve the problem satisfactorily. The conventional 
dolly proved impracticable. Other moving or lifting devices were costly 
and in most cases could not be operated efficiently in the limited space 
available. Attention was then directed to the possibility of designing 
and constructing a dolly which would meet the requirements. 

An inexpensive T-shaped dolly was designed to solve the problem of 
moving transfer cases. It was constructed to form a snug fit with the 
bottom of the transfer unit. Two blocks of wood on either arm of the 
crossbar fit into the indentation in the bottom of the filing unit. A pin 
in the dolly fits the hole in the lower front of the filing case. 

With the dolly, the time required for two men to move a block of 
ninety-eight units, or fourteen stacks, is reduced to two and one-half 
hours. The processes are: 

1—A stack of seven units is pulled forward into the filing space. 

2—The stack is tipped back and the dolly is rolled underneath. 

3~-The stack is tipped forward on to the dolly. 

*4—The pin in the dolly fits automatically into the hole in the front 
of the bottom transfer case. 

The loaded unit can be moved on the swivel ball bearing casters with 
very little pressure, and is not top heavy. It is easily unloaded by 
reversing the order of loading. 


Royal Netherlands Industries Fair 


The Thirty-seventh Royal Netherlands Industries Fair, as reported by 
the United States Department of Commerce, was held at Utrecht. Hol- 
land, September 7 to 16. The number of participants was 1,207, as 
against 1,146 in 1936. The increase in the number of visitors—twenty 
two per cent above the previous fair, and the turnover was evidence of 
an economic revival in the Netherlands. 

The Agrarian fair showed marked improvement, both as regards par- 
ticipation and general layout. 

As a whole, this fair was a great 
to extend the available floor space by 


success, and it has been decided 
building a large hall for ma- 


chinery, if possible, before the coming spring fair. 
The Thirty-eighth Royal 
Utrecht from 


Netherlands Industries Fair will be held at 


March 15-24, inclusive, 1938. 





OFFICE APPLIANCES 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 
The following detailed inquiries, received direct from readers of OF¥ice 
APPLIANCES, are tangible business opportunities. 
Where inquirers submit references mention is made in the item. 


Wanted Abroad 


East Indian House Seeks Lines on Commission Basis...The Oriental 
Mercantile Agency, manufacturers’ representative, 19 and 20 Linga Chetty 
Street, Madras, India, wishes to reach manufacturers of the office appli- 
ance and specialty fields who will be interested in working with a factory 
representative in India on a commission basis. Our information indicates 
that the Agency has some influence in the market for the sale of type- 
writer ribbons and carbon paper, writing paper and envelopes—in fact, 
ny requirements for office equipment. We have no references on this 
inquiry. 

Holland House Seeks Novelties in Office Supplies and Stationery. 
Firma 8. H. van Adelsbergen & Company, Ruyschstraat 27, Amsterdam, 
Holland, wishes to get in touch with manufacturers of novelties in office 
supply and stationery fields. 





German Requests Catalogues From American Manufacturers. Emil 
Wernitz, Kurzstrasse, Berlin C. 25, Germany, wishes to receive from 
American manufacturers of modern utilities their catalogues of office 


equipment and specialties. He also wishes to receive circulars on books 


of salesmanship in English. 


Wanted Here at Home 


University Co-op Plans Active Work in Sales of Business Equipment. 
Gil Almusin, of the Sales Department of the University Co-operative 
Company, State and Lake Streets, Madison, Wis., informs us that the 
management of the store plans actively to promote the sale of business 
equipment and supplies. Commercial lines have been carried for some 
years without receiving much attention. The situation is changed. As a 
step toward development of office supply and equipment volume Mr. 
Almusin desires to receive catalogues and other information from manu- 
facturers of office furniture and commercial stationery lines. 

Roy Magill, whose address is R. R. No. 1, Eaton, Ohio, travels the 
southern states for The Herring-Hall-Marvin Safe Company. The territory 
is Louisiana to the Atlantic. He seeks an additional line which can be 
sold to office supply and equipment dealers. 

Fred S. Foster, 1404 27th Avenue, N.E., Minneapolis, Minn., desires to 
represent an additional line or two of office supplies or equipment in 
connection with a line of steel files and cabinets. Foster has served as 
buyer for retail dealer in St. Paul and as salesman in northwest territory 
for a leading manufacturer. Experience principally furniture, files and 
supplies, but also includes stationery lines. His plan is to cover Minne- 
sota, the Dakotas, possibly some of Lowa and Wisconsin. 








Importance of Equipment Salesman 


Die Biro Industrie (Berlin) gives the gist of an article in German, 
stressing the difficulties experienced by those following the calling of an 
office equipment salesman. He points to the fact that this calling 1s 
often subject to small esteem, and that there exists yet today many 
firms who regard the salesman as a necessary evil. Actually, the sales- 
man should be looked upon as a pioneer of our particular branch of 
trade, since, before this lin. of the office industries was properly organ- 
ized, the commercial traveler was the means by which office machinery 
and equipment became known to the world. The author drew attention 
to the purposeful activities of the salesman and shows clearly the im- 
portance of this calling for business in general and the office equip- 


ment branch in particular. 
—_>__—_ 


Work as a Vice 


Business for November (London) discussed 
should we boast about how hard we worked when we 
For generations we have been inventing and developing machines for 
doing our work—-typewriters and dictating machines, and all kinds of 
machine tools of every description for the factory; automotive equip- 
ment and steam for hauling and transportation; electricity for power 
and light; labor saving appliances for the home. 

Have we done all this for fun. or should we turn over more of our 
work load to the machine, and reserve more free hours ourselves? 

One begins to suspect that work has developed into something like a 
drug with many men. They are actually unhappy when not under its 
influence. 


“Work as a vice.” Why 


were young? 


—.———— 
Materials and Rising Costs 


Pressure of rising costs in raw materials, according to Business (Lon- 
don) is forcing many industries to take energetic steps to preserve 
profits. Manufacturers of unbranded goods find this easier than do their 
colleagues who produce named and priced lines. With unbranded goods 
the public are being asked to bear the extra cost—anything from five 


to fifteen per cent. 
_—_— 


“Your Man Friday” 


of the Ames Supply Company, Chicago, Il, an- 
“semi punched,”” for the use of repairmen. 
repairman is an improved bench light, 
service. 


“Your Man Friday” 
nounced new kev cards, 
Another new utility for the 
wired and equipped for trying 


a > 
Boorum & Pease Catalogue Supplement 


The Boorum & Pease Company, 84 Hudson Avenue, Brooklyn, N. Y.. 
has issued Supplement No. 5 to Catalogue No. L 22. It lists several 


additions to the line. 
a 


R. C. Allen Calculator 


The October issue of 'L Organisation (Paris) pictured the R. C. 
adding and calculating machine. 


Allen 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash. postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,097,588. Typewriting Machine. William A. Dob- 
son, Wethersfield, Conn., assignor to Underwood Elliott 
Fisher Company, New York, WN. Y., a corporation 


of Delaware. Application November 22, 1932, Serial 
No. 643,811. Granted November 2, 1937. 
2,097,626. Book Leaf Securing Means. Geno Lesti, 


Cleveland, Ohio, Angelo Lesti and Nancy Lesti, guard- 
ians of said Geno Lesti, minor, assignors to National 
Blank Book Company, Holyoke, Mass., a corporation 
of Massachusetts. Application December 26, 1934, 
Serial No. 759,143. Granted November 2, 1937. 


2,097,834. Paper Carriage Escapement Device for 
Typewriters. Fritz Eibert, Munich, Germany, assignor 
te Robert Wolff, Basel, Switzerland. Application 
Aprii (6, 1934, Serial No. 720,684. in Germany 
Apri! 19, 1933. Granted November 2, 1937. 


2,097,837. Combined Letter Opener and Postage 
Seale. Jacob Kaplan, Washington, D. C.; Esther 
Kaplan, administratrix of said Jacob Kaplan, deceased, 
assignor to Esther Kaplan, Washington, D. C. poli- 


cation January 15, 1936, Serial No. 59,301. Granted 
November 2, 1937. 
2,097,865. Stapling Device. Hans C. Stockel, Chi- 


cago, Iil., ~w o to Hercules Tool & Mfg. Co., 
Chicago, VL., corporation of Illinois. Application 
August 15. i935, Serial No. 36,260. Granted Novem- 
ber 2, 1937. 


2,097,916. 
il., assiqnor of one-hal 
Park, til. Application May 8, 
78,630. Granted November 2, 1937. 


2,098,020. Copy Holder for Use in 
With Typewriting Machines. James §&. 
Phoenix, Ariz. Application May 19, 1936, 
No. 80,524. Granted November 2, 1937. 


2,098,285. Typewriting Machine. Car! Gabrielson 
and Edson George Moshier, Syracuse, N. Y., assignors 
to L C Smith & Corona Typewriters Inc., Syracuse, 
N. Y., a corporation of New York. Application Augest 
30, 1935, Serial No. 38,520. Granted November 9, 
1937. 


2,098,319. Typewriting Machine. Russell G. Thomp- 
son, Rochester, Y., assignor te International Busi- 
ress Machines Corporation, New York, N. Y.. 
poration of New York. Application May 25, 1934, 
Serial Ne. 727,382. Granted November 9, 1937. 

2,098,323. Gauge for Counting Typewritten Char- 
acters. Harry L. Wadsworth, Los Anaeles, Calif. 
Application 1935, Serial No. 23,728. Granted 
November 9, 

2,098,339. Accounting Machine. Alvin E. Gray, 
Flushing, N. Y., assignor, by mesne assignments, to 


Envelope. Charles F. Elmore, Evanston, 
f to Bernard W. Boman, Oak 
1936, Serial No. 


Connection 
heeler. 
Serial 


ay 27, 
1937. 


International Business Machines Corporation, New 
York, N. Y., a corporation of New York. Application 
June 18, 1931, Serial No. 545,256. Granted November 
9, 1937. 

2,098,345. Control Card. Lawrence E. Lentz, New 


York, N. Y., assiqnor te Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Dela- 
ware. Application December 30, 1933, Serial No. 
704,796. Granted November 9, 1937. 


2,098,359. Tabulating Machine. Lynus Clyde Reyn- 
olds, Sweetwater, Tenn., assignor, by mesne assign- 
ments, to International Business Machines Corporation, 
New York, N. Y., a corporation of New York. Appli- 
cation December 5, 1930, Serial No. 500,234. Granted 
November 9, 1937. 


Art of Lead Pencil Manufacture. Kar! 
New York, N. Y., assignor to Eagle 

N. Y., a corporation of 
1936, Serial No. 


2,098,452. 
M. Herstein, 
Pencil Company, New York, 
Delaware. Application January 31, 
61,639. Granted November 9, 7. 

2,098,528. Fountain Pen Valve. Anatol N. An- 
drews, Los Angeles, Calif. Application May 23, 1936, 
Serial No. 81,453. Granted November 9, 1937. 


2,098,780. Typewriting Machine. William F. Hel- 
mond, West Hartford, Conn., assignor to __¥-~ 
Elliott Fisher Company, New York, cor- 
poration of Delaware. Application October 34." 1935, 
Serial No. 46,461. Granted November 9, 1937. 


2,098,794. Loose-Leaf Device. Abraham M. Rabinor, 
New Rochelle, N. Y. Application January 6, 1936, 
Serial No. 57,793. Granted November 9, 1937. 


2,098,878. Variable Spacing Mechanism for Tyne- 
writing Machines. Charles Clinton Peters, State Col- 
lege, Pa. Application September 16, 1936, Serial No. 
101,156. Granted November 9, 1937. 


2,098,972. Combined Typewriting and Computing 
Machine. Henry L. Pitman, Hartford, Conn., assignor 
te Underwood Elliott Fisher Co., New York, WN. Y., 
a corporation of Delaware. Application December 3/. 
1936, Serial No. 118,618. Granted November 16, 1937. 


2,098,978. Split Platen Mounting. John Q. Sher- 
man, Dayton, Ohio. Application March ii, 1936, 
Serial No. 68,219. Granted November 16, 1937. 

2,099,007. Envelope. Charles F. Elmore, Evanston, 
1ll., assignor by direct and mesne assignments, to 
Pilot Letter Lable Co., a corporation. Application 


September 23, 1935, Serial No. 41,680. Granted 
November 16, 1937. 

2,099,011. Typewriting Machine. Carl Gabrielson 
and Charles Waucquez, Syracuse, N. Y., assignors 


to L C Smith & Corona Typewriters Inc., Syracuse, 
N. Y., a corporation of New York. Application May 
tens Serial No. 79,028 Granted November 16, 


2,099,123. Combined Typewriting and Computing 
Machine. Alfred G. Jurowski, Brooklyn, N. Y., 
assignor to Underwood Elliott Fisher Co., New York. 
N. » & corporation of Delaware. Original aoplica- 
1933, Serial No. . Divided 
1937, Serial No. 122,- 


tion March 15, 
and this application January 27, 
496. Granted November /6, 1937. 
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2,099,148. Filing Cabinet. Fred W. Tobey, Grene 


Rapids, Mich. Application June 20, 1935, 
No. 27,462. Granted November 16, 1937. 
2,099,256. Envelope. Anthony C. Benedict, 


Rock- 
ville Centre, N. Y. Application November 15, 1934, 
Serial No. 753,074. Granted November 16, 1937. 


2,099,303. Self- Seatiee Envelope. William Hoh- 
wart, Woodside, Apoll cation May 13, 1937. 
Serial No. 142,362. p ae November 16, 1937. 


2,099,472. Binder. George S. Emery, Tulsa, Okla. 
Application August 24, 1935, Serial Wo. 37,735. 
Granted November 16, 1937. 


2,099.504. Typewriting Machine. Anthony Utz, Hart- 
ford, Conn., assignor to Royal Typewriter Co., Ine., 
New York, WN. Y., a corporation of New York. 
Original application May |, 1936. Serial No. 77, mw! 
Divided and this application a 27, 1936, Seria 
No. 98,233. Granted November 16, 1937. 


2,099,565. Typewriting and Caleulating Machine. 
Alfred G. F. Kurowski, Brooklyn, N. Y., assignor to 
Underwood Elliott Fisher Co., New York, N. Y., a 
corporation of Delaware. Application August 31, 1933, 
Serial No. 687,547. Granted November 16, 1937. 


. 2, org ty oa Scen C. Stick- 
ey s -_4., assigner te Underwood Elliott 
Fisher Co., New York, N.Y. a corporation of Dela- 
ware. Application October 21, oe. Serial No. 
694,585. Granted November 16, 


2,099,613. Eraser. Julian 8. sel Atlanta, Ga. 
Roottention, em 1935, Serial No. 23,487. Granted 


ovember 16, 
2,099,762. Typewriting Machine. Russell G. Thomp- 
son, Rochester, N. Y., assignor to Gaderaens Elliott 


Fisher Co., a corporation of Delaware. Application 


Granted Novem- 


a * pewriting Machine. Seyod Khalil, 
hy ss ear to Royal Ty iter yen: 
«+» @ corporation New 

1988, Serial No. 73,023. a 


August ¢ 1934, Serial No. 738,573. 
ber 23, 1937. 


ine, Wee” Yer rk, 
Application April hi 
November 23, 1937. 
2,099,891. Fountain Pen. Karl Y. Johannesseon 
Berwick, Pa. Original application july 20, 
Serial No. 681,265. Divided and _ this — 
4 1935, Serial No. 32,143. Granted November 


2,099,999. Slide Pencil. Christian 
heim, Germany. Appiication February | er Gerlal 
No. 64,432. In Germany February 25, tess. Granted 
"aan 23, 1937. 


00,007. Mechanical Pencil. Paul S. Hauton, 
Atlante’ Ga. Application February 24, 1933, Serial 
No. 658,355. Granted November 23, 1937. 


2,100,071. Eseapement Device on Paper Carriages 
for Typewriters. wee Eibert, Munich, Germany, 
assignor to Robert Basel, Switzerland. Applica- 
tion ie it 19, 1933" “Serial No. 666,794. In Germany 

April 26, 1932. Granted November 23, 1937. 


DESIGN PATENTS 


106,752. Design a a Pen and Pencil Holder. 
Francis M. Aimes, Yonkers, N. Y. "Avolication _— 
6, 1937, Serial No. ons7s, Granted November 2, 1937. 


106,789. Design for a Pencil. Harold F. Gade 
Philadelphia, Pa., assignor te § Pressed Steei 
Ce., Jenkintown, Pa., jon of Pennsylvania. 
Application December is, 1936, Serial No. 66,628, 
Granted November 2, 1937. 











CHRISTMAS BELLS 


I heard the bells on Christmas Day 
Their old, familiar carols play, 

us : And wild and sweet 

«7 The words repeat 

Of peace on earth, good-will to men! 


And thought how, as the day has come, 
The belfries of all Christendom 
gs Had rolled along 
The unbroken song 


Of peace on earth, good-will to men! 


Till, ringing, singing on its way, 
The world revolved from night to day, 
Se : A voice, a chime, 
A chant sublime 
Of peace on earth, good will to men! 


Then from each black, accursed mouth 
The cannon thundered in the South 
2 And with the sound 
The carols drowned 
Of peace on earth, good-will to men! 


It was as if an earthquake rent 
The hearth-stones of a continent, 
Sm : And made forlorn 

®F The houschold born 


Of peace on earth, good-will to men! 


And in despair I bowed my head; 
“There is no peace on earth,” I said; 
“For hate is strong, 
And mocks the song 
Of peace on earth, good-will to men!” 


Then pealed the bells more loud and deep : 
“God is not dead; nor doth he sleep! 
2ex The Wrong shall fail, 

7 The Right prevail, 


With peace on earth, good-will to men!” 


—Longfellow 
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GREETINGS 


AIL friends, near and far. Over mountains and seas, hills and valleys, we 

reach out in spirit to grasp your hands, joining you in the wish that good 

will may find a way to bring peace on earth. May Christendom’s approaching 

anniversary and whatever events or anniversaries in other faiths inspire the 

desire to promote universal brotherhood stimulate the zeal of each and all. And 

may each have the full measure of joy of the days and events that exalt the mind 
to picture old Earth as it should be. 


A CHRISTMAS THOUGHT 


“ BOU-BEN-ADHEM, may his tribe increase! awoke one night from a 

sweet dream of peace and saw within the moonlight of his room an 
angel writing in a book of gold. Exceeding peace had made ben Adhem bold, 
and to the presence in the room he said, what writest thou? The angel raised 
its head and with a look made all of sweet accord replied, the names of those 
who love the Lord. And is mine one, said Abou. Nay not so, replied the angel. 
Abou spoke more low but cheerily still. I pray thee then, write me as one who 
loves his fellow men. The angel wrote and vanished and the next night came 
again with a great awakening light, and showed the names whom love of God 
had blessed. Afid lo! ben Adhem’s name led all the rest.’’—-Hunt. 


1937 IN RETROSPECT 


(“ SUMMATING another twelve months of business operations, the 

office equipment industry now looks upon 19 37 in retrospection. Within 
the pages of its record are seen the effects of economic circumstance. Superscribed, 
however, over the record of the individual concern may be discerned the graphic 
manifestation of business performance. He does well who thumbs the pages of 
his management record with an analytical mind and acceptance of the challenge 
to meet changing conditions with sound economic adjustments. 


Despite confusions and difficulties of the times, the office equipment industry 
fared well in 1937. While the industry lost some volume through languishing 
activity in some fields, it gained by the flourish in others. Considering the 
year’s achievements in production and distribution, compared with the achieve- 
ments of other industries—-not to mention the splendid organization unity 
of this industry—those engaged in this field may contemplate the closing year 
with a measure of satisfaction. 


Foreshadowing the success of the individual firm in the year to come is its 
record of the past translated in terms of the success of its policies, its coordinated 
organization, and the wise use of investment entrusted to its management—as 
well as the control of costs and the volume of profitable sales. 


In the main, these are the factors with which the successful business man will 
master the destiny of his enterprise in the ultimate future. He will determine 
that—through resourceful, intelligent adjustment—circumstance shall not pre- 
vail beyond his control. 1937 in retrospect challenges him to meet the new, 
and he accepts the challenge! 
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What Do They Mean — Consumer 


4i 

a coddling” is the 
Slap the dissenters have for the 
latest trend in merchandising 
Strategy. “Informative selling” is 
the more sympathetic slogan ap- 
plied by marketers who hope that 
the new spirit of inquisitiveness 
has its compensations. Take your 
choice of viewpoints. But don’t 
allow doubts or prejudices to ob- 
scure the fact that the new con- 
cept of dealer-service is here to 
stay. It is a safe bet that this 
budding system of goods “intelli- 
gence” is not only a fixture but 
is due to spread geographically 
and in commodity range. 

What is all the shooting for? 
Just what do they mean by the 
new-fangled notion of consumer- 
information-at-the-point-of-sale? 
The question is well taken. Be- 
cause the definition of this added 
institution in the field of distri- 
bution is vague and foggy. Or, at 
least it varies with the parties that 
are pioneering the new handles 
in merchandising. Perhaps the 
best way to bring the innovation 
into focus is to trace the move- 
ment to its source. 

Actually, some three or four 
separate influences have been sim- 
ultaneously at work, these past 
few years, working up a want-to- 
know spirit among consumers. In 
one quarter we had a number of 
thrifty souls, principally the mem- 
bers of women’s clubs, stirring to 
revolt over the difficulty of ob- 
taining content-confessed wear- 
ing apparel. That unrest was re- 
flected, you may remember in the 
introduction in Congress of Pure 
Fabrics Bills, Genuine Leather 
Bills,—and, eventually, Honest 
Paint Bills. Meanwhile Uncle Sam, 
himself, in the guise of the U. S. 
Foo. and Drug Administration 
had started its Read-the-label 
educational campaign. Which 
was, of course, a backhand drive 
for fuller facts in label copy. 


Secrecy Removed 
The third shove in the same di- 
rection perhaps gave the biggest 
boost to the reform thesis that no 
secrets should be withheld from 


Information ? 


ls it Consumer Coddling or 
Informative Selling? —A 
Discussion of the Trend 
in Distribution Toward Full 
Identification Labeling. 


By WALDON FAWCETT 


a buyer at retail. This clincher 
was the rise of that type of com- 
mercial or codperative enterprise 
which brought into the national 
picture the self-styled consumers’ 
research laboratory or consumers’ 
testing station. Certain of these 
proving plants were set up by 
magazines for the purpose of veri- 
fying the claims of advertisers 
and other manufacturers. A ma- 
jority, however, are service estab- 
lishments conducted for profit. In 
consideration of subscription fees, 
professional snoopers, claiming 
scientific background, undertook 
to analyze, at random, best sellers 
in the field of merchandise and 
to report upon specific items as to 
which clients were curious. Back- 
ing up all other incitements was 
the major object lesson afforded 
by the testing and experimental 
program of the National Bureau 
of Standards, a branch of the 
U. S. Department of Commerce. 
Business men with an eye on 
the horizon must have sensed, this 
long time since, the set of the tide 
of consumer inquisitiveness. But 
what, at long last, has brought up 
standing the entire clan is the 
advent of the Consumer-Retailer 
Relations Movement. Noting the 
direction in which the wind was 
blowing, certain dealers have con- 
ceived the idea that if the average 
customer really wants more infor- 
mation and more specific infor- 
mation on what he buys, the mer- 
chant should be the person to give 
it to him. No denying that this 
theory appealed especially to the 
department store executives and 


other retail interests which have 
long been nursing to the public 
the idea that the merchant and 
not the manufacturer is the party 
to be looked to, to “stand behind” 
goods. 


Private Brands Influence Retailers 


Bobbing up at the same time, as 
a further spur to retailer initia- 
tive, was the boom in private 
branding which has latterly come 
into full cry. Here the big mail 
order houses were in the same 
boat as the metropolitan depart- 
ment stores. If the direct seller 
or the department store or the 
chain group was to set its pres- 
tige over against that of the na- 
tional brands of the big manufac- 
turers it must needs muster some 
tangible support for claims of in- 
tegrity or quality. The private bu- 
reau of standards was just the 
authoritative device to back up 
the private brand. Soon we had 
reached the stage where store- 
sponsored laboratories were set- 
ting in deadly parallel their an- 
alySes of house-brands and na- 
tional brands—with emphasis 
upon price disparities. 

If all this is not sufficient to 
jolt bystanding business men to 
a realization of the fact that the 
plot is thickening, they may find 
an eye-opener in the legislative 
recommendations which the Fed- 
eral Trade Commission has just 
submitted to Congress. On the 
face of things, the Trade Com- 
mission has nary a finger in this 
pie. No complaints have been shot 
in the direction of the check-up 
laboratories and the private stand- 
ards bureaus. But the Trade Com- 
mission is asking Congress for 
more power to its arm so that it 
may swat not only “unfair meth- 
ods of competition” (as the pres- 
ent law allows) but also “unfair 
or deceptive acts and practices.” 


F.T.C. Police Power Extended 


Ponder that proposed rewrite, 
which, at first glance looks like a 
distinction without a difference, 
and light may be shed on the sud- 
den activity in behalf of fuller 
and franker Retailer-Consumer 
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Relations. It would be true in the 
fresh deal, as in the present, that 
the Trade Commission could play 
policemen only in the case on in- 
terstate commerce. Dealers doing 
a strictly local or intrastate busi- 
ness need not give the Federal 
mentor a thought. But, in these 
piping times of branches and sub 
agencies, of truck deliveries be- 
yond State borders, and occasional 
mail shipments to regular cus- 
tomers temporarily absent from 
home, what dealer can say that 
Uncle Sam’s business censor has 
no look-in on his operations. 

So, if we are willing to concede, 
for the sake of argument, that 
Retailer-Consumer Relations are 
in the bag with a vengeance we 
may go a step farther in explora- 
tion and approach the ticklish 
question within the question. 
Verily, what do they mean—con- 
sumer information? What does 
the buyer want by way of addi- 
tional knowledge? What is the 
seller prepared to give? What can 
he give? How much responsiblity 
must he assume in the process of 
gratuitous enlightenment? 

It is when we make inventory 
of what the information-thirsty 
are demanding by way of goods 
vouchers that we get our first 
clue of where and how this fact 
hunt by consumers is making 
practical contact with lines such 
as office equipment. 

Drive Started for Home Products 

Possibly it contributed to throw 
business equipment forces off the 
scent that the nation-wide drive 
was launched by the women’s or- 
ganizations. The General Federa- 
tion of Women’s Clubs, the Na- 
tional Congress of Parents and 
Teachers, the League of Women 
Voters and the American Associa- 
tion of University Women. And 
the first big battle for confessional 
principles was peculiarly feminine. 
Meaning that siege of manufac- 
turers which lately brought sur- 
render in terms of a code com- 
pelling the separate classification 
of cocoon silk and rayon materials, 
via descriptive notice on the goods. 

Curiosity was, meanwhile spread- 
ing in other directions, while the 
women were demanding assur- 
ances against the fading and 
shrinking of fabrics and the vita- 
min content of baby foods. So we 
have different blocs of consumers, 
both sexes, wanting to know as to 
the life-expectancy and cost of 
operation of mechanical devices. 
In metal items not a few buyers 
demand oaths as to rust-proof 
quality. In electrical appliances 


the safety factor is the rub. There 
have even been rumblings to the 
effect that rebuilt and recondi- 
tioned machines should wear the 
heart on the sleeve. Most com- 
forting of the lot is mass expres- 
sion of a desire on the part of con- 
sumers to learn how best to care 
for and maintain the efficiency of 
purchases. 

That the march of consumer 
education is reaching the office 
equipment field more quickly than 
expected is due, in part, to under- 
estimated channels of approach. 
Members of the trade who 
watched the gathering sentiment 
took it for granted that it would 





Representatives of the 
manufacturing and retail 
divisions of a wide number 
of industries are partici- 
pating in the consumer in- 
formation movement, as 
an aid to purchasing con- 
venience and repeat sales. 





not be long before this curiosity 
would register with respect to the 
standard items of _ stationery 
stock. But they did not foresee any 
call for factual tags and primers 
in technical spheres. What they 
overlooked in this reckoning was 
the mounting absorption of busi- 
ness equipment by the lay public. 
Portable typewriters are the out- 
standing case in point. But have a 
heed too, for the handy files that 
are being drafted as recipe-holders 
in family kitchens. And look at 
the volume of sales of duplicating 
outfits to schools, social clubs and 
church organizations. 

Is Informative Labeling the Manu- 

facturer’s Job, 

An interesting sidelight on the 
unfolding situation is found in 
the mounting conviction in dealer 
circles that informative labeling 
or specification-bulletining is, pri- 
marily, the job of the manufac- 
turer or producer. At the outset 
of this new fashion in consumer 
service, it appeared that the mer- 
chants or distributors intended to 
take matters into their own hands 
and keep them there. But that was 
because, at the go-off the experi- 
ment was staged by a few large 
retailers, department stores and 
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catalogue houses. They set up pri- 
vate bureaus of standards or test- 
ing stations for their stocks and 
capitalized these for all they were 
worth. In some instances the in- 
tention was not so much to take 
consumers into confidence regard- 
ing formula details as to afford 
basis for a vender’s O.K. that the 
consumer would accept as a pledge 
of adequate and dependable qual- 
ity. 

When smaller dealers were 
drawn into the picture the in- 
formative byplay took on a dif- 
ferent aspect. The average inter- 
mediate size store had no facili- 
ties for making its own tests. Fur- 
thermore merely on the score of 
physical processing it appeared to 
be a job for the manufacturer if, 
for the sake of permanence, labels 
were to be integral with the ar- 
ticles. Not to mention the fact 
that the original manufacturer 
could best tell how to care for 
mechanisms, make adjustments, 
etc. So the vast majority of deal- 
ers are for the practice of posting 
information on goods at the source 
of manufacture. 

New Movement Influences Com- 
mercial Standards 

For marketers in the business 
equipment, stationery, and kin- 
dred fields one of the big possibili- 
ties of the informative selling 
movement arises from its affilia- 
tion with and influence upon the 
campaign for the establishment 
of commercial standards. When 
the American Home Economics 
Association set out, in 1919 to blaze 
the trail of consumer education, 
one of its first moves was to spon- 
sor the research required to set 
up minimum standards — espe- 
cially home standards, so called. 
Again playing the pioneer, this 
consumer group began an affilia- 
tion with the American Standards 
Association. It was largely due to 
this alliance that the Standards 
Association, which had previously 
devoted itself mainly to the stand- 
ardization of machinery, etc., took, 
as its major objective the creation 
of standards of ultimate consumer 
goods. 

Manufacturers, in turn, re- 
sponding to pressure from the 
groups above mentioned, under- 
took cautiously the development 
of standards of manufacture, 
grading, examination and labeling 
for their products. Finally, by way 
of sequel, individual retailers 
launched programs of consumer 
protection and guidance. A few 
firms were enabled to make a fly- 
ing-start because they had, for 
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many years, been testing merchan- 
dise as a protection when buying 
in the wholesale market. To 
switch existing facilities to mer- 
chandise tests predicated wholly 
upon the consumer interest was a 
relatively simple matter. 


Because some half truths have 
caused alarm in trade circles a 
word should be said just here as 
to the scope of the informative 
service favored by the business 
men who have already been con- 
verted to the idea. The maxims of 
the Consumer-Retailer Relations 
movement call for standards, grad- 
ing and labeling that will enable 
the purchaser to make intelligent 
Selection. Ultimately the goal will 
include the adoption of uniform 
terminology in describing con- 
Sumer goods. Some folks hope 
that as a cure for the present con- 
fusion, this codperation will even 
bring a universal color 
card and color dictionary 
that willstandardize 
names for the hues and 


ONE OF MANY ATTRACTIVE 
AND SALES BUILDING WIN- 
DOWS ARRANGED BY THE 
GUSTAVE FISCHER COM- 
PANY. HARTFORD, CONN., 
AS A MEANS OF CONTINU- 


THIS INSTALLA- 
TION OF “GREEN 
EDGE” STORAGE 
FILES WAS MADE 
FOR A_ LARGE 
MIDDLE WEST- 


ERN PUBLIC UTIL- 


Shades most used in manufacture. 


New Plan to Provide Information 
—Not Comparisons 


While this platform carries 
the consumer-informative func- 
tion a goodly distance it does not, 
by any means, reach to recom- 
mendations for consumer selec- 
tion. The misunderstandings which 
have arisen on this score are due 
to the activity, alongside the con- 
sumer-retailer set-up, of certain 
agencies that, on a commercial 
basis, report to subscribers on 
commodity values and otherwise 
act as consumers’ counsel. These 
so-called clearing houses for con- 
sumer information employ rating 
systems to indicate preferences 
among competitive articles. And 
they attempt to assess merchan- 
dise values in terms of price— 
quantity — quality relationships. 
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Translated into the high-signs: 
“Recommended,” “Intermediate” 
and “Not Recommended.” 


There is no hint of partisan 
trusteeship in the manufacturers’ 
and dealers’ latter-day aid to the 
consumers who want to know. 
There is an ambition to simplify 
and make more comprehensible to 
consumers commodity grades or 
steps of quality. But no attempt 
to sway the choice of consumers, 
even as between grades, much less 
between makes of goods. The cult 
of the consumer-informer does, 
however, call for full identifica- 
tion. Naked brand names are 
frowned upon almost as much as 
anonymous or orphan merchan- 
dise. The demand is for the name 
and address of the manufacturer 
or the distributor. Or both. This 
disclosure is needed not so much 
to show consumers where to lodge 
complaints as to tell cus- 
tomers where to find the 
same article when they 
are ready to place repeat 
orders. 


ALLY REMINDING PASSERS- 
BY OF THE MANY AND VA- 
RIED LINES CARRIED BY 
THE STORE FOR THE OF- 
FICE AND OFFICE WORKER. 


ITY COMPANY BY 
C. L. BARKLEY & 
COMPANY AND 
CREATED A 
GREAT SAVING 
IN SPACE AFTER 
BEING IN OPERA- 
TION. 
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Reduce Customer ‘Mortality’ 


in Stationery Business 


Tam building up of a commercial 
stationery trade is a cumulative 
process and in many respects dif- 
fers greatly from many other re- 
tail lines. 

A druggist, it is true, gradually 
develops a certain amount of 
steady trade but it is elusive, 
sales are small, and its quantity 
seldom known. 

But customers of record furnish 
the backbone of any commercial 
Stationery business. If they dis- 
appear for one reason or another 
the dealer is apt to be in a very 
insecure position. After all, his 
business is geared and keyed up to 
permanent accounts, and their se- 
curity is a primary factor in man- 
agement. 

Recognizing this principle 
clearly, leading stationers are 
watchful of their customers of 
record, go to the trouble to check 
them at intervals, and to hold in 
line those who show signs of slip- 
ping away. 

Fortunately, a store’s accounts 
tells the story at a glance. If a 
certain customer of record shows a 
falling off in purchasing over a 
period of thirty days or so, the 
stationer finds out why. If the 
reason is within control of the 
store’s management, steps are 
promptly taken to get the business 
back. 

“Mortality” Causes 


Of course, there are many causes 
for decreasing purchases. Some of 
these are beyond the stationer’s 
power to control. “Mortality” is 
the result of firms going out of 
business, moving, curtailment of 
operations. It may also result from 
a change of suppliers due to a 
seeking for better prices and dis- 
counts, or dissatisfaction with 
service or merchandise. This lat- 
ter group are factors well within 
the dealer’s control. 

Frequent examination of ac- 
counts is the answer in order to 
spot those regular customers 
whose purchases show a decline 
over a period of time—say sixty 
days. 

Once the fact is established, it 


Unlike a Great Many 
Other Businesses the 
Commercial Station- 
ery Establishment 
Must First Get, But 
Above All, Must 
Hold, Customers of 
Record if It's Success 
Is Not to Dwindle and 
Eventually Die. 
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becomes a matter for tactful con- 
tact on the part of either the 
store’s management or the sales- 
person who has serviced the ac- 
count in the past. As a rule, and 
if the account is an important 
one, it should be the job of the 
head of the business. 
Friendly Contact 

Either a personal call or a tele- 
phone talk is the answer. Letters 
of the kind so often sent out 
formally querying customers on 
their decreasing patronage have 
very little effect since they seldom 
reveal the true cause. Only rarely 
do customers dissatisfied with 
service, merchandise or prices re- 
ply to such letters giving the rea- 
son for the decline in their buy- 
ing. 

On the other hand, a personal 
talk soon brings the true reason 
out in the open and gives the 
dealer a chance to salvage the ac- 
count. 

Also, the management being the 
point of contact, adjustments of 
dissatisfaction can be made on the 


spot with authority, and the busi- 
ness won back. 

Records show that, aside from 
the normal rate of mortality on 
commercial stationery accounts 
of record, the dealer can expect 
a turnover of about 14.01 percent 
a year. There are two approaches 
to the subject. 

(a) Decrease in dollar volume 
of sales to individual accounts. 

(b) Percentage of accounts 
which have died or seem to be dy- 
ing. 

Both are important factors, 
though “a” is of less significance 
on the whole than “b”. Yet, when 
the mortality on account runs far 
above the normal, obviously there 
is some good reason for it, and it 
may be found inside the store it- 
self. 


Inclination to “Let It Go” 


In talking with commercial sta- 
tioners, I find a tendency to ac- 
cept a high rate of customer mor- 
tality as a “part of the game.” The 
view is taken that this is a natural 
situation in any business based 
upon permanent patronage. 

But, is it? Seeing that a com- 
mercial stationery business, to be 
fully successful, must enjoy a cu- 
mulative increase in steady charge 
account trade, the thing is a seri- 
ous factor in progress and profits. 

It is much more difficult to win 
a large commercial account than 
to hold it if the business is run on 
a progressive basis. Yet, many in 
the trade give more time and 
thought to the winning of new ac- 
counts than in holding the old 
ones. 

There is, however, a very defi- 
nite feeling in the trade that re- 
taining old accounts of the sound 
credit type is perhaps the most 
important job of management. 

There is a definite local poten- 
tial for every commercial station- 
ery business, and from it the sta- 
sioner must secure his share of 
steady business. 

He scarcely can hope to get a 
new account for every old one he 
loses. He must hold more than he 
loses. That is the secret. 











Wake Up and Sell! 


Fan the fourth time in its thirty- 
five years of existance, the Bab- 
son-Chart has crossed the normal 
line on its way upward! And it 
has never been wrong. Other econ- 
omists confirm the upswing. 
Everything points to the fact that 
now is the time to wake up and 
sell as we've never sold before. 

“Whereas depression hits every- 
body,” says Babson, “prosperity is 
always selective. Profit tickets are 
not passed out to all who enter 
the Big Tent of good times. In a 
period of business expansion, you 
must work just as hard to assure 
profits as in a depression you must 
work hard to avert losses. The 
way to eliminate competition is 
not to meet it but to keep ahead 
of it.” 

Sales and advertising depart- 
ments should be drilled in a pros- 
perity psychology. The man-power 
on the selling line should be tuned 
up for victory. William James of 
Harvard, father of practical psy- 
chology, said that the average 
man is only half awake. Few men 
energize up to their limit. There 
are unpatted resources and powers 
in all of us, if we will wake up and 
use them. 

Here are a few ways in which 
Salesmen may wake up and in- 
crease their sales, that you may 
wish to pass on to your men in the 
field: 


Wake Up and Enthuse 


At twenty-one, Irving Thalberg 
was the head of one of the largest 
film companies in Hollywood. 
When he died, in his middle thir- 
ties, he was the world’s outstand- 
ing producer of moving pictures. 
The secret of his success? Enthus- 
iasm! One who knew him inti- 
mately said: “The secret, I think, 
of his great power over people— 
his ability to get the best out of 
people who worked for and with 
him—was his own terrible enthus- 
iasm. It poured into you and elec- 
trified you, stimulating you be- 
yond your own ability.” The win- 
ners in all fields are those who 
have a “terrible enthusiasm” for 
their work. We must sell with the 
enthusiasm of a Billy Sunday 
bringing lost souls to repentance! 
Enthusiasm is the white flame 
that melts barriers. It was Emer- 
son who wrote: “Nothing great 


was ever accomplished without 
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enthusiasm.” You can’t be a great 
salesman without enthusiasm. 
Wake up and enthuse! 


Wake Up and Believe 


Confidence is contagious. George 
Hopkins, founder of the Society of 
American Sales Executives, once 
pointed out that when a salesman 
is at his best he will assume that 
the customer wants to buy. When 
he feels this way, he wins. When 
he makes preparations for failure, 
he fails. Such authorities as Dr. 
Alexis Carrel believe that mental- 
telepathy will someday be scien- 
tifically proven. Prospects, some- 
how, tune in on our mental wave 
lengths. If we do not believe in 
ourselves, our products or our 
firms, making a sale becomes al- 
most impossible. To increase sales 
we should first re-sell ourselves. 
Sell ourselves on ourselves. Sell 
ourselves on our products. Sell 
ourselves on the firms we repre- 
sent. Sell ourselves on our terri- 
tories. Sell ourselves on the idea 
that we can, and will win. When 
we wake up and believe in our- 
selves and act like winners, others 
will believe in us. To build con- 
fidence, we must radiate confi- 
dence. 


Wake Up and Think 


“Bos Ket” of General Motors 
says that the best introduction a 
young man can have to business 
are these four little words: “I 
have an idea.” Ideas not only 
move the world—they move goods! 
They are the sparks that ignite 
sales! 

Ordinary salesmanship gets 
business only where prospects are 
ready and waiting to buy. Crea- 
tive salesmanship creates business 


where prospects had not expected 
to buy. Naturally, the creative 
salesmen lead the parade. 

To be creative salesmen, we 
must wake up and think. We 
must think out new selling strate- 
gies, new ways to approach pros- 
pects, new ways to dramatize sales 
point:, new ways to apply our 
products to the needs of prospects. 
We must get off the beaten paths, 
change our pace, cash in on the 
power of showmanship. Here’s a 
sure-fire formula for increasing 
sales: An hour of creative think- 
ing each day. 


Wake Up and Give 


Two thousand years ago the 
Master gave us the magic prin- 
ciple of salesmanship: “Give and 
ye shall receive.” Go-Giving is 
magnetic. It draws people to the 
Go-Giver by the power of cour- 
tesy, service, inspiration, grati- 
tude. It makes people want to buy 
from him. The Go-Giver sows 
seeds of helpfulness and reaps a 
harvest of orders. Desk-pounding, 
go-getter methods attempt to 
force the issue. They attempt to 
make people buy. And today the 
armor of sales-resistance is extra 
thick to ward off the bullets of 
high-pressure selling. If you are 
an apostle of go-getter methods, 
wake up and give! 


Wake Up and Dare 


Fear is the chief foe of sales- 
men. Fear of competition. Fear 
that our price is too high. Fear 
of the men whom we must ap- 
proach. 

Why fear competition? Your 
competitor is probably as much 
afraid of you as you are of him. 
Determine to think harder and 
work harder than your competitor 
and you will have nothing to 
worry about. When at college, 
Garfield out-distanced a rival by 
watching that rival’s window each 
night. When the light in his riv- 
al’s window went out, Garfield 
studied fifteen minutes more — 
and he won! 

Why fear a lower price? Price 
is the poorest argument that can 
be used in selling, because an arti- 
cle sold at a price usually has no 
other argument in its favor. 

Why fear men? Even the great 
Napoleon whose presence on the 
field of battle was said to be equal 
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to 10,000 soldiers, took three days 
to gather sufficient courage to re- 
move from Josephine’s room, a 
dog which she desired to keep. 
The little Corsican was afraid of 
his wife! The biggest men are 
human beings, even as you and I. 

Wake up and dare! Dare to 
fight for a fair price. Dare to 
approach your difficult prospects. 
Dare to make big plans. Dare to 
attempt big tasks. “Go boldly, 
go serenely, go augustly—who can 
withstand thee then?” 

Wake Up and Act 

After the battle of Gettysburg, 
Lee retreated southward amid tor- 
rents of rain. When he reached 


the Potomac he faced a swollen, 
rushing, impassable river, while 
behind him was the victorious 
Union Army. Here was a golden 
opportunity for the Union to end 
the war. But General Meade in 
command of the Union troops dis- 
obeyed Lincoln’s orders. He did 
not attack! He did not act! And 
so the river went down, and Lee 
and his army escaped. 

Today, those of us who sell are 
faced with the opportunity of win- 
ning great sales victories. But we 
will not win if we go into camp 
and dream about it. We must be 
on the march! We must make 
more calls. We must look up those 
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prospects which were given up as 
“no good” during the depression 
—many have come to life again. 
We must check up on the new 
prospects in our territories—many 
new firms have been born. We 
must get the names of the new 
executives at the helms of the 
firms we are calling on. We must 
survey our territory—check it up 
—dig up new leads. 

The greatest calamity that could 
come to America would be for its 
salesmen to go on a “sit-down 
strike.” To keep business moving, 
salesmen must keep moving. To 
keep business awake, we must 
wake up and act! 


The fine discussion of selling in the preceding article is couched in 
the affirmative. In the following is the negative. The obvious success 
that Zeke Dunderpuss makes at avoiding sales, effectively reveals 


how not to do it. 


The Dunderpuss Formula 


| met my old friend, Zeke 
Dunderpuss, who tells me that 
after extensive research and study, 
he has finally achieved his life’s 
ambition and worked out what he 
calls “The Dunderpuss Formula.” 

Zeke has devoted himself to the 
cause of salesmen who find that 
they are wasting valuable time 
calling on customers and writing 
up orders, which time could be 
rightfully applied to fishing, work- 
ing out crossword puzzles, and im- 
proving their golf game. 

According to Zeke, there is an 
insidious movement on foot and 
underhand propaganda to under- 
mine the morale of his policies. 
He points to such popular slogans 
and watchwords as “Bring Home 
the Bacon”’—“Get That Order’— 
“Good Will and Courtesy Will 
Bring Dividends.” 

This is the age of science, says 
Zeke, and we must meet these 
counter forces with a carefully 
planned attack. He is confident 
that if any salesman studies and 
follows the Dunderpuss Formula 
that he will not only lose the or- 
der but keep it lost. 

I quote in part from this in- 
triguing formula— 

“Remember, first impressions 
count. Press the point—Do not 
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waste good money in having your 
clothes pressed and your shoes 
shined. By all means, do not 
shave in the morning when you 
call on that new account. Dis- 
courage the buyer right from the 
start; let him take one look at 
your personal appearance and be- 
fore you even say a word, he will 
come to the conclusion that your 
product and company must be just 
as slovenly and he will not buy. 


Kill the Buying Urge 


“Walk into his office with the 
last inch of a smelly cigar hanging 
out of the corner of your mouth 
—slap him hard on the back— 
call him by his first name, partic- 
ularly if he is the main purchas- 
ing agent at the home office of a 
national organization. This never 
fails—be familiar. Remember, ‘fa- 
miliarity breeds contempt.’ 

“When you are offered a chair 
next to the buyer’s desk, make it 
a rule to always put your hat on 
his desk, particularly on some pa- 
pers and files that look important. 

“You can reduce to a minimum 
the time that you will waste on 
this interview if you will take ad- 
vantage of openings that generally 
exist. For example, you may find 
in your buyer’s office a tennis 
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trophy. Suggest to him that he 
was probably very lucky in win- 
ning that tournament and prob- 
ably there was not very much 
competition anyhow. If you see a 
stuffed moose’s head, ask the 
buyer point-blank if he doesn’t 
think that all people who waste 
their time hunting are morons. 
Remember that people are very 
touchy about their interests and 
hobbies—so make the most of 
these opportunities to cut the in- 
terview short. 

“Ofttimes, the buyer will not 
see your point eye to eye with you. 
Do not try to logically and diplo- 
matically explain your point. Get 
into an argument with him and 
after you are outside of his office, 
you can throw your chest out be- 
cause you know that ‘you told that 
guy a thing or two.’ Remember 
that whenever you ‘tell that guy a 
thing or two,’ you did the telling 
but someone else got the order. 


High Speed Sales Talk 


“If you have not yet been shown 
to the exit, start talking about 
your product. Talk fast—the 
faster, the better—then he will not 
be able to understand what you 
are talking about. 

“Should the buyer be able to 
catch a word or two of what you 
have been mumbling and become 
interested in the product that you 
are trying not to sell, he may call 
over some of his associates. Re- 
member that when his subordi- 
nates come over, show them im- 
mediately by your attitude that 
you understand that they are 
merely hirelings and have nothing 
to say anyhow. Make it clear that 
you are annoyed that they inter- 
rupted your interview with the 
buyer by their presence. 

“When the buyer and his asso- 
ciates are discussing how they 
could possibly use the product, 
don’t just stand by—heckle them, 
interrupt and insult them and 
treat everything they say as a 
joke. This is deadly. 

“Should they ask you a question 
about what you are trying not to 
sell, blithely sidestep the issue, 
pretend that you did not hear the 
question. 

“At this point, if the buyer still 
is considering the installation of 
that new desk or adding machine, 
make it clear to him that unless 
he installs the equipment immedi- 
ately, his business will go to rot 
and, anyway, he is a dope for not 
thinking of it sooner. 

“If he starts reaching for his 


order book, change the subject. 
Tell him about your operation and 
don’t omit any gory details. Talk 
about golf, but by all means, don’t 
let any of the selling points of 
the installation that he is con- 
sidering, leak out. 


‘gnore the Clerk 


“Should you be on the street 
and pass by one of the clerks of 
a customer of yours, be as dis- 
courteous as possible—still better 
ignore him and be sure to let him 
know that you deliberately passed 
him by. Remember, the clerk of 
today may be the purchasing 
agent of tomorrow. If you antag- 
onize him today, the chances are 
that you have made him an enemy 
for life. 

“Many orders result from sales 
meetings held on new lines. Never 
take the trouble to find out what 
they are all about, particularly 
when the manufacturer sends a 
factory representative to conduct 
the sales meeting. Attend if you 
must. Sneer contemptuously 
throughout the meeting and pay 
no attention to any selling points 
of the product because if you do, 
unconsciously somewhere or some- 
how, you may slip and let the in- 
formation leak out and one of 
your buyers may give you an or- 
der. 

“If it is a specialty item, such as 
a typewriter or a stapling ma- 
chine, don’t let the buyer trick you 
into letting you put one on ap- 
proval in his office because if you 
permit yourself to be drawn into 
his trap, the chances are that af- 
ter trying out the item, he will 
want to buy it. 


“Remember at all times, that 
the surest way to lose the order is 
to overpower and overcome the 
buyer. Sweep him off his feet; 
make him feel that you know more 
about everything than he does. 
This could very easily be accom- 
plished by drawing him into a 
conversation about topics of the 
day. Here the Dunderpuss For- 
mula has two important rules. 

“You can always start talking 
religion. This never fails to get 
them. After all, if discussions on 
religion have caused friction and 
ill feeling for hundreds of years, 
why should they fail you now? 

“Then swing into the political 
situation. Before you commit your- 
self, find out what the buyer’s 
views are—then proceed to knock 
holes in the fundamental pur- 
poses of the party to which he be- 
longs and convince him that all 
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of its candidates will eventually 
lead this country to ruin. 

“By following this procedure, 
you will insure the loss of 99 or- 
ders out of 100. 


Waste the Buyer’s Time 


“If you have gabbed in the buy- 
er’s office for over an hour and he 
begins to look at his watch and has 
a look of impatience, don’t let that 
faze you—he merely pulled out 
his watch because he wanted to 
know the correct time. Tell him 
the correct time and keep on talk- 
ing, but don’t get to the point. 


“Should the Dunderpuss For- 
mula miss occasionally, as _ it 
might, remember that the battle 
is not yet over. Put the purchase 
order in a side pocket of your coat. 
This is a good way to forget to 
bring it into your office. Remem- 
ber, the longer the delay, the more 
likely it is that your customer will 
dispense with your company’s 
Services. He may have given you 
an order but if you hold up ship- 
ment for four or five days, you 
can be assured that he will never 
come back—they never do. 


“If the buyer has given you some 
particularly important specifica- 
tions as to how he wants copy 
laid out on a printing job, pre- 
tend that you are listening—don’t 
make a note of it but leave the 
layout entirely to your type com- 
positor. Remember, his ideas are 
always better than the buyer’s— 
this seldom fails to enrage the 
buyer. 

“Make a lot of promises and 
break them. Tell the buyer that 
you are sure that you can deliver 
that filing cabinet in the morning 
when you know very well that you 
haven’t any in stock and that it 
will take four or five days to get 
one from the factory. If, when the 
filing cabinet does come in, he in- 
sists upon keeping it, it is probable 
that he won’t buy any more from 
you, anyhow. 

“Study the Dunderpuss Formula 
carefully—make it a part of your 
practice at all times. Apply these 
principles after and before busi- 
ness hours—give it a fair chance— 
within a short period of time, your 
employer will hand you the pink 
slip and you will be a free man— 
remote from the rush and pellmell 
of this silly business world and 
then you can golf, swim and fish 
all day, which is as it should 


Well, I suppose Zeke ought to 
know—he hasn’t been “annoyed” 
with an order for over ten years. 
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Here's to the Branch Manager 


|= SUCCESS or failure of any 
manufacturer of office machines 
or systems for specialized service 
is, of course, determined on the 
front line—the point of contact of 
producer and user—where the sale 
is made. But what is achieved at 
this point depends considerably 
upon the skill and quality of the 
next in command—the branch 
manager. 

Counselling, guiding, cheering, 
leading the men on the sales front, 
the branch manager performs an 
invaluable function. In the sales 
chain he is the link that connects 
the “home office” with the men 
who sell. He keeps the distribution 
machinery oiled, removes the sand 
from the bearings, keeps results in 
tempo with potentialities. 

In every branch office staff there 
are some exceptional salesmen 
who do not need the spur of man- 
agement. Men who have de- 
veloped and follow their own tech- 
nique. Men who would succeed 
regardless of supervision, or the 
lack of it. Yet the majority need, 
and welcome, the direction of the 
manager, who, ultimately, is re- 
sponsible for the success or failure 
of the branch. And considered, 
collectively, for the success or fail- 
ure of the entire enterprise. 


The Manager Helps the Salesman 


And so it is that the branch 
manager exercises supervision, of- 
fers suggestions, gives training to 
help the salesman to come closer 
to his maximum efficiency. Aiding 
him to serve himself, his employer, 
his customers more effectively. 


The manager is the spark that 
touches off the fire of intelligent 
sales effort. He knows as much 
about each salesman’s territory as 
the salesman himself. He subjects 
each territory to constant, careful 
analysis. He relates his findings in 
one territory to all others and in 
the process discovers the means to 
give stimulus to the salesman’s de- 
sire to do a better job. 


In his story of a salesman, “The 
Go-Getter,” Peter B. Kyne has the 
character Bill Peck Say, “Esprit 
de corps doesn’t bubble up from 
the bottom—it filters down from 
the top.” Which indicates how the 
branch manager imbues the spirit 
of loyalty, and tenacity, and ag- 


The Field Officer for 
the Specialized office 
Machine Manufac- 
turer Who Directs the 
Activities of the Sales 
Staff in the Local 


Market Area 


gressiveness in his men. How he 
draws the best out of them. How 
he makes supervision become basi- 
cally cooperation. 


Selling from the Ground Up 


Specialized office machines — 
those that replace manual and 
other methods and not other, 
similar machines — require selling 
from the ground up. Inherent in 
the circumstance is the necessity 
for the salesman to have an ex- 
tensive knowledge of general busi- 
ness practice and procedure, and 
an intensive knowledge of the 
product or system he is selling. 
He must have special training— 
and he gets it—frequently at the 
factory. Then the test comes—the 
application in the territory. Un- 
der the direction of the branch 
manager, the salesman finds him- 
self, gets a foothold, and builds a 
career. 


At the home office the sales- 
manager operates by remote con- 
trol. It is through the officer in 
the field, the branch manager, 
that he maintains contact. The 
heavy responsibility that devolves 
upon the branch director reveals 
him as adequate to the demands, 
an alert, progressive builder of 
sales and men. He draws upon 
what comes from headquarters 
and interprets it to the force on 
the front line. Essentially he is a 
territorial salesmanager. In that 


capacity he frequently plays the 
role of a diplomat. He irons out 
personality clashes and solves such 
problems as cutting down time 
wasted by salesmen—without an- 
tagonism. 

“Sales management,” as defined 
by H. A. Ecclestone, branch man- 
ager for Remington Rand, Inc., “is 
inspiration, plus analysis, plus 
leadership.” To membership in the 
Order of Sales Managers, as indi- 
cated by this definition, the suc- 
cessful branch manager qualifies. 
He inspires his men through sug- 
gestion, advice, management. He 
analyzes their problems and aids 
in the solution of them. He leads 
the men to success. Daily, he builds 
loyalty among his men, a loyalty 
that grows out of respect and ap- 
preciation for the ability and lead- 
ership quality of the manager. In 
addition to his basic function as 
a sales director, he is expected to 
be an organizer and office mana- 
ger. He organizes and directs the 
sales staff — the office force — the 
routine of all the business of the 
branch. In short, he is a general 
factotum. It is his job. 


Meeting the Challenge of the Job 


Some branch heads measure up 
superlatively well. A few find that 
some of the niceties of manage- 
ment are a bit difficult to perceive 
and exercise. Most achieve the ob- 
jective through persistent applica- 
tion to the duties at hand, work- 
ing in close harmony with the 
sales representatives. 

But the man who reaches the 
top does more than the job re- 
quires. He is not satisfied with the 
mere discharge of assigned duties. 
Energized by initiative and enter- 
prise more than sufficient for the 
work within the normal scope of 
branch management, he seeks and 
discovers opportunities for extra- 
curricular activities which prepare 
him for advancement to greater 
responsibilities and correspond- 
ingly greater compensations. 

Capping it all, the branch man- 
ager is a star salesman. He sells 
his assistance to his salesmen. He 
sells the home office on policies 
and procedures practiced by his 
branch. He is capable of going out 
into any territory and selling a 
prospect. What a salesman! 
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Salesmen Brought Up Through 


the Service Department 


Tan sales force of the Grimes- 
Stassforth Stationery Company, 
Los Angeles, is now recruited from 
the service department. 

This plan has a dozen points to 
recommend it over the old plan 
of employing salesmen from the 
outside, according to R. A. Thomas, 
general sales manager. 

The first step in introducing 
this plan was that of changing the 
name of the “Delivery Depart- 
ment” to the “Service Depart- 
ment,” a move which immediately 
put that department on a higher 
basis and immediately gave the 
men in it a new feeling of confi- 
dence and dignity. 

Under the present set-up the 
plan is to employ young men only 
and only such young men as have a 
reasonably good school education. 
This does not mean that they 
must be college men but it does 
mean that they must have enough 
background to build on. 

The second consideration is 
basic personality. There must be 
that something in them that indi- 
cates in all likelihood chance of 
advance and capacity for carrying 
responsibility later. In other words 
no man is employed even for the 
smallest job who seems to have 
limitations which might hold him 
there. 

The applicant is first inter- 
viewed by the service manager, 
and if he is impressed the young 
man is sent up to Mr. Thomas who 
also interviews him. If the appli- 
cant passes muster he is put to 
work as a delivery boy, subject to 
promotion to order filler, then to 
order checker. Promotion from 
the service department to other 
departments can not come until a 
thorough schooling has been re- 
ceived in the service department. 


Seniority Rules in Promotion Plan 

The men are advanced accord- 
ing to seniority unless demerits 
prevent it. Demerits are chalked 
up on a blackboard by the service 
manager if and when they are 
earned or deserved. Demerits come 
largely from making errors in the 
work assigned or from general 


"Living'’ With the Mer- 

chandise and the Manage- 

ment Prepares Them Effec- 
tively for Sales Work. 


By J. EDW. TUFFT 


failure to live up to required 
standards. 

If through demerits a man loses 
his seniority chance of promotion 
twice he is automatically dis- 
missed from the service, but that 
is not done until he has been 
helped in every possible way by the 
service manager, by Mr. Thomas, 
and even by Mr. Grimes, who is 
the head of the house. A few de- 
merits are not considered as in- 
fallible signs of inferiority but 
naturally the number of demerits 
that would cancel two possible 
promotions is considered a suffici- 
ent number to mean something. 

It should be noted right here 
that no man starts work with 
Grimes-Stassforth on a precarious 
basis. He is paid salary enough for 
decent living from the first day so 
that he knows his next meal is 
assured. This, says Mr. Thomas, 
means everything even to the most 
courageous youth. There is noth- 
ing like a feeling of safety to in- 
still confidence and prevent errors 
and consequent demerits. 

In eighteen months ten young 
men have been promoted to the 
sales department, four of these to 
outside selling positions. Only four 
have been dropped, but Mr. 
Thomas states that of the four 
only one was dropped because of 
doubtful capacity. The other three 
proved too young for the great re- 
sponsibilities. Mr. Thomas regards 
this as a good record for a system 
which was started from scratch. 
He expects the percentage records 
to be increasingly better as experi- 
ence increases. 


The service manager holds 
weekly meetings similar to regular 
sales meetings. At these meetings 
every effort is made to head off de- 
merits by calling attention to 
them and suggesting methods of 
correcting errors of habit. Nobody 
is “ridden” or abused at these 
meetings but is encouraged to 
speak up, to lay all his cards on 
the table. Preventions as well as 
cures are used. 

Sales meetings in the sales de- 
partment are conducted in the 
same tenor. Such meetings are 
regarded by Mr. Thomas not as 
places for the sales manager to 
wield a whip but as places for 
learning the handjcapping causes, 
if any. When a man falls down on 
volume during a season when vol- 
ume should normally be rising, 
says Mr. Thomas, the cause fre- 
quently is personal with the sales- 
man and correction, not whip- 
cracking, is the thing needed. 

“The big thing to say about this 
system of building up the sales 
force is that each man of us has 
lived with his merchandise. He 
has lived with the systems of the 
company and lived with the men 
who head the company. A sales- 
man, no matter how experienced 
and able, brought suddenly in 
from the outside has not lived 
with the merchandise and has not 
lived with us,” says Mr. Thomas. 
“We want the whole business to 
get into the blood. We are accom- 
plishing just that. 

“On the part of the sales man- 
ager there is the advantage of his 
having lived with the men. The 
relationship is more natural than 
the relationship between the sales 
manager and the man suddenly 
coming into the sales organization 
from the outside. That fact helps 
both the salesman and the sales 
manager. 

“Also, the sales manager under 
our plan never is tempted to try 
to pull a successful salesman away 
from a competitive firm. That 
plan never did appeal to us and I 
doubt that it ever is productive 
of the best results. It is on the 
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face of it unethical. We have no 
temptations to abandon the eth- 
ical in employing men and so can 
keep away from creating sore 
spots. A man suddenly brought in 
from the outside is apt to be a dis- 
rupting influence at the best as 
his training and background is 
apt to be very different.” 
More Freedom Results 

More freedom of discussion has 
resulted. When a man drops down 
on his volume Mr. Thomas can 
openly lay the facts before him in 
a constructive way. “Here is the 
record for last year, and here it is 
for the same month this year,” he 
can say to the salesman, “and do 


you think that a sufficient in- 
crease?” This puts it up to the 
man and long life within the or- 
ganization leads him to utter 
frankness. If he considers the 
growth insufficient he says so 
openly and then Mr. Thomas can 
get at the thing that is hindering. 
In one case, for instance, the ter- 
ritory was too large. The man 
hated to say so and yet the mile- 
age cost was killing his sense of 
security. When the truth was 
learned the expense account was 
raised and the man then knowing 
that he could eat anyway did bet- 
ter during the last days of week 
when he was covering the por- 
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tions of the territory that had 
caused his grief. 

When men sort of grow up to- 
gether, Mr. Thomas finds, things 
like this can be threshed out, or 
ironed out, better than they can 
when the sales force has been 
pulled together from a score of 
different sources and which repre- 
sents in its personnel a diversity 
of training, a diversity of back- 
ground, and a diversity of native 
and acquired mental attitudes. 

The Grimes-Stassforth Company 
is one of the oldest and one of the 
largest in the office supply and 
equipment business in southern 
California. 


BELATED PICTURES FROM NATIONAL BUSINESS 
SHOW HELD IN NEW YORK LAST MONTH 








4. A.J. Amberg, president: and Paul G. Amberg, vice- 
president and secretary, both of A. J. Amberg 
Business Equipment Corporation. 


1. S. W. Sells, divisional sales manager; Postage 
Meter Company. 

2. J. E. Miller; E. P. Sickels, advertising manager; 
Frank Smith, general field service manager; and 
William Easton, all of Monroe Calculating Machine 5. Miniature inspection plant of the Monroe Calcu- 


‘ ¢ 4 ail a Diet lating Machine Company. 
. 6 ee ee eee eee mong oe ong 6. Arthur Walsh, vice-president in charge of the Edi- 


sion, Thomas A. Edison, Inc., standing beside a 
picture of the inventor. phone Division of Thomas A. Edison, Inc. 


BEING READY 


Being ready is a matter of habit, of training. Some people are always ready for 
any emergency, ready to take advantage of any opportunity. And there are others 
like the “Almost Family"" John Wanamaker once mentioned in an advertisement; 
"Father Almost-On-Time, Mother Almost-Ready, Master Didn't-Know-It-Was-So-Late, 
Miss My-Watch-Stopped, and Little Willie Wait-For-Me." Business is run, the gov- 
ernment is run, the world is run, by men who are ready when opportunity knocks. Men 
who have made good when suddenly given a big opportunity are men who have hoped 
and expected such an opportunity might come—and all the while fitting themselves for 
its possible arrival.—Frank Farrington. 
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Refinishing Furniture Opens 


5 1933 Henry Clark and Charles 
Peeper, both of St. Louis, Mo., 
entered the office furniture field. 
Formerly they had, respectively, 
graced the wholesale radio sell- 
ing industry and the insurance 
business. Together, without much 
capital but with unlimited brains 
for business, they formed the 
Clark-Peeper Company, and 
thereby hangs the following tale. 

The Clark-Peeper Company has 
worked out a selling method on 
office furniture which has been in- 
strumental in steadily increasing 
its volume of sales in the few 
years since they opened their store 
doors for business. The usual sales 
approach to an office manager or 
purchasing agent is hinged on the 
basis of selling him a refinishing 
job on his office furniture. Cost of 
reconditioning the desk, chair, 
table or an entire suite is quoted. 

Sometimes the office manager 
comes back with the plain state- 
ment that the repair job cost is 
“too high” and many times he will 
stop to ask, “what will a new desk 
and chair cost me?” 

This readily provides these 
young office furniture salesmen 
an opening which they consider 
more favorable for a sales pres- 
entation than if they themselves 
had suggested the installation of 


Door to Sales 


Two Men Entered the In- 

dustry and Made a Go of 

It With This Lucrative 
Sideline. 


a 
By HOWARD BARMAN 


new office furniture. They invari- 
ably carry their leather zipper 
containing office furniture cata- 
logs with them, and in a jiffy they 
switch from a furniture refinish- 
ing job to the office manager’s 
proposal that they look into new 
office furniture costs. 

It is the Clark-Peeper policy to 
allow a commercial firm practi- 
cally the same trade-in allowance 
on, say, a $100 desk as on a $39 
desk. To this company, the desk 
or chair has but one price in the 
reconditioned market after the 
piece has been refinished by 
skilled workmen. 

The business of refinishing office 
furniture and reconditioning me- 
chanical equipment is promoted 
and consistently advertised, and a 
crew of skilled men is maintained 
the year round for two reasons. 
The refinishing service proposal 


gives Clark-Peeper the basis for 
an easy approach to a prospective 
customer, and also an insight into 
his present or future needs. Fin- 
ally the maintenance of a refin- 
ishing and repair department 
permits the firm to recondition 
the furniture or mechanical equip- 
ment for a profitable resale to a 
commercial firm. 


Source of Prospects 


One of the best sources of in- 
formation on prospective new or 
reconditioned office furniture buy- 
ers is the manager of an office 
building. It is to the latter that 
the office manager of a tenant 
firm comes for help in repairing 
a desk, chair or anything else that 
might break down in the office. 
When the office manager gets a 
little weary of getting calls for 
help in fixing up a chair or desk, 
and he sees that the piece of fur- 
niture is really beyond further re- 
pair, he is quite accommodating 
to an office furniture firm repre- 
sentative. 

“Go up and see the Blankety- 
Blank firm,” he says with a smile. 
“Don’t mention my name. There’s 
a desk up there that is ready to 
fall apart.” 

The Clark-Peeper men make it 
a practice of calling on office 
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building managers at least once a 
month. 

Advertising that more than pays 
for itself is the space bought in 
the yellow pages of the telephone 
directory. Many inquiries and the 
sales that result are traceable to 
directory advertising. 

Direct mail has been found 
profitable in the resale of recon- 
ditioned office equipment. A 5x8- 
inch mailing piece is published 
and distributed every 90 days. Di- 
rect mail is sent to the office 
equipment buyer of commercial 
firms which have a rating of $50,- 
000 and up and as shown in the 
Dun & Bradstreet directory. 


The firm’s policy, as stated in 
its sales literature, is this: “The 
equipment we offer for sale, both 
furniture and mechanical, has 
been thoroughly reconditioned, re- 
built and placed in first class con- 
dition by experts in our own shops, 
manned by a skilled force of six 
wood finishers and mechanical re- 
pairmen.” An action picture of 
men working in the refinishing 
department is always shown in the 
direct mail literature. The firm 
calls in a commercial artist to 
draw timely pictures which will 
illustrate the sales message for the 
busy office manager and purchas- 
ing agent. 

Inter-office communicating sys- 
tems offer fine sales possibilities 
for the office furniture salesman, 
in the experience of the Clark- 
Peeper Company. Some seventy- 
five units were sold in the first 
six to seven months and a large 
number of them to the firm’s cus- 


tomers. Business contacts estab- 
lished on office furniture and me- 
chanical equipment sales paved 
the way for a demonstration offer 
of an inter-ofice communication 
system. It was this firm’s experi- 
ence that sales could only be com- 
pleted after a system had been in- 
stalled for a trial in a prospect’s 
office. Men who were approached 
were skeptical as to its feasibility. 
The systems were left in some of- 
fices as long as two weeks before 
they were either sold or returned 
to the store. 


Only Promotion 


The only sales promotion done 
for the communication system 
was the mailing of an insert and a 
business reply card in the firm’s 
periodic circular. A check made 
on the reply cards revealed four 
inquiries out of every 100 mailings. 

It is the experience of the 
Clark-Peeper Company that there 
are certain limitations to men 
skilled in repairing mechanical 
equipment, and the policy is to 
employ a man who has specialized 
on one machine. If there is a suf- 
ficient volume of work to keep a 
mechanic employed full time on 
repairing a certain type of ma- 
chine, he is kept on the regular 
payroll. If the work on another 
type of machine is irregular, the 
skilled mechanic for this job is 
called in as often as his services 
are needed. The special repair 
man usually comes to the shop 
at nights to do his work. 

The firm maintains service on 
and rebuilds Dictaphone, Edi- 
phone, Mimeograph, Addresso- 
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PART OF THE REFINISHING EQUIPMENT OF THE CLARK-PEEPER COMPANY.— 
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graph and Elliott addressing ma- 
chines. On rebuilt machines the 
company gives a three-months 
guarantee and a year’s service 
contract on payment of a nominal 
fee. 

Equipment in the woodworking 
department includes a band saw, 
sanding machine, spray gun and a 
large stock of finishing materials. 


Three floors and a basement are 
occupied by the firm at 209 North 
Fourth street. The first floor is 
given over to a display of desks 
and mechanical equipment and 
the downstairs to arm straight 
chairs, swivel chairs and armless 
straight chairs. The refinishing 
department is located on the sec- 
ond floor and the warehouse on 
the third floor. A total of 15,000 
square feet is used by the com- 
pany. Clark-Peeper is sub-agent 
for Shaw-Walker Company, and 
agent for Harter posture chairs, 
the Evansville Desk Company, and 
Security Steel Company. 


Organized in 1933, Henry Clark 
and Charles Peeper opened for 
business in office furniture and 
mechanical equipment in a mod- 
est way on Locust street. They 
removed to Fourth street in 1935. 
Before becoming associated in a 
business partnership these up and 
coming business men were con- 
nected with prominent St. Louis 
firms. Mr. Clark was connected 
with the Koerber-Brenner Com- 
pany, conceded to have been the 
largest Victor radio distributor 
west of the Mississippi River, and 
Mr. Peeper was engaged in the in- 
surance investigation business. 





‘~ A 


In this, the woodworking department where single pieces and sometimes entire 
suites are renewed and rejuvenated, are sanding machines, a band saw, spray gun 


and a supply of finishing materials. Salesmen of the company use 


this re 


service to secure information on the new furniture wants of prospective customers. 
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Improved Production Scheduling 


Brings “Tremendous Savings 


4i 
_ can you ship?”’—the 
query of all customers and sales- 


men! “How much can we reduce 
inventories?”—the financial divi- 
sion at bat! “Where shall we store 
the stuff?’’—the stores division fac- 
ing a peak stock! “Why don’t our 
salesmen sell what we carry in 
stock?”—the production division 
pressed for special deliveries! 

What manufacturing company 
has not been faced with these 
problems? They are as old as the 
hills and as certain as taxes. To 
solve such problems, American in- 
dustry has spent much time and 
money. In many companies sound 
solutions have been reached; in 
other companies the problem con- 
tinues unsolved. 

Most companies have limited 
floor space for production, stor- 
age, and shipping. If the floor 
space that is occupied by finished 
stock can be reduced to a mini- 
mum, there becomes available at 
once for the actual production 
needs of the company a greater 
percentage of total floor space 
without any capital outlay. 

A few years ago an important 
customer came to our factory to 
ask quicker shipment on his order 
embracing several carloads of 
Lyon steel shelving. His sugges- 
tions and criticisms on our prod- 
uct and service were invited. He 
responded by suggesting that we 
investigate our methods of sched- 
uling customer’s orders in produc- 
tion and devise a more efficient 
system. 


The Schedule Plan 


We followed his suggestion. We 
made a complete investigation. We 
hit upon a method of scheduling 
production, reducing inventories 
of finished stock, and improving 
Shipping service to customers. Be- 
cause this system has proved so 
effective in our operations, I am 
glad to describe it. We have no 
copyright. We hope it may help 
those who need it. 

Before we adopted our present 
scheduling plan, we manufactured 
most of our standard products for 
stock in order to give prompt ship- 
ment. There is nothing wrong 


By E. D. POWER 
Vice-President and General 
Manager, Lyon Metal Prod- 


ucts, Inc., Aurora, Ill. 
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with that theory, but we found 
it did not always work. In the 
first place, many of our major 
lines—steel shelving, lockers, coun- 
ters, and fixtures—are designed 
and manufactured as parts to per- 
mit a great variety of assemblies 
and combinations, and are fre- 
quently shipped knocked down for 
assembly in the field. Our stock 
of parts at any time reflected our 
demand experience, but all too 
often we could not fill a customer’s 
order completely from stock. Some 
special part for the particular in- 
Sstallation was needed, or some 


standard part had been depleted. 
The result was that, even with a 
stock on hand, we had to manu- 
facture some part of a majority 
of our orders, and shipment of 
the entire order was delayed. 


Prompt Shipments Promised 


In the meantime our salesman 
had promised shipment promptly 
from stock—perhaps in 24 hours. 
Salesmen are potent promisers! 
The shipment couldn’t be made 
promptly. Letters and wires and 
telephone calls were forced into 
the picture. And, of most serious 
consequence, the customer reacted 
unfavorably to Lyon service. 

To avoid these difficulties, there 
was constant pressure upon the 
stores division to tarry the maxi- 
mum stock on all parts and prod- 
ucts. This resulted in increasing 
capital invested in inventory; less 
and less turnover; more and more 
space to store the stock; but not 
even then had we achieved the 
shipping service that was desired. 

When a firm has built its repu- 
tation on quality products and 
customer service, it must likewise 
set a high standard for production 
and shipment. In order to elimi- 
nate our difficulties we changed 
our entire method of scheduling 
orders for production and ship- 
ment. The objectives were: 


1. To reduce inventories and in- 
vestment in finished stock. 

2. To avoid small uneconomical 
production runs to round out stock 
shipments. 

3. To be able to tell the custo- 
mer in advance when we can ship. 

4. To be able to ship on the 
promised date and build customer 
good will. 


Quarterly Schedule List 


The most important step in our 
plan is the formation and publi- 
cation of a quarterly schedule list 
covering all products we manu- 
facture on schedule. This list is 
actually a timetable for all pro- 
duction trains through our plants. 

Before the beginning of each 
quarter we determine in advance 
how many production runs we will 
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make on each product line. There 
is actually not less than one 
schedule per week on each prod- 
uct. Lockers are scheduled in “L” 
schedules, standard shelving in 
“S” schedules, other products be- 
ing similarly labeled, and a sched- 
ule number with the proper prefix 
is assigned to each production 
run. 

These numbered schedules for 
the three-month p?riod are 
printed on the schedule list. The 
closing date on which all orders 
must reach the home office is en- 
tered in each schedule, as is also 
the date on which each schedule 
will be shipped. A copy of this 
schedule list is placed in the hands 
of every sales representative in 
the field. Therefore, when a Lyon 
salesman is asked when we can 
ship Mr. Customer’s order, he 
merely pulls his schedule list from 
his pocket, checks the closing date 
for the next schedule on that 
product line, and immediately is 
able to give the customer the ship- 
ping date. 

All orders received at the home 
office are immediately allocated 
to the proper schedule and com- 
bined into one total production 
run. All information needed by 
the plant to manufacture and ship 
is prepared and entered on a 
schedule ticket, which is made up 
of three sheets and a tag. This 
office work clears into the plant 
on scheduled time, and the pro- 
duction itself is scheduled in ad- 
vance for each manufacturing de- 
partment to complete its work in 
order to ship on the date sched- 
uled. 





LEOPOLD INSTAL- 
LATION MADE BY 
MURAN. — The L. 
E. Muran Com- 
pany, Boston, re- 
cently made this 
fine installation of 
Leopold Company 
products in the of- 
fices of the Hy- 
grade Sylvania 


On the day after each schedule 
has closed at the home office (no 
order can be entered in that 
schedule thereafter without spe- 
cial approval), the plant is ad- 
vised of the total weight of prod- 
ucts the schedule calls for. This 
weight factor is then used by the 
production superintendent to plan 
his operations, and especially his 
required man-load in each depart- 
ment, before the schedule starts 
in the first operation. 

When the schedule tickets reach 
the plant a so-called “dispatcher” 
prepares a departmental list or 
order for the parts and operations 
to be performed by each fabricat- 
ing department. One copy of the 
schedule ticket goes to the stores 
department to issue the steel; an- 
other copy goes to the finishing 
department to issue paints and 
arrange for the color combina- 
tions. The other part—the tag— 
stays with the material to identify 
the lot throughout all operations 
into the shipping room. 


Manufacturing and Stores Depart- 
ments Synchronized 


While the manufacturing de- 
partments are fabricating the ma- 
terial, the stores department is 
delivering all hardware and fit- 
tings to the assembly departments, 
and all hardware and fittings to 
be shipped loose, properly iden- 
tified, to the shipping department. 
In the meantime, shipping lists 
and bills of lading for the orders 
grouped in each schedule have 
been sent to the shipping depart- 
ment, and that department is al- 
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ready building the necessary 
crates in advance and planning 
for cars and trucks to make ship- 
ment per the customer’s instruc- 
tions. 

When the schedule is completed 
it is routed into the shipping de- 
partment, properly identified by 
schedule tags on each lot. The 
shipping department now breaks 
down the total schedule quanti- 
ties of all parts and units into the 
individual customer lots, as called 
for on the shipping lists. This is 
quickly done on a sorting floor, the 
materials are packed, and the 
orders clear the shipping door on 
schedule. 

The responsibility for the oper- 
ation of our production schedul- 
ing rests with many departments. 
It starts in the field, where the 
salesman states the proper ship- 
ping date and gets the order to 
the home office before the closing 
date of the schedule. It ends when 
the shipping department gets the 
goods off on the correct date. The 
actual preparation of schedule 
lists, schedule tickets, and ship- 
ping papers, and the dispatching 
function and general supervision 
of the whole operation, rests with 
the production-planning division, 
embracing order, planning, shop 
engineering, stock record, and 
traffic departments. 


Organization Respects Schedule 


The key to the success of the 
plan is the realization by the en- 
tire organization that “schedules 
must ship on time.” No railroad 
crew has any greater sense of 


Corporation, alse 
of Boston. Several 
private suites 
were outfitted with 
Leopold’s Century 
and Cambridge 
suites of striped 
walnut which was 
accentuated by the 
silver gray finish 
employed. 
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duty in moving their train on 
time. The production superin- 
tendent would rather lose a pay 
check than let a schedule be late. 
Furthermore, it is obvious to 
everyone along the line that a de- 
layed schedule retards the next, 
and the next, with no breathing 
spell, until the schedule plan 
again is on time—because schedule 
dates are fixed in advance and 
orders are being taken in the field 
to ship on those dates. 

If there is any obvious disad- 
vantage in our plan, it is the fact 
that schedules may vary greatly 
in size and volume of productive 
hours. This fact makes it neces- 


The Reactionaries Can 


A SMITH-PREMIER, two bat- 
tered Remingtons and a Caligraph 
were the trade-ins I got when I 
first started introducing visible 
typewriters into the local coun- 
ty offices, and did I work hard 
to get people to give up those old 
blind machines! A court stenog- 
rapher of the old pick-and-punch 
type, an elderly maiden surro- 
gate’s clerk, and county clerk who 
used no machine himself, were the 
prospects I had to work on. 

Why is it so many people are 
opposed to any radical change in 
the equipment of their office? 
They will cling to an old wooden 
letter file, the drawers of which 
stick and bind and take the 
strength of two men to get them 
open after a rainy spell. They will 
teeter around in an old office 
swivel chair. They will use equip- 
ment and follow methods out of 
date, for no other reason than 
“This seems to work all right yet. 
I guess I won’t make any change.” 

To listen to the opposition put 
up by people like those old timers 
who wouldn’t admit there was any 
advantage in seeing what you were 
writing on your typewriter, you 
would wonder whether such busi- 
ness people are dumb or just stub- 
born. 

And yet, a lot of people are like 
that and the salesman can’t tell 
them what he thinks of them. 


A Potential Buyer 


I had a good prospect for office 
furniture. At least he was a man 
with a good business and he had 
the money to buy any equipment 
he wanted. In fact, he was the 


sary to vary the man-loads in the 
plant. With a variety of products 
on schedule, however, these varia- 
tions tend somewhat to offset each 
other. We also set a maximum 
load for each product class to put 
in any one schedule. If the maxi- 
mum load for each product is ex- 
ceeded by orders received for one 
schedule, we can close that sched- 
ule on an earlier date by notifi- 
cation to the field and by re- 
scheduling less urgent shipments. 

The many advantages are read- 
ily understood. We have almost 
completely eliminated the diffi- 
culties which formerly existed in 
our setup. We have a remarkably 


An Old Timer Applies an 
Effective Technique and 
Takes Pleasure in Booking 
Some Profitable Furniture 


Orders. 
S 


sort willing to buy any equipment 
you could convince him he needed. 
But try to convince him! That 
was the sticker. 

He was an insurance man and 
he had inherited his father’s busi- 
ness and office. His father had 
done a good business and made 
money while using old spool cabi- 
nets, high bookkeeper’s desk, odd 
sets of pigeon-holes bought at 
auctions, and a section of dis- 
carded tin lockers from a remod- 
eled bank. If his father, whose 
memory and methods he could not 
be blamed for respecting, had got 
along with that sort of an outfit 
and made a lot of money, why 
change? That was his attitude. 
He was a young man, but he knew 
little about modern office fixtures, 
and cared less. 

And yet there was an opportun- 
ity for me, if I could wangle an 
order out of him and get him 
started. 

I made it a point to stop in, if 
only for a few minutes, whenever 
I happened near his office and had 
time. I made no pretense that my 
calls were purely social. I went in 
and told him what a fine office he 
would have if only he would mod- 


OFFICE APPLIANCES 


small total investment in finished 
inventory of only those products 
which are standardized and still 
manufactured for stock. We have 
made tremendous savings in man- 
ufacturing cost, in required floor 
space, and stock-handling ex- 
pense. 

But above all else, we have given 
our salesmen and our customers a 
definite shipping date on any 
order in advance, without refer- 
ence to the home office. And, by 
making shipment on the prom- 
ised date, we have built good will 
for Lyon which helps to keep our 
customers and increase sales vol- 
ume. 


Be Sold 


ernize it. I suggested what his 
patrons who were up to date busi- 
ness men with modernized offices 
of their own might think of his 
antequated equipment. I was a 
long time getting around to mak- 
ing actual selling effort. I built 
up from the bottom, getting him 
sold on the idea of the desirability 
and then on the importance and 
finally on the necessity for having 
his office steel equipped. 


The Approach by Mail 


Every week I mailed him a dif- 
ferent circular, illustrating fix- 
tures. I took him one of the big 
complete catalogues of my house, 
showing everything in the line, 
though not priced. I made a par- 
ticular matter of this one prospect 
because I was sure that in time I 
would be repaid for my efforts. 

The first results came after I 
left the big catalogue and he 
wanted to know, next time I 
dropped in, what it would cost for 
a case of shallow drawers suitable 
for holding insurance policies laid 
flat. 

Looking ahead, and telling him 
I was looking ahead, I suggested 
that he buy the drawers in units 
of sixes, because by starting with 
those units he could add others of 
other sorts and gradually turn 
over his whole system into uni- 
form steel equipment. I made my 
first sale to him then, $181.50. 

This prospect was the type need- 
ing to think things through be- 
fore going ahead, and he definitely 
had to be shown. I wanted to sell 
him a large, modern steel safe. 
He already had a huge old iron 
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safe, an old timer weighing no one 
knows how many tons. It was 
cumbersome, could not be moved 
and at that had comparatively 
little inside space. What finally 
sold him a $435 job was the matter 
of protection. I told him what 
happened to those old iron safes 
in time, how they reached a state 
where the insulation was ineffec- 
tive and if they lay long enough 
in a bed of coals they would heat 
through and char the contents. 
This was a new idea to him, but 
conservative, even doubting, as he 
was, I was able with pictures, dia- 
grams, statistics, to show him the 
steel safe I wanted to sell him 
would give him protection, while 
the old one was uncertain. But 
when it came to giving me the 
order, he demurred. He put me 
off for a day or two and I found 
afterward that he had called up 
his biggest insurance company on 
the long distance telephone, pay- 
ing two or three dollars to get 
their opinion and they had agreed 
with what I said and I got the 
order. I have put nearly $800 
worth of steel in that man’s office 
and shall sell him more. Once get 
one of these slow-to-act prospects 
convinced and you have made a 
repeating customer, if you have 
stuck to the truth with him and 
treated him well. 


Satisfactory Sales Require 
Build-Up 
One thing the office equipment 
salesman or retailer has to keep 
in mind is that the sales worth 
while are the result of a build-up 
that sometimes takes a long while 
and it is foolish to expect quick 


results. The seller must stay in 
the business and keep working on 
the same prospects and he ought 
not to shift lines unnecessarily. 
The man you tell one line is best 
this year doesn’t expect you to 
tell him next year another is best. 
Get the right kind of a line and 
stay with it. This is important, 
too, in that it enables one con- 
tinuously to match up his earlier 
sales. 


The more difficult a man is to 
convince that you have something 
good, the more certain he will 
lose confidence in your statements 
if he finds you changing lines, of- 
fering him one one day, another 
another day. I have sacrificed 
possible larger profit many times 
to sell a buyer from the line I fea- 
ture as the best, rather than sell 
him a long profit number of an- 
other line I knew he would have 
taken without question. 


Men who get a new automobile 
every second or third year will 
cling to antedated office equip- 
ment as if it were valued like a 
family heirloom. This is a good 
thing to mention in form letters 
to those men—the suggestion that 
up to date office equipment is 
even more important than up to 
date golf and motoring equipment. 
A very effective plan is to send 
frequently to the men who hate to 
modernize, pictures of modern 
equipped offices, with data about 
increase in efficiency and decrease 
in time of operations when the 
office is equipped as it ought to be. 

Some of the oldtimers, slow to 
accept modern equipment have 
come through with orders due to 
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the fact that I was patronizing 
their business and could point out 
to them that they were expecting 
me to keep up to date by buying 
what they had to sell. I sold an 
automobile man because I showed 
him the inconsistency of trying to 
sell me a new car while he was 
keeping his correspondence in a 
cheap old file that was little more 
than a tin cupboard. I sold a 
plumber because he was anxious 
to sell me a modern plumbing job 
to replace some old equipment. I 
sold an electric refrigerator man 
because he insisted my old style 
ice box was out of date. Given 
half a chance a modern steel 
equipment dealer can sell anyone 
in his city who is trying to sell him 
something up to date. 


Incidentally it is foolish not to 
try to capitalize the friendly atti- 
tude toward you on the part of 
men who are getting some of your 
money—the butcher, the baker, 
the electric light maker. See that 
they reciprocate, if by any pos- 
sibility they are in the market for 
office equipment. 


Of course an office appliance 
salesman or dealer must keep him- 
self up to date, informed on all 
the latest improvements in equip- 
ment. If he fails to do that, he 
will find some smarter man get- 
ting ahead of him—perhaps not 
with the old timers who do not 
want to make changes, but with 
the younger men who do want to 
make changes. There are men 
who want the latest in office ap- 
pliances, just as certainly as there 
are men who are satisfied with the 
old styles. 





GLOBE-WERNICKE GOES TO SCHOOL.—This attractive installation of Globe- 

Wernicke Co. products was made recently in the Leon high school at Tallahassee, 

Fla. It includes tables, card catalogue cases, information files and charging desk 

af quartered oak with a special brown finish. Installation made by E. T. Suters, 
Atlanta, Ga., special representative of the Globe-Wernicke Co. 








EDITORIAL 


James H. Rand Acquitted in Strike-Breaking Case 
#@ In April, 1937, James H. Rand, Jr., president 
of Remington Rand, Inc., and Pearl L. Bergoff 
were charged with violation of the Byrnes act, 
which prohibits the movement of strike-breakers 
from one state to another for the purpose of in- 
terfering with peaceful picketing. It was asserted 
by the prosecution that the violation occurred 
on June 26, 1936, when fifty-seven men were 
moved from New York City to Middletown, 
Conn., by Mr. Bergoff through arrangement with 
Mr. Rand. 

At the time of the indictment, Mr. Rand made 
the following statement: 

“If, in this enlightened country, a business 
man can be indicted for doing the lawful things 
necessary to protect the security of eleven thou- 
sand of his employes in their right to work 
against a militant lawless minority, then I am 
proud to be indicted in such a cause. 

“T am glad of the opportunity of trial before 
a fair tribunal in which all the ways of local 
labor racketeers can be exposed, even as to their 
influence upon departments of the Federal Gov- 
ernment.” 

On November 18, 1937, the case was given to 
the jury, which returned a verdict of “not 
guilty.” 

The decision is a victory for Remington Rand, 
Inc., for Mr. Rand personally, and for the work- 
ers’ organizations in the company’s several 
plants. The latter groups issued a joint state- 
ment early last April protesting the charges 
made by the National Labor Relations Board 
that Remington Rand was guilty of “unfair la- 
bor practices.” The workers characterized the 
charges as unjust to the employer and unfair 
to labor. 

A fine presentation of the “first strike-break- 
ing” case under the new law is made in the fol- 
lowing editorial, entitled, “Two-Way Justice,” 
which appeared in the New York Herald-Tribune 
of November 20, 1937: 

“The difference between justice as adminis- 
tered by the National Labor Relations Board and 
as it emerges after trial in a court of law has 
its illustration in the Rand-Bergoff case. Mr. 
J. H. Rand, president of Remington Rand, and 
Pearl L. Bergoff, former head of an industrial 
service agency in New York, were accused of hav- 
ing violated the Byrnes law, which forbids the 
transportation of strike-breakers across state 
lines with the intent to interfere with peaceful 
picketing. The specific complaint concerned the 
importation of fifty-seven men supplied by Berg- 
off into the Remington Rand plant at Middle- 


town, Conn., a year ago last June while a strike 
against the plant was in progress. The case was 
tried before Judge Hincks in the Federal District 
Court at New Haven. 

“From it we learn that in such a court we may 
expect two-way justice in a labor case. The com- 
pany contended that these imported workers 
were millwrights brought in to dismantle the 
plant, but its principal defense was that the 
picketing to which the plant was subject was 
not peaceful and hence that the Byrnes law did 
not apply. Judge Hincks in his charge to the 
jury drew a sharp distinction between peaceful 
picketing and picketing ‘by force of numbers, 
by the use of opprobrious epithets, or by the di- 
rect application of violence,’ adding that ‘such 
methods might rather be said to constitute a 
system of organized intimidation.’ He also said 
that ‘the Byrnes act by its very language was 
designed to protect peaceful picketing—not at 
all to serve as an additional weapon for organ- 
ized intimidation.’ 

“The jury, composed of farmers, two house- 
wives, retired business men and mechanics, re- 
turned a verdict of not guilty, though it was 
only last spring that the N. L. R. B. brought 
in a report against Remington Rand denouncing 
it for ‘ruthless strike-breaking methods,’ with 
the accusation now disposed of as exhibit A. 
It ignored completely the possibility of an off- 
set in the conduct of the strikers. Not so the 
twelve good citizens and true. However correct 
their verdict, it was founded on the principle 
that what labor does enters into the equation in 
a dispute of the sort. We hope the rebuke, both 
to the N. L. R. B. and the Department of Justice 
(whose prosecutor seemed to take his cue from 
the labor board’s attitude), will sink in.” 


_—_s 
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Competence Begins at - - - ? 

@@ There is considerable loose thinking in busi- 
ness today on the age aspect of employment. 
Employers who are turning down experienced 
men because of age have arbitrarily adopted this 
policy as a part of their program to offset in- 
creased costs as much as possible by increasing 
production, sales, and personnel efficiency. 

The reasoning that efficient production and 
sales may be increased by general discrimination 
against men of years as a class of decadents is 
fallacious. This has been proven conclusively 
by numerous firms which have given serious 
thought to the subject. In fact, groups such as 
the Sales Executive Club of New York, have 
studied the problem and taken action recom- 
mending to their members that full considera- 
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tion be given to the employment of the older 
experienced man. The “Employment Commit- 
tee” of the New York organization, for example, 
revealed convincing opinions and arguments 
upon the fallacy of choosing youth to be trained 
in various departments of business, in preference 
to experienced men of forty and more. 

Management that upholds the age barrier ig- 
nores the individual differences in men. It fails 
to recognize the value of competence, which is 
found in men of various ages. It overlooks the 
fact that age rather than being a detrimental 
factor is often an asset, when the individual in- 
telligently employs the experience he has gained. 
It discounts the characteristic of age, universally 
recognized for centuries until it became a pro- 
verb, that “The man of wisdom is the man of 
years.” It disregards the psychological truth 
that to a great extent old age is a state of mind 
—that a man is as old as he feels and thinks— 
hence, like Henry Ford and countless others in 
factory, office, and store, a man can render valu- 
able service to his company though his hair has 
turned to silver. 

In short, the concern with such a policy in- 
jures itself, as well as lapsing in its social re- 
sponsibility of helping to create more prosperity 
and employment. 

Work, growth, and vision make youthfulness, 
and these attributes result in accomplishment, 
but they are not confined to men under an arbi- 
trary age limit. So long as the mind is teach- 
able, alert, and eager for new accomplishment 
it is young. 

It is the part of wisdom to select men on the 
basis of individual merit. For most positions 
there are trained men available who can take up 
the work without the costly interval of special 
schooling required to prepare and fit youth into 
the job. There is a dearth of trained salesmen, 
for instance, and practical competence in this 
field takes a long time to develop. 

Employers do well to consider that whatever 
the future of their business is to be it must grow 
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out of manpower, and that practical competence 
—the one greatest business asset—is not limited 
to any age group. 
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“Let Us Give Thanks” 


@@ While Thanksgiving Day as recently pro- 
claimed throughout the land by the president 
and state governors calls for expression of solemn 
thankfulness for our blessings, many of us in 
America are prone to associate it with the car- 
nival spirit and make of it a holiday. 

But, perhaps, the item taken from the edi- 
torial page of “The British Stationer”, our 
worthy contemporary across the sea, and quoted 
below, will cause members of our trade in this 
country to think seriously of the significance of 
one of our greatest blessings: 

“Local authorities in most of our towns and 
cities, especially those places that lie along the 
probable routes of hostile aircraft, are becoming 
active in air-raid precaution preparation. The 
matter is, I feel, of importance to retailers and 
business men generally. Whatever may be one’s 
personal opinion of the likelihood of war in the 
near future, it cannot be denied that plans and 
preparations must be made now if some protec- 
tion is to be afforded to citizens against air raids. 
It appears to me to be a good idea for local re- 
tailers to find out what steps their local authori- 
ties are taking or intend to take and see whether 
they could usefully codperate with them. It 
would be a practical and practicable way of play- 
ing one’s part in an important precautionary 
movement.” 

It needs but little imagination to enable us to 
realize the benefit of our comparative isolation 
in the North American continent. That this iso- 
lation is not of our making but is, rather, a gift 
from a Divine Providence is all the more reason 
why we should turn our thoughts to the genuine 
meaning of the period which the Pilgrims set 
aside as a day of prayer, meditation and thank- 
fulness. 


Here and There 


BLIND STENOTYPIST PREPARED 

FOR REPORTING CAREER 

If Carl Weiss, who is believed to 
be the only blind stenotypist in the 
world, succeeds in his attempted 
career as a banquet and convention 
reporter, the New York Guild for 
the Jewish Blind will consider that 
it has opened a new field of employ- 
ment for sightless persons. 

Weiss, 26 years old, although 
blind since he was seven, is a gradu- 


ate of Rutgers University, where he 
was elected to Phi Beta Kappa, and 
he also has an M.A. degree from 
Princeton. He acquired his educa- 
tion by working sixteen to eighteen 
hours a day. The ambitious youth 
studied with the aid of nine volun- 
teers who read to him. Weiss took 
notes on a Braille-writer. 

When he faced the world to earn 
a living he aspired to do other work 
than manual tasks, such as weaving, 


hence he applied to the Guild. 
There he was selected for the experi- 
ment in stenotyping. 

After studying the operation of 
this machine for fifteen months, 
Weiss has become a_ proficient 
stenotypist, able to write 150 words 
a minute. 

Stories about this young man re- 
cently appeared in several news- 
papers when the Guild set out to 
help him obtain employment. Using 
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this speed writing machine, he plans 
to devote himself to reporting vari 
ous proceedings while other persons 
familiar with the system can tran- 
scribe his writing. 

"If | succeed,"’ Carl Weiss said, 
“it will be a great encouragement 
to others.” 


LAMPS FOR WINTER DAYS IN 
ALASKA 


Contrary to public opinion, whale 
oil lamps are not the final answer to 
lighting the long Arctic night. From 
Fairbanks, Alaska, comes a letter to 
the Greist Manufacturing Company 
in response to the firm's advertise- 
ment in ‘Time’. Says the woman 
writer: ''| have seen your ad, as per 
enclosed, in Time and believe this 
lamp to be just the thing | have been 
looking for, to be used for a Christ- 
mas gift.” 

She continues: "This gift is to be 
for a draftsman who does work over 
a drawing board and also a desk 
and, in this country, uses electric 
light all day in the winter months. 
....1am enclosing the price... .- 

Greist's nearest dealer is in Seat- 
tle, Washington, so the lamp was 
shipped direct. Incidentally, the 
manufacturer shipped her a special 
draftsmen's lamp and charged the 
difference in price to Santa Claus. 
But the real point of the story is 
that Greist does not know of a deal- 
er in Fairbanks where they have five 
months of darkness. What a boon 
such a night would be to dealers in 
the states! 

Dealers here should not feel too 
discouraged, it is pointed out, be- 
cause the average span of daylight 
during the business day under which 
office workers can see properly with- 
out artificial light is only two hours. 

Alaskan papers please copy. 


LOUIS COHEN HONORED 

On November 7 at the Arkansas 
conference of B'nai B'rith, Louis 
Cohen, president of Fort Smith Of- 
fice Supply House, Fort Smith, Ark., 
was elected honorary president. The 
conference was held at Hot Springs. 


D. A. HILLSTROM TO AID IN 
TERCENTENARY OF SWEDISH 
COLONIES IN AMERICA 


David A. Hillstrom, secretary and 
general manager of the ens 
Jamestown Manufacturing Corpo- 
ration, Corry, Penna., has been hon- 
ored by Governor George H. Earle 
with an appointment to the Penn- 
sylvania 300th Anniversary Commis- 
sion. 

The commission will arrange for 
the state's participation in the ter- 
centenary celebration of the arrival 











of the first Swedish colonists and 
will plan suitable recognition of the 
important part that persons of 
Swedish birth or descent have taken 





D. A. HILLSTROM 


in the history of the Commonwealth 
of Pennsylvania. 

The commission is composed of 
five members selected by the Gov- 
ernor from outstanding Swedish 
leaders in the state and the appoint- 
ment comes as a signal honor to the 
Corry manufacturer. 

Mr. Hillstrom was also decorated 
a few years ago by His Majesty 
King Gustaf V of Sweden, receiving 
the Knighthood of the Royal Order 
of Vasa for his activities in promot- 
ing Swedish-American interests in 
the United States. 


ANCIENT RECORDS MOVED 


In Philadelphia the other day the 
imaginations of its citizens who are 








HOWARD W. NELSON LOOKS OVER 

U. S. DISTRICT COURT RECORDS 

DATING FROM 1780. (PHILADEL- 
PHIA ENQUIRER PHOTO) 


thrilled by accounts of blood-cur- 
dling ‘Murder on the High Seas," 
and with the historic romance of an- 
cient documents, were aroused by an 
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illustrated newspaper story relating 
that records dating back three cen- 
turies were moved from the old Fed- 
eral Building to the new Custom 
House for safe-keeping until the new 
four-million-dollar Federai Court- 
house is erected on the site of the 
old one. 

There were 56 tons of the time- 
worn documents, contained in stor- 
age files. They were moved in four 
truckloads to their temporary quar- 
ters. 

Musty records of trials of pirates 
who scourged the Atlantic back as 
far as 1640, in the days of the Pil- 
grim forefathers, were packed 
among files of cases of many kinds 
which had stood trial in the U. S. 


Courts there through the centuries. 





POETRY IN BUSINESS 
A circular letter mailed to their 
branches by the American Writing 
Machine Company, New York, 
N. Y., last month contained the 
following poem sent to headquarters 
by Julius Waedekin of Milwaukee: 


| Heard Something Good 
About You 


How it would help in the day 
As we pass by on the busy high- 
way; 
To have someone say without much 
ado, 
"You know, | heard something 
good about you!” 


Nhen you've bestowed comfort to 
those in pain 
Or cheered one who's lost to take 
heart again; 
t helps when you're weary to hear 
someone say, 
"| heard something good about 
you today!” 


And when we have covered the last 
rugged mile 
| know there is One who will give 
us a smile 
And say from a heart so kindly and 
true, 
"Come in, | know something good 
about you!” 


Sidney Burgoyne of Philadelphia 
expressed the same sentiment in a 
longer poem some years ago, of 
which the first and last verses 
follow: 


Wouldn't this old world be better 
If the folks we meet would say— 

‘| know something good about you!” 
And then treat us just that way? 


Wouldn't it be nice to practice 
That fine way of thinking, too— 

You know something good about ME, 
| know something good of YOU. 














Meyer 
& 
Wenthe 
in 
Fourth 


Generation 


© rey cemee years ago—in 1854— 
when Chicago, although growing rapidly 
into what was to become a major city of 
the world, was still more or less a frontier 
town, there arrived in the tide of new- 
comers a craftsman with intention to be- 
come a permanent citizen who sought a 
place in which to open business. 

The visitor was Rudolph A. Meyer, who 
set up the first steel die and hub engrav- 
ing business the town had ever seen. An 
enterprise destined to continue through 
four generations. Now one of the leading 
rubber stamp and die manufacturing es- 
tablishments in the city. 

Mr. Meyer rented a small shop in 
which he spread out his array of tools 
and began turning out the exquisite 
workmanship known to old masters of 
that day and age despite the comparative 
crudity of the instruments and facilities 
at their command. 

From the beginning the one-man busi- 
ness prospered. The city had recovered 
to a great extent from a catastrophe— 
the flood of 1849 when the Desplaines 
River, swollen by ice and the steady fall 
of rain for three days, sent a deluge of 
rushing water into the Chicago River 
which rose steadily until it started down 
the south bank towards Chicago and the 
lake, destroying hundreds of river and 
lake craft and sweeping bridges away. 

Consequently business had improved 
and, besides, the citizens were intrigued 
by the fine line drawing and ornamenta- 
tion that the artistic fingers of the new- 
comer ploduced, eagerly paying for his 
work and to see him work. 

Unknown to the residents at that time 
another disaster was in store for them, 
the great Chicago fire of 1871. But when 
it came, with all its destructive forces, it 
did not diminish the “I Will” spirit of 
Chicago and its people, so Rudolph 
Meyer, like the thousands around him, 
buckled down to harder work and ulti- 
mate victory. 

Shortly after Mr. Meyer established his 
business his son, Gustav A. F. Meyer, 
joined the army to fight in the Civil War. 
His part in the great and bitter struggle 
which rocked America is on record today 
in a certificate signed by Abraham Lin- 
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Founder 











Gustav A. F. Meyer 
Second Generation 








Gustav A. J. Meyer 
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Fourth Generation 





At left: Family portrait with a 

close-up of the founder of the 

Meyer & Wenthe business. The 

picture is reminiscent of the class 

of citizens who contributed so 

largely to the development of 
our country. 


coln thanking the soldier for his services 
at the front. 

After the war Gustav A. F. Meyer went 
to work for an old and established jew- 
elry firm and learned the intricate gold 
and silver plating business. He worked 
diligently at this trade until the great 
Chicago fire struck on the cold, wintry 
night of October 8, 1871, after which he 
joined forces with his father and to- 
gether they operated a plating and en- 
graving shop under the name of R. A. 
Meyer & Son. The two men worked hard 
and they prospered, and when the elder 
Mr. Meyer died the son continued in the 
business at 92 Dearborn street, an old 
designation which was changed when 
Chicago streets were renumbered. 


Some time later Gustav A. F. Meyer 
was joined in the business by his son, 
Gustav A. J. Meyer, the present owner of 
the organization, and thus the third gen- 
eration entered into the industry. 

Father and son, like father and son 
before, worked together until May 1, 1897, 
when the elder Meyer decided to retire. 
At that time the younger man formed a 
partnership with Herman H. Wenthe and 
the firm name was changed to Meyer & 
Wenthe, as it stands today. 

On July 1 of this year Gustav A. J. 
Meyer purchased the interest of Mr. 
Wenthe and became sole owner. A short 
time later, however, the traditional ar- 
rangement was established when Mr. 
Meyer took into partnership his son, John 
Walter Meyer, who had worked in the 
business since 1922. 

Today the company maintains a store 
at 31 North Clark street and a factory at 
24-30 South Jefferson street, the latter 
establishment having been occupied for 
the past twenty-seven years. 

Through the years the range of the 
firm’s manufactures was expanded and 
now embraces practically every known 
type of marking device. Included in 
these are rubber, brass and steel dies and 
stamps, dating and numbering stamps, 
metal checks, branding irons, notarial, 
corporation, lodge and _ society seal 
presses, badges, stencils and various other 
items. 








COLUMBUS BUSINESS SHOW HELD 

Featured by a fine array of exhibits and a record 
attendance, the business show of the National Associa- 
tion of Cost Accountants was held at Columbus, Ohio, 
in the Neil House hotel, November 4 to 6. 

Among the office equipment manufacturers who dis- 
played their products were: Allen Calculators, Inc., 
American Sales Book Company, Bircher Letter Opener 
& Sealer Agency, Bostitch Sales & Service Agency, 
Brandt Automatic Cashiers Agency, Felt & Tarrant 
Manufacturing Company, Dictaphone Sales Corpora- 
tion, Ditto, Inc., Thomas A. Edison, Inc., Hedman Man- 
ufacturing Company, Friden Calculating Machine 
Company, Hamilton Autographic Register Company; 
Marchant Calculating Machine Company, The McBee 
Company, Monroe Calculating Machine Company, Ad- 
dressograph-Multigraph Corporation, National Cash 
Register Company, Niagara Duplicator Company, Post- 
index division, Art Metal Construction Company, Auto- 
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BOOTH OF THE HALL OFFICE EQUIPMENT AT THE STATE 
EDUCATIONAL ASSOCIATION OF WEST VIRGINIA.—This 
display. featuring Royal typewriters, was one of ninety-four 
displays at the convention headquarters at Clarksburg, W. Va. 
During the conclave Albert Tangora, speed typing champion. 
gave two demonstrations with a Royal. M. P. Hall. owner of 
the store making the above display, was assisted by Branch 
Manager Dodge of the Royal Pittsburgh office and H. J. Smith, 
district supervisor for Royal at Parkersburg, W. Va. 


OFFICE APPLIANCES 


A HIGHLIGHT OF THE COLUMBUS 
BUSINESS SHOW.—Educational and in- 
structive was this booth of the Under- 
wood Elliott Fisher Company at the 
recent Columbus Business Show staged 
by the local chapter of the National As- 
sociation of Cost Accountants. The vari- 
ous machines manufactured by UEF 
were so spaced and displayed that visi- 
tors could make detailed and intimate 
inspection of each separate item. 


matic Business Machines, Inc., Royal Typewriter Com- 
pany, Stromberg Electric Company, Tykar Corporation, 
Underwood Elliott Fisher Company, Victor Adding 
Machine Company. 
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SHAW-WALKER DEALER EXHIBITS AT THREE BUSI- 
NESS SHOWS.—Two views of the display of the Eagle 
Stationery Company, featuring Shaw-Walker merchan- 
dise, at the recent Buffalo Cost Accountants Business 
Show. At the same time the company showed the 
“Built-Like a Skyscraper” line of Shaw-Walker furniture 
at a private showing of the R. C. Neal Company and 
also at a third exhibition staged in the Statler hotel. 


_—_— 


PITTSBURGH BUSINESS SHOW ATTRACTS 20,000 


A record-breaking attendance of 20,000 persons who 
journeyed from four states marked the Pittsburgh 
Business Show, held in the William Penn hotel on No- 
vember 17, 18 and 19. 

Sponsored by the Pittsburgh Chapter of the Na- 
tional Association of Cost Accountants, and the Pitts- 
burgh Office Appliance Managers Association, the show 
was staged under the direction of a committee headed 
by Chairman Hugh Maloy of the Art Metal Construc- 
tion Company. It was Mr. Maloy who, after a careful 
checking, reported that visitors to the exhibition came 
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from all sections of Pennsylvania, Ohio, West Virginia 
and Northern New York. 

Thirty-eight manufacturing companies exhibited the 
latest in their products. They crowded every available 
inch of space allowed for the displays and together 
presented an interesting and educational array of 
equipment, machines and supplies designed to promote 
efficiency in the modern business office. 

Although the committee in charge of the show re- 
quested every exhibitor to furnish descriptive material 
of their individual booths less than one-third of the 
total did so. For this reason only twelve displays of 
the following list of exhibitors are described (and nine 


pictured). 
Addressograph-Multigraph Corporation. 


ous models featuring the Class 900 portable 
Multigraph duplicator. 

Allen-Wales Adding Machine Company. 

American Sales Book Company, Inc...Headed by the 
feeding device for continuous forms on tabulating machines, 
fine and diversified showing of sales books, manifoid books, 
registers, Speedisets and supplies in this booth. 

Art Metal Construction Company. 

American Automatic Typewriter Company.—This firm displayed two of 
its latest Selector type units for the Auto-Typist. Demonstrations showed 
how the new models greatly increase writing speed when used in connec- 
tion with any make of typewriter. 

The Black Hawk Press. 

Buckeye Ribbon & Carbon Company.—A colorful display of this com 
pany’s products including various color carbon papers and inked ribbons. 
There were also shown the basic waxes and tissues used in the 
manufacture of these products. 


display of the vari 
and the new 
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colors, 


Burroughs Adding Machine Company. 
Felt & Tarrant Manufacturing Company. 
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“Slide Open” ring 


E. W. Curry.—Featured by this company was the new 
Milwaukee. 


binder manufactured by the Stationers Loose Leaf Company, 
Other products of the same firm were also displayed. 

A. B. Dick Company 

Dictaphone Sales Gusperasion. 

Ditto, Inc. 

Duffs tron City College. 

Egry Register Company. 

Elliott Addressing Machine Company. 

Hedman Manufacturing Company. 

Friden Calculating Machine Company.—A splendid display built around 
the new “S”’ or Friden Super Automatic calculating machine, exhibited for 
the first time in Pittsburgh. Considerable attention was paid by visitors 
to the “stripped” Model F Friden machine which was demonstrated by 
W. J. Porter, local representative. 

General Fireproofing Company...lere was shown the new GF Super- 
Visible system and three new styles of aluminum chairs including the 
Executive posture chair. 

International Business Machines Corporation. 

Kee-Lox Manufacturing Company. 

Master-Craft Corporation. 

McBee Binder Company. 

Monroe Calculating Machine Company, inc...One machine set up for 
complete payroll, and another set up for accounts receivable were the 
highlights of this booth. These were shown in conjunction with a spe- 
cially-built bookkeeping machine desk. Other Monroe machines shown 
included the company’s keyboard check writer, adding-listing machine, 
two-counter or duplex type adding machine, check-signing machine and the 
new Model MA-7 calculating machine. 

National Cash Register Company.— Practically every model designed for 
use in the business world was shown in this booth while several demon- 
strators were on hand to show the intricate working of the registers. 

Recordak Service, Inc. 

Royal Typewriter Company, inc.—Standard and portable models sys- 
tematically arranged about a turntable attracted considerable attention 
to this display which was featured by a beautiful background. 

Roach-Reid Company. 

Shaw-Walker Company. 

Shelby Saleshook Company 

Standard Mailing Machines Company 

Standard Register Company. 

Todd Sales Company.—This display consisted of new electric and hand- 





EXHIBITION BOOTHS AT THE PITTSBURGH BUSINESS SHOW 


The General Fireproofing Company. 

Monroe Calculating Machine Company. Inc. 
Yawman and Erbe Manufacturing Company. 
Buckeye Ribbon & Carbon Company. 

Friden Calculating Machine Company, Inc. 
E. W. Curry. 


PY PON 


7. National Cash Register Company. 

8. American Sales Book Company, Inc. 

9. Addressograph-Multigraph Corporation. 

Although there were thirty-eight exhibitors only the nine 
booths shown above were photographed. 
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operated ribbon principle check-writing and check-signing machines, Models 
33 and 31, against a background of Todd letterheads and stationery items 

Underwood Elliott Fisher Company.—The new Underwood Master type 
writer was featured amid a pleasing and attractive array of other models 
manufactured by this company. 

Visible Records Equipment Company. 

Woodstock Typewriter Company. 

Yawman and Erbe Manufacturing Company.—The new “YandE” four-leg 


in addition to steel coun 
manufactured by this company 


steel desk in pearl-gray finish was shown here, 
ters, chairs 


The business show was the second staged by the 
Pittsburgh Managers Association and the National As- 
sociation of Cost Accountants’ Pittsburgh chapter. 


Accesso trays and other items 





TWO FINE DISPLAYS OF GF PRODUCTS.—(Top) Booth of the 
Hoelscher Stationery Company, Buffalo, N. Y., was an attrac- 
tion of a recent business show in that city and featured Gen- 
eral Fireproofing Company's “Goodform” line of aluminum 
seating. (Lower) Ziegler’s, Inc., the General Fireproofing 
Company's dealer in Cincinnati, Ohio, maintained this display 
of GF products at the Cincinnati Purchasing Agent's show. 
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HALLENBECK CELEBRATES FIFTIETH YEAR 
WITH REMINGTON RAND 
To have been fifty years in the employ of one type- 
writer company is a distinction few men have achieved. 
Such however is the honor which comes to G. C. 





G. C. HALLENBECK 


Hallenbeck, Sr., of the typewriter division of Reming- 
ton Rand, Inc. 

Nearly all of Mr. Hallenbeck’s fifty years of service 
with Remington have been spent in active selling 
work. He is one of the very few men still in harness, 
whose personal recollections extend back to the early 
days of the typewriter business. , 

Mr. Hallenbeck was born in Brooklyn, N. Y., and 
was educated at the Brooklyn Polytechnic Institute. 
His early bent was for the law but became acquainted 
with Clarence W. Seamans, of the famous firm of 
Wyckoff, Seamans & Benedict, who had shortly before 
purchased the patents of the Remington typewriter 
from the old firm of E. Remington & Sons. In a prac- 
tical sense these three men were the real founders of 
the typewriter business, for it was their energy and 
enterprise which converted a hitherto unprofitable 
venture into a complete commercial success. 

Mr. Hallenbeck describes interestingly the way in 
which he first met Mr. Seamans. He had leased a 
house from the latter and Mr. Seamans came around 
personally every month to collect the rental. He told 
young Hallenbeck of the vast prospects that the type- 
writer had for the future and was so enthusiastic over 
the sales to come that Hallenbeck accepted a position 
with the firm. This was on November 11, 1887. 

His first position was that of office boy at seven 
dollars a week, then he graduated to the billing de- 
partment, and later was placed in charge of the ship- 
ping department. He was next promoted to be the 
assistant manager of the supply department and for 
a period of a year, during the absence of one of the 
directors on account of illness, he managed this de- 


ANCIENT TYPEWRITERS MAKE FINE ADVERTISING MEDIUM. 
—This batch of typewriters, some of them among the first ever 
made, was recently displayed in the store windows of the 
John H. Wyatt Company, L. C. Smith & Corona dealers, Brock- 
ton, Mass., and proved a magnet capable of stopping crowds 
of pedestrians, according to Mr. Wyatt. Among the aged 
machines shown were the following makes remembered by 
the old-timers: Smith-Premier No. 1, Remington No. 2, Under- 
wood No. 1, Royal No. 1, Hammond Ideal, Postal, Pittsburg, 
Emerson, Williams, Oliver No. 3, Ford, Columbia Bar-Lock, and 
a Blickensderfer. Two modern machines offered contrast. 
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partment. Mr. Hallenbeck was in fact a widely known 
and most successful typewriter supply salesman before 
he ever took up the machine end. 

A. T. Rose, then the manager of the Metropolitan 
department for the sale of typewriters, asked Mr. 
Hallenbeck to join his forces, an opportunity he ac- 
cepted. His record as a successful Remington type- 
writer salesman has since been continuous and unin- 
terrupted. During this time, Mr. Hallenbeck served 
under six managers; namely, Messrs. Rose, McClain, 
Budd, Bayes, Thornton and the present manager of 
the New York office, A. A. Fraser. 

On Wednesday evening, November 10th, a number of 
his associates in the typewriter division of Remington 
Rand, Inc. gave Mr. Hallenbeck a testimonial banquet 
at the Aldine Club, New York. Among those present 
were William H. Mathews, vice-president, representing 
the officers of Remington Rand, Inc., A. A. Fraser, 
metropolitan sales manager, and Messrs. A. L. Ruiz 
and F. D. Adams, assistant sales managers. 

After a splendid dinner was served, the meeting was 
presided over by E. J. Hassler, president of the Metrem 
Club. The gentlemen mentioned and some of the 
others present made speeches of congratulation and 
recalled some of the amusing and interesting events 
which had occurred in the long period of service of 
the honored guest. 

A fifty-year service pin, studded with diamonds, was 
pinned on “Hallie’s” manly bosom by Vice-President 
Mathews and a beautiful gold wrist watch was pre- 
sented by the members of the Metrem Club. On the 
back of it was the following engraved inscription: 

G. C. Hallenbeck 
Dean of Remington Typewriter Salesmen 
Fiftieth Anniversary 
November 11, 1887 November 11, 1937 

“Hallie” was very much thrilled with the honors paid 
him and expressed his appreciation in an enthusiastic 
speech in which he did himself proud. 

We wish for Mr. Hallenbeck a good many more years 
of health, happiness and prosperity. 


—— 
BORROWED IDEA UPS PEN SALES 


Observing that stationers who sell a single line of 
office furniture usually succeed with it, the W. A. 
Sheaffer Pen Company suggest to dealers that they use 
the same methods on pens. 

“We checked up every case we knew of where this 
method had been tried,” says Mr. Sheaffer, “and every 
one had increased his dollar volume.” 

The contention for the single pen line is that where 
the customer makes his own choice of several makes, 
he was not aggressively sold and so does not fully 
understand the features of the pen he purchased. Re- 
sult: He is inclined to be less satisfied, and in that 
event will blame any dissatisfaction on the stationer. 

But where the stationer carries one pen line, he and 
his salespeople learn it well, and when they sell a cus- 
tomer a pen, as he is sold a desk or a file, he buys with 
the conviction that this is exactly what he wants and 
understands it fully. This tends to make him satisfied 
with his purchase, and influences him to recommend 
that stationery store to others. 

Beyond this, of course, there is an extra profit for 
the merchant in his larger volume discount on the 
single line. 

“We have taken special pains to put demonstrable 
sales features into our pens, to permit convincing 
counter demonstration,” says Mr. Sheaffer. 
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ALL-STEEL-EQUIP DEDICATES FLAGPOLE 


In observance of Armistice Day and the twenty-fifth 
anniversary of the company, officials and employes of 
the All-Steel-Equip Company, Aurora, Il., dedicated a 
new flag and flagpole on the morning of November 11. 

The flagpole, with masonry monument and dedica- 
tory plaque, was a gift to the company by the A-S-E- 
Athletic Association in recognition of the many years 
of pleasant relations between employers and employes. 
The flag itself was presented to the company by the 
local chapter of the Daughters of Union Veterans. 

Allan L. Schoeberlein, president of the club, acted as 
master of ceremonies and introduced the speakers. 
Chauncey W. Reed, congressman from the eleventh 
Congressional district was the chief speaker. During 
his talk he touched on many political matters of in- 











SCENES AT THE FLAG DEDICATION CEREMONY OF THE 
ALL-STEEL-EQUIP COMPANY.—(Top left) Daughters of Union 
Veterans present flag to Mr. Schoeberlein. Behind him are 
(left to right) Congressman Chauncey Reed, guest speaker; 
John Knell, president, All-Steel-Equip Company; Dr. C. L. 
Daniels, U. S. A. retired; and, partially hidden, F. R. McQuown, 
vice-president, All-Steel-Equip. (Top right) Mr. Schoeberlein 
introduces President Knell. (Lower left) American Legion 
fires salute to the flag. (Lower right) Flag-raising ceremony. 


terest to those present, and gave an address that was 
interesting and educational. 

When Congressman Reed finished his address a band 
composed of members of the Marmion Military 
Academy appeared. The flag was then presented to 
Mr. Schoeberlein and was raised by a squad from the 
local American Legion post while the assembly sang 
the national anthem. 

After the flag-raising ceremony Charles Lembcke, 
Jr., son of the late Charles Lembcke, one of the found- 
ers of the company, unveiled the base and bronze 
plaque upon which appears the names of company 
officials and officers of the athletic association. 

In acknowledging the gift President Knell, speaking 
on behalf of himself and other executives of the com- 
pany said: 

“That the A-S-E Athletic Club and employes of our 
company think so well of us as to present this flag 
and monument speaks more than words of the friendly 
relationship that is existing among us.” 
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ROYAL ANNOUNCES NEW PORTABLE MODEL 

A new addition to its line of portable typewriters 
has recently been announced by the Royal Typewriter 
Company, Inc., New York. Called the “B-J” Model, 
it was designed to fill the need for a typewriter which 
has all the essential features for ordinary student and 
home typing use, yet selling at a price lower than 
that of the deluxe models. 

The machine is a complete portable typewriter with 
most of the essential operating features of the higher- 
priced models, including the back-spacer and rachet 
release. It is compact and sturdy in construction and 
appearance. 

The “B-J” Royal is finished in black baked enamel, 
with heavily nickeled, bright trim. 

It has a four-row keyboard, with standard upper 
and lower case regular American type. The Royal 
accelerating typebar action and frictionless wheel es- 
capement are incorporated in the model. Keys are 
glass-topped, with white letters on black background. 

Other specification features—relating to the controls 
—are as follows: back-spacer, ratchet release, right 
and left shift keys, shift lock released with either 
shift key, right cylinder knob, carriage release lever, 





“B-J" ROYAL PORTABLE 


paper release lever, manual ribbon reverse, paper 
fingers, and a line space lever. 

This low-priced portable comes equipped with a 
standard half-inch one-color ribbon, using regular 
Royal Portable ribbon spools. The exclusive Royal 
“Instant Touch-Typing Chart” and the Royal Duo- 
Case—which can also be used as an overnight bag— 


are included as accessories. 
aideaiaidictasasseiliisdineee 


EVER-HOLD AUTOMATIC-ADJUSTABLE STOOLS 
AND CHAIRS PRODUCED BY KEWAUNEE 

A line of automatic-adjustable stools and chairs that 
can be instantly raised or lowered to any height, with- 
out requiring any kind of manual adjusting device, is 
being produced under the trade name of Ever-Hold by 
the Kewaunee Manufacturing Company, Metal Divi- 
sion, Adrian, Mich. 

One of the Ever-Hold Automatic-Adjustable stools 
is shown in the accompanying illustration. 

Adjustment is obtained merely by lifting the stool 
seat with the fingers to the height required, and the 
seat stays fixed at that point. The automatic locking 
and releasing device releases instantly for higher or 
lower adjustments. It is sealed within the inner 





18-gauge steel tube of a double steel tube pedestal, 
hence it is hidden from view, and is simple in opera- 
tion besides requiring no lubrication or care. 

The Ever-Hold, which is a new seating utility, in- 
cludes a line of six models, each with full swivel seat 
revolving on steel ball-bearings. The models for execu- 





ONE OF THE EVER-HOLD 
AUTOMATIC-ADJUSTABLE 
STOOLS WITH BODY-FORM 
BACK REST AND SEAT. 
ALSO FOOT REST 


tives, stenographers and general office workers are 
furnished with 5-ply %g-inch plywood “body-form” 
back rest and “body-form” saddle seat. A high-adjust- 
ment model, designed for draftsmen and general high- 
counter work, has the body-form back rest and foot 
rest. 

Also included in the line are two automatic-adjust- 
able steel stools equipped with dished steel seats 
having rolled under edges. If desired, the stools can 
be furnished with round hardwood seats, back rests, 
and foot rests. 

Standard finishes are olive green for metal parts, 
while the wood parts are finished in medium school 
brown. Special finishes may be had as desired. 


—— 
MARKWELL’S NEW HEAVY-DUTY STAPLER 


Listed as the No. RW1, a new, heavy-duty stapler 
with a “finger-touch” performance has been an- 





MARKWELL “RW-1” STAPLER 


nounced by the Markwell Manufacturing Company, 
200 Hudson street, New York, N. Y. 
According to the manufacturers the unusual stapler 
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requires only the pressure of one finger to assemble 
bulky materials, documents and papers of every de- 
scription. It is equipped with rubber legs and uses the 


Markwell improved flat wired bevel pointed “RW” 
and “RWW” staples. These are x" leg and x” leg 
respectively. 


Dealers desiring further details should communicate 
with the Markwell home offices. 


eS 
NEW SPEED-O-PRINT ANNOUNCED 


Embodying all useful features of former models and 
including several new ones, two new models of its line 
of duplicators have been announced by the Speed-O- 
Print Corporation, 180 West Washington street, Chi- 
cago. A new Speed-O-Print cabinet is also available. 

One new model is automatic and the other is hand- 
feed type. Both, however, have non-leakable trenched 
drum, adjustable receiving tray, cylinder lock and 





NEW SPEED-O-PRINT MODEL 


margin strippers. Both print postcard to legal size, are 
equipped to take any standard stencil, and have a 
simple device for raising or lowering printed position. 
Adjustable side guides and backstop, inside inking, 
counter attachment equipment and an attractive nickel 
finish complete the picture. 

Further details on the two new models as well as the 
cabinet may be obtained from the firm’s home offices. 


PHILLIPS FEATURES DUPLICATING FLUID, 
CLEANSING CREAM, ALUMINUM RIBBON 


Phillips Process Company, Inc., 82 St. Paul street, 
Rochester, N. Y., has recently introduced two new 
items in connection with their line of carbon products. 
One is known as Protype Duplicating Fluid, for use 
with spirit type duplicators. The other is Protype 
Cleansing Cream for the hands. 

Protype Duplicating Fluid, developed after much 
research, is composed of a blend of a special solvents 
that will give the user the maximum number of copies 
with brilliancy, and not cause the copy sheets to curl. 
This fluid is non-toxic, uniform, and desirable for 
short or long runs. It is packed in cases of 6 or 12 
gallons. 

Protype Cleansing Cream is made to remove duplica- 
tor carbon and ribbon stains, as well as dyestuff and 
grease. It will also remove mimeograph, rubber stamp 
and other ink stains. The product will not injure 
the skin; it contains a cosmetic oil to keep the hands 
white and soft. This cream is suitable for use by 
motorists, and in the home, as well as the office. It is 
packed in 12 ounce tins. 

An aluminum typewriter ribbon has also been de- 
veloped by the company, for use on dark colored paper. 
Although called white by some people, it is marketed 
as the Phillips Hi-Hat Finish “Silver” ribbcn. The 
concern likewise makes a similar Multigraph ribbon. 
Attractive advertising pieces are being achieved by 
some firms using the aluminum ribbon on dark blue 
paper stock, with envelopes to match. 
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LEOPOLD INTRODUCES JUNIOR LEGLESS DESK 

The Leopold Company, Burlington, Iowa, has re- 
cently designed and built a legless, streamlined desk 
for office use. In the absence of legs the desk is sup- 
ported by two substantial bases set back to provide 





NEW JUNIOR STREAMLINE DESK 


ample foot room and designed in such a manner as to 
add considerable beauty to the general outline. 

Adjustable glides provide full protection for floor 
covering and, in case of an off-level floor, these glides 
may be adjusted for height. This affords a firm setting 
and eliminates vibration, an important point in 
stenographers’ desks particularly. 

This desk is one of the new Junior Stream Line 
models manufactured in both oak and walnut and in a 
variety of styles and sizes. 

Further particulars on this and other models may 
be secured by writing to the Leopold Company’s home 
offices at Burlington. 

——— 2 
NEW GLOBE-WERNICKE INDEX TABS 

The Globe-Wernicke Co., Cincinnati, has recently 
offered to the trade three types of index tabs, indexed, 
strip and shield, for records and books. They are avail- 





THE NEW GLOBE-WERNICKE TABS.—Top: 
Close-up of the Utility style (left) and the 
U-Mak-A style (right). Lower: All three types. 


able in two styles, “U-Mak-A”, which is celluloid with 
cloth skirt, and “Utility” which is all celluloid. 
The indexing is printed on the tab while the strip 
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type has removable inserts that permit any desired 
indexing, the tabs being cut to suit. The shield type 
tabs also have removable inserts and are furnished in 
four widths, five-eighths of an inch, one inch, one 
and one-half inches and two inches. They all have 
three-eighths of an inch projection. 

These tabs are easily affixed to records and books 
and will not come loose under constant handling. Both 
styles have an automatic stop which assures perfect 
alignment. 

— a 
A NEW PLAN FILE CABINET 

A recent addition to the Corry-Jamestown line is a 

new cabinet for drawings and blue prints. Illustrated 





CORRY-JAMESTOWN PLAN CABINET 


in the accompanying picture, this cabinet is available 
in five, three, and one-drawer styles. These are made 
in three different widths and depths. 

Sturdily constructed, these cabinets have drawers 
operating on ball bearing roller channel suspensions 
with gravity stops. The drawers are also furnished 
complete with front compressors and rear hoods. 

A new folder illustrating this line and giving full 
information may be had by writing the Corry-James- 
town Manufacturing Corporation, Corry, Penn. 


—_- —- 
SEALOCK SAFETY ENVELOPE 


Designed to give positive protection against pilfering 
and to secure complete privacy of mail, a new type of 




















QUALITY PARK’S SEALOCK ENVELOPE 


safety envelope, trade-named the “Inner SeaLocK,” has 
recently been placed on the market by the Quality 
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Park Envelope Company, 11-116 Merchandise Mart, 
Chicago. 

The principal feature of the envelope is a metal lock- 
ing device, flat, light in weight and positive in action, 
which once closed cannot be opened again and there- 
fore necessitates slitting the envelope. With the con- 
tents in place the envelope is closed by the usual 
gummed section and then definitely sealed by action of 
the lock which is completely out of sight. 

The actual sealing is simple, as shown in the illus- 
tration. The tongue, firmly attached to the flap of the 
envelope, slides easily into the lock proper, (shown by 
the dotted lines) where it engages with a double slot in 
such a manner as to definitely preclude opening the 
envelope without mutilating or destroying it. 

The Inner SeaLocK safety envelope is made in vari- 
ous flat and expanding sizes, samples of which may be 
obtained on request. 


STANDARD MAILING ANNOUNCES NEW FLUID 
DUPLICATOR 

A new fluid duplicator, listed as the S-W model, has 
recently been announced by the duplicating machines 
division of the Standard Mailing Machines Company, 
Everett, Mass. It is described as a low-priced duplica- 
tor with all the essential features of higher cost ma- 
chines. 

Among the features of the S-W claimed by the man- 
ufacturers are (1) latest type reservoir guaranteeing 





S-W MODEL FLUID DUPLICATOR 


fluid economy, (2) visible fluid level in filler bot- 


tle, (3) handle stop ensuring ease of operation 
and accurate registration, (4) automatic coun- 
ter, (5) fixed stripper bar giving uniform copies, 


(6) handsome flexible lacquer finish, (7) shut-off filler 
bottle, (8) single pressure dial, (9) sturdy gear con- 
struction, and (10) ability to handle forms up to nine 
by fourteen inches. 

The addition of the S-W to the Standard Mailing 
Machines Company line of duplicators brings the 
total of models to seven. Of the six previous models 
three were electric and three hand operated. 

Further details may be obtained by writing to the 
company’s home offices. 


ee 


New Machines and Devices Sec- 
tion Continued on Page 119 
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GARVIN IS GUEST OF SQUARE CLUB 

With seventy enthusiastic members present, the Sta- 
tioners 12:30 Club, New York City, held a special din- 
ner at the Aldine Club on Thursday, December 2 in 
honor of Charles P. Garvin, general manager of The 
National Stationers Association. 

As soon as the meeting was called to order Mr. 
Garvin was introduced to the assembled members of 
the club by Harry Tehan, vice-president of the N. S. A., 
and chairman of the board of directors of the club. 
The speaker prefaced his address by telling his pleas- 








SH } 
«! 


CHARLES P. GARVIN 


ure at being a guest of an organization the members of 
‘which were men with whom he has “gone down to- 
gether during his years in the industry.” 

Optimism was the keynote of Mr. Garvin’s address. 
He said he had visited factories in and about New York 
and had discovered that there is an unusually fine crop 
of local men in the stationery industry. He spoke, also, 
on the actual conditions of the business world and 
gave the opinion that there was no need to feel de- 
pressed because 1938 is going to be a good year. 

He asked all those present for their cooperation in 
the work done in Washington by publicizing the vari- 
ous factors that injure business. “Definite personal 
effort by everyone can help make business better” he 
said. 

Mr. Garvin commented on conditions throughout 
the country but explained that the New York situation 
was not a “national” situation. Conditions immediately 
ahead for New York are superior than those existing 
now he said. 

“There is a wonderful market in New York,” Mr. 
Garvin declared, “but in order to fully enjoy it and 
to improve it each of you must be interested in making 
a better living and interested in cooperating with each 
other to get it.” 

Before the dinner came to an end Dwight N. Briggs, 
president of the club, told the assembled members that 
the organization’s Christmas party was to be held on 
December 28. 

—_—_——_—_— 
D. D. MILLER WITH “VARI-TYPER” 

D. D. Miller, San Francisco, for seventeen years a 
member of the Multigraph sales staff, holding posts 
at Baltimore, Nashville and Richmond, and for the 
last five years at San Francisco, has resigned and 
taken the northern California agency of the Vari- 
Typer, with offices in the Rialto building San Fran- 
cisco. 

Mr. Miller’s long experience in the sale of specialized 
office machines makes him admirably equipped to 
handle the Vari-Typer, which has been developed into 
an office composing machine, unique in function and 
remarkable in adaptability. 
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“DITTO,” “POSTINDEX” AND “ART METAL” 
JOINT EXHIBIT 


On Monday, November 29, W. J. Myers, Jr., Wash- 
ington manager of Ditto Sales & Service, H. H. Har- 
man, Washington manager of the Postindex division 
of the Art Metal Construction Company, and P. D. 
Farrell, Washington manager of “Art Metal,” opened 
a joint exhibit of the two companies’ products on the 
ground floor of the Southern building, Fifteenth and 
H streets. 

“Ditto” featured latest models of equipment, particu- 
larly the heavy duty, S10 model, for system work and 
the new models D6 and D7 direct process machines. 
In charge were W. J. Myers, Jr., W. E. Durbin and W. F. 
Braswell of Richmond and W. G. Judt of Baltimore. 

The Art Metal featured Airline desks, Director files, 
etc., including the new Airline desk in satin aluminum 
finish and the new Art Metal “Users Guide.” Manager 
P. D. Farrell was in charge. 

“Postindex” featured self-aligning trunnion wire 
cardholder for visible records. Models of all types of 
visible record equipment were on display, including a 
new Postindex “Better Sight Index and Copyholder” 
using an I. E. S. approved lamp. H. E. Harmon was in 
charge, assisted by John Smith. 

The original plans for the display were for five days 
from November 29, but the exhibits developed such 
interest and attracted so many government depart- 
ment officials that it was carried into the second week. 


——-- -9~at 


GOODHEW JOINS PATTERSON IN SOUTH 


J. W. Goodhew, for the past four years New Orleans 
branch manager of the Ohio Chemical & Manufac- 
turing Company, Cleveland, on December 1 took over 
the Southern territory for the All-Steel-Equip Com- 
pany, Aurora, Ill. The district is under the supervision 
of Alex Patterson, Mr. Goodhew’s father-in-law. 





J. W. GOODHEW 


Mr. Goodhew, who has a host of friends in the 
South, took over the territory as a special representa- 
tive of All-Steel-Equip. With Mrs. Goodhew and his 
son, J. W. Jr., he will reside in Birmingham, the city in 
which Mr. Patterson maintains his headquarters at 
724-25 Chamber of Commerce building. 

OFFICE APPLIANCES welcomes Mr. Goodhew into the 
field and joins with his many friends in wishing him 
continued success in his new undertaking. 

=e —_____—_ 


SPENCERIAN IN NEW LOCATION 


After conducting business for over fifty years at the 
same address, 349 Broadway, New York City, the Spen- 
cerian Pen Company has announced its removal to 
larger and more convenient quarters at 434 Broadway. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 
Mr. Jackson’s association with the trade and his contacts with its organiza- 
tions afford him information valuable to those desiring to cultivate the British 


market. 


In subscription matters, O. Viborg-Larsen, Dalforet 16, Copenhagen, 


Denmark, is the authorized representative of Office Appliances in the British 
Isles. 


London, November 8, 1937. 

It is with mixed feelings that I return to writing 
this London Letter because it marks the end of two 
very enjoyable months in your country. During my 
absence this letter has been very ably written by Mrs. 
Elliott, the assistant secretary of the Office Appliance 
Trades Association, to whom, incidentally, I am con- 
stantly indebted for news concerning the trade. 

My visit to U. S. A.—the first I have made—is one 
that I shall never forget. I have been fortunate in my 
travels to various parts of the world in the past, but 
I do not know that I have ever received such a cordial 
welcome and generous hospitality. Everywhere I went 
everybody did their best to make me feel at home, 
offering to do anything they could to help me and 
entertain. As to your hospitality, well all I can say is 
that at times it was overwhelming. I may say that 
before I left well meaning friends told me to beware 
of American hospitality, so, being fore-warned, I was 
able to “watch my step.” 

In the short time I was in the States it was impossi- 
ble to see everybody and everything that one would 
have liked to have seen. As it was, my contact with 
the members of the office appliance trade was limited. 
I had the pleasure of meeting Mr. L. C. Stowell, exe- 
cutive vice-president of the Underwood Elliott Fisher 
Company. Mr. Stowell was kindness himself, showed 
me their fine new offices in First avenue, and was able 
to be of personal assistance to me in my business in 
New York. 

Then I received the greatest assistance from the 
Dictaphone Sales Corporation. On my arrival in U.S.A. 
I found a letter of welcome from Mr. M. B. Sands who 
hac made arrangements for me to have a Dictaphone 


at whatever hotel I stayed. This was an enormous 
help. I am reminded of one humorous incident where, 
before dictating my correspondence, I had dictated a 
few words to the transcriber to the effect that I hoped 
she would be able to understand my dictation. I had 
in mind of course the peculiarities of my English 
accent, but the transcriber, thinking that I was a 
newcomer to a dictating machine, pinned a little 
note to my finished work saying that if it was any 
encouragement to me, I dictated very nicely! I feel 
very bucked after using a Dictaphone for seven years. 

I must say a word about the kind and courteous 
service given me by the whole staff of “Orrice Ap- 
PLIANCES”. It was a great pleasure to meet Mr. Evan 
Johnson with whom I have been corresponding for 
quite a number of years. Apart from business I 
thoroughly enjoyed a week-end motoring with Mr. 
Johnson and his wife, and learned something of your 
country lanes, motor highways, and customs. Then 
Mr. C. H. Everly of the New York office extended 
to me the same whole hearted welcome. This is not 
all the story. Every member of the “Orrice APPLIANCE” 
staff went out of their way to make me feel at home 
and to do anything for me. I should like to mention 
every one of them by name, but I might miss some- 
body and then the trouble would commence! But I 
must end up by recording my appreciation for the 
smiles of welcome from the lady members of the 
“OFFICE APPLIANCE” staff. 

« . = 

Soon after my return, the Office Appliances Trades 
Association held their 18th Annual General meeting 
at the usual venue, the Connaught rooms. Unfortun- 
ately last year’s chairman, Mr. Harry Stiles was absent, 
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for as most of your readers will know, Mr. Stiles has 
accepted an appointment in Canada. Mr. Edgar Smith 
(Block & Anderson, Ltd.) the immediate past chair- 
man, took the chair at the meeting. It was an ex- 
ceptionally well attended gathering, there being 125 
present, which looks like constituting a record. 

It is of course with much pleasure that I report 
the new chairman as being a member of the Jackson 
Clan! Mr. A. R. Jackson, general sales manager, 
Kardex Division, Library Bureau, Ltd., was unani- 
mously elected chairman. Mr. Jackson has not served 





A. R. JACKSON 


on the executive before, but for some while has been 
chairman of a sub-committee dealing with trading 
conditions in the visible index section of the trade. 
In this position he has earned the respect and ad- 
miration of every one in the section, so we are all 
looking forward very much to his term of office as 
chairman of the Office Appliance Trades Association. 


Then followed the election of the Executive which 
is now—Mr. W. Desborough (Powers Samas), Mr. 
W. G. Gledhill (Gledhill Brooks Time Recorders), Mr. 
E. C. Rylands (Carter Parratt, Ltd.), Mr. R. G. Tann 
(The Art Metal Construction Company), Mr. Shelton 
Cox (Percy Jones—Twinlock-Ltd.), Mr. N. W. Mawle 
(British Typewriters, Ltd.). Messrs. Desborough, Gled- 
hill, Rylands and Mawle are members of what was 
humorously referred to as “The Old Gang”. Mr. Tann 
and Mr. Shelton Cox are newcomers and as you 
already know, Mr. Shelton Cox is president of the 
Stationers Association for the present year. Everyone 
present felt that the association should be congratu- 
lated on the election of such a fine executive. With 
some of them carrying on the old tradition, with the 
experience of the past codperating with new blood, 
there seems every reason why the association should 
grow in vigour and activity. 

During the meeting, the chairman read a letter 
of good wishes from Mr. Harry Stiles in Canada, and 
it was agreed to send greetings and good wishes for 
his continued success. 

The chairman also referred to the absence of two 
outstanding figures in the trade—Mr. J. Halsby, the 
Honorary Secretary of the association, and Mr. W. J. 
Richardson. Mr. Halsby is confined to his bed as a 
result of the strenuous days of the recent Business 
Efficiency Exhibition. I went to see him the other 
day and found him very cheery, only remaining in 
bed because the doctor said he had got to! The 


members gathered at the Annual General Meeting, 
unanimously decided to send him good wishes for his 
Speedy recovery. Mr. W. J. Richardson’s absence was 
due to the passing away of his son, Mr. Conrad Rich- 
ardson, a few days prior to the meeting. Mr. Conrad 


43 


Richardson was a director of W. J. Richardson & Sons, 
manufacturers of quality carbon paper and typewriter 
ribbons. Although Mr. Conrad has been a sufferer 
from asthma for some years, his final passing was 
quite sudden. 

Finally I must report that the dinner which fol- 
lowed the Annual General Meeting was of a very 
cheery nature. Numerous toasts were proposed, and, 
in company with my father, I had the pleasure of 
drinking a special toast to the chairman, Mr. A. R. 
Jackson. 

Excellent entertainment was provided and we all 
went home at a reasonable hour feeling happy and 
contented. A jolly fine show!—VEJ 

Oe 


SWISS ORGANIZATION HELPS DEVELOP BUSINESS 

The Neuchatel Office to Foster New Industries is the 
name of an organization at La Chaux-de-Fonds, 
Switzerland, which undertakes to carry out “researches 
and negotiations” with a view to develop fresh indus- 
tries and manufactures in the Canton of Neuchatel. 
The organization is sponsored and maintained by 
State, Canton and towns and offers its services free to 
any endeavor which seems “likely to afford new possi- 
bilities of labor.” The aims and purposes of the group 
are advertised by the Neuchatel Technical School (Le 
Loche—La Chaux-de-Fonds) through its free training 
courses in which skilled labor is formed or re-adapted 
in conformity with the requirements of new industrial 
activities. 





ROYAL ON DISPLAY AT THE PRAGUE.—This beau- 

tiful display was shown at The Prague, Czechoslova- 

kia, recently by Josef Foist, representative of the 

Royal Typewriter Company, Inc. Note the Royal ma- 

chine decorated with a laurel wreath which was the 
center of the exhibit. 
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AMARAL & CIA INCREASE CAPITALIZATION 
On September 24, 1937, Alberto Amaral & Cia, Ltd., 
Pernambuco, Brazil, added $34,500 to their original 
capital of $11,500. The increase in capitalization was 
found necessary in order to have a financial structure 
adequate to the growth of the business. For many 
years the company has imported products made in the 
United States, including Underwood typewriters and 
Sunstrand adding machines. 
‘ onan 
KOSMOGRAPH MOVES TO LARGER FACTORY 
Kosmograph Diktiermaschinenfabrik, Dresden A 16, 
Germany, is now established in a larger factory at 
Blasewitzer Str. 60. The company manufactures a 
dictating machine which employs a disc instead of a 
cylinder. 








HORDER’S STAGE LEATHER GOODS WEEK 


On Monday, November 8, one window in each of 
the twelve Horder’s stores in Chicago was devoted 
exclusively to leather goods. As may be seen in the 
accompanying photograph, the type of items range 
from bill folds, card cases, key cases, pocket note cases, 
etc., to zipper ring binders, multi-pocket portfolios and 
zipper cases of various types and sizes. 

Each clerk in every store was provided with little 
badges of genuine leather, carrying words announcing 
the Leather Goods Week. In addition to the window 
displays, leather good’s groups were set-up inside all 
stores. 

To give effective support to the displays, Mimeo- 
graphed circulars were distributed in the building in 
which the stores are located. The response was prompt 
and profitable. 

Although the windows were similar in general de- 
sign, they were necessarily varied in setup because of 
variations in window sizes and depths. Each featured 
some small items at special prices and in that way 
secured the means of directing attention to other, 
more expensive types of leather merchandise. The 
time and effort expended in planning the event and 
staging it proved worth while because of increased 
business volume. No special incentives were provided 
the salesmen in the way of contests or prizes, but each 
responded with enthusiasm, determined to make his 
record of leather goods sales compare favorably with 
the records of other members of the staff. 

Occasional special emphasis upon leather goods 
might well become a profitable part of every dealer’s 
merchandising program. 

—>--— 


BRAMWOOD PRESS COMPLETES EXPANSION 
PROGRAM 

“It had to be done. Like the growing boy who filled 
his clothes ‘too well’ our constantly expanding tusiness 
‘out-grew’ our old quarters several years ago—but we 
just couldn’t find time or opportunity to correct the 
situation until this fall.” 

With these words, The Bramwood Press recently held 
a three-day house warming to celebrate the completion 
of an expansion program which has doubled its former 
size at 121 West North street, Indianapolis, Ind. 

Completion of the building addition gave the firm 
an additional 8000 square feet of floor space. Stock 
was increased, displays doubled in size and storage 
space arranged so that, in the words of President G. J. 
Bramwood, the staff can now work without “falling 
over each other.” 
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THE EMPHASIS IS ON LEATHER 

GOODS.—During the week of Novem- 

ber 8, Horder’s, Inc., Chicago, main- 

tained a window display like the one 

shown here in each of its twelve stores 

in Chicago. The result was very grati- 
fying. 


Another special feature which is expected to prove 
useful for the store’s customers is a parking space for 
automobiles. Here shoppers may leave their machines 
without any charge whatsoever. 

Included in its fine stock of office equipment, ma- 





ADDITIONAL QUARTERS ACQUIRED BY THE BRAMWOOD 
PRESS.—(Top) A view of the Indianapolis company’s estab- 
lishment since extensions were finished at 121 West North 
street and a free parking space installed in the rear. (Lower) 
Greatly increased stock of Corry-Jamestown “Steel Age” 
equipment made possible by the additional stock space. 


chines and supplies, the Bramwood Press handles Ace 
stapling machines, Corry-Jamestown “Steel Age” line 
of cabinets, desks and filing equipment, Meilink safes, 
vault doors and other equipment, National Blank Book 
Company products, Koyde typewriter ribbons and car- 
bons, Indiana Desk Company desks, “Eff & C” posture 
chairs, Faultless chair casters and glides, and the New 
Indiana Chair Company line of chairs. 
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BICKETT AWARDS GEESE TO BOWLING WINNERS 

Eighteen fat Watertown geese, a number of the 
famous Watertown squabs and one duck were shipped 
last month to winners of the annual bowling tourna- 
ment sponsored among its dealers by the L. M. Bickett 
Company, Watertown, Wis. 

These fine and timely prizes were awarded shortly 
after the tournament ended on November 19 and were 
expressed to the winners in time to grace many 
Thanksgiving tables throughout the country. 

Conducted by Jim Brown, who signs himself the 
Bickett Company “office boy” but who, in reality is 
L. M. Bickett himself, the contest began on October 25. 
Dealers in Bickett products dusted off their best teams 
and sent them out to practice in the hope that they 
would win the grand prize, which included a fat goose 
for the company boss. 

Day by day the contest raged and when the smoke 
of battle cleared away the results were as follows: 

Winner of the grand prize of six geese, The Brooks 
Company, Cleveland, Ohio, with a score of 2,934; The 
White Company, Columbus, Ga., one goose, for low 
team score of 1,376; Mr. Hodge, Franklin DeKleine, 
Lansing, Mich., one goose, one-man high score of 638. 

Ten companies were winners of one goose each for 
coming closest to as many scores picked in advance 
and sealed until after the contest. The winners, the 
hidden scores and the scores actually run up were 
as follows: 


WINNER HIDDEN ACTUAL 
H. Niedecken Company, Milwaukee...... 1981 1989 
Northwestern Furniture Co., Milwaukee. .2093 2093 
Curtis 1000, Inc., St. Paul, Minn......... 2142 2143 
Peerless Printing Co., Marion, Ind.......2166 2163 
E. L. Chester Co., Beloit, Wis............2247 2242 
Curtis 1000, Inc., St. Paul, Minn.........2346 2347 
Railey Printing Co., Wichita Falls, Tex..2418 2397 
Seemann & Peters, Inc., Saginaw, Mich..2594 2596 
Brown & Saenger, Sioux Falls, S. D.....2666 2660 
Farnham Stationery & School Supply Co., 

oe ee ee ee ree 2747 


Mr. Emerson, of the Marshall-Jackson Company, 
Chicago, who made low one-man score of 242, was 
originally scheduled to win a Watertown squab, but 
through the generosity of “Jim Brown” this was 
changed to a duck. 

PARTICIPANTS IN THE CONTEST 


Peerless Printing Corp., Marion, Ind................. 2163 
Brown & Saenger, Inc., Sioux Falls, 8S. D..... ....2660 
Office Supply & Printing Co., Sheboygan, Wis........2782 
Perkins Brothers Co., Sioux City, Iowa........ ; ..2405 
H. Niedecken Co., Milwaukee, Wis............ re 
SG. W. Back Ca, BO, Bikes 04 che icsasvssve . 2476 
The White Co., Columbus, Ga............ ..1376 
Northwestern Furniture Co., Milwaukee, Wis. .2093 
Siekert-Baum Stationery Co., Milwaukee, Wis....... 2735 
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Marshall-Jackson Co., Stationery Sales, Chicago, I11..2334 
Marshall-Jackson Co., Store Sales, Chicago, Ill.......2137 
Marshall-Jackson Co., Furniture Sales, Chicago, I11..2135 
Marshall-Jackson Co., Printing Sales, Chicago, Ill... .1888 


BB. L. Chester Goe., Batele, Wities. cevcsvecevssves verre. 2242 
B. Ek. Chester Gar, Maneths Wits... ccccccccsvicetscecs 2193 
Rucker-MacDonald-Livermore, Los Angeles, Calif... .2475 
Macey-Fowler, Inc., New York, N. Y....... Not Reported 
Railey Printing Co., Wichita Falls, Tex............. 2397 
American Printing Co., Galveston, Tex.............. 2342 
American Printing Co., Galveston, Tex.............. 1926 
American Printing Co., Galveston, Tex.............. 2370 
Farnham Stationery & School Supply Co., Minne- 
apelin, Ms cewtbitnisenedsccetesens hones eeansae 2747 
Brikeon’s, Bnd TeIeGe, GOGO. ooo 0d incdss Voeds sean var 2597 
Japs-Olson Co., Minneapolis, Minn...............055 2723 
Seemann & Peters, Inc., Saginaw, Mich..............2596 
A. & BB. Guppliy Co., Dwuletth, BEMis coc vccccvicnsves 2475 
Carl Herrmann Co., Green Bay, Wis................ 2824 
Curtia 2000; Bae BS.. Pamk, BER. «sine ti wee ue ceasics 2347 
Curtis 1000, Inc., St. Paul, Minn...........ses08: + +2143 
Curtie 1006, Inc., Bt. Pawl, Mime... . co cccscvccestsceceene 
Curtis 1066, Ime. BE. Paial, BERG. ccc icesescsencecnt sue 
A. Dirkson & Sons, Springfield, Ill.................. 2837 
Pembroke Co., Salt Lake City, Utah.............08. 2558 
Race Office Equipment Co., Oshkosh, Wis..Not Reported 
S. J. Ginem Ca, BewWemmead, Wilks os sos occ cnctssisune 2218 
The Johnston Press Co., Wichita, Kans....Not Reported 
Joplin Printing Co., Joplin, Mo............ Not Reported 
Mercantile Paper Co., Montgomery, Ala............ 1588 
Franklin DeKleine, Lansing, Mich................+.. 2667 
Latsch Brothers, Lincoln, Nebr............ Not Reported 
The Broeks.Ca., Gapreei, Mes cnx ueike cece ntceaca 2934 
Carpenter Paper Co., Omaha, Nebr...........ccseccseee 2294 
The Clegg Co., Bam AMSOREG, TOM cc. cs civeccicciccsssa 2879 
J. P. Duskeg, Weis: Wehkiecs vecsclt cease Not Reported 
A. Dirkson & Sons, Springfield, ITll............e-2e00. 2460 


Five squabs were also awarded to women bowlers 
bowling 500 or over and the winners were: Helen 
Dresch, The Clegg Company, San Antonio, Texas; 
Anne M. Hermanek, Carpenter Paper Company, 
Omaha; Mrs. Graham, E. L. Chester Company, Beloit, 
Wis.; Betty Lamontain, Carpenter Paper Company, 
and Alice Nelson, Curtis 1000, Inc., St. Paul, Minn. 
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MAVERICK-CLARKE FOLDER GIFT REMINDER 


A clever and timely reminder that the season ap- 
proaches when gifts are in order is a folder mailed to 
its customers by Maverick-Clarke, the “office man’s 
department store,” San Antonio, Texas. 


Printed in green, red and black and folded into a 
neat Christmas card effect, the folder illustrates a 
number of ideal gifts for the office worker including 
pen and pencil sets, electric clocks, brief cases, chair 
cushions, lamps, work distributors, desk sets and other 
items to add to the efficiency or comfort of the office 
man or woman. 
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EVERYONE HAS HEARD OF THE FAMOUS 
WATERTOWN (WIS.) GEESE.—The L. M. Bickett 
Company recently awarded eighteen of them to 
bowling champions in various sections of the 
country and then sent us this picture by way of 
proving it. They didn’t say these were the actual 
geese awarded but—what's the picture for? 
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MACEY BUSINESS MAKING RAPID RECOVERY 

During the past four months, The Macey Company, 
Grand Rapids, Mich., has demonstrated its inherent 
soundness as a business institution by paying out of 
earnings fifty per cent of its entire indebtedness. 
Further, the liquid assets of the business, cash and 
receivables, have been built up to a point where they 
now about equal the firm’s remaining liabilities. 

At the present rate of advance, the Macey affairs 
will soon be in shape to permit reorganization and 
establishment upon the solid basis that obtained prior 
to the labor strike last spring. 

Whatever changes, or reorganization if any may 
be made will have no effect upon the distribution 
of the Macey lines. Production has been increased, 
a new line of beautiful Standard Grade A steel desks 
has been announced, and dealers are being kept well 
supplied. The company’s deep rootage in the industry 
and the prestige of its products insures permanency 


for the business. 
—_—_—"__o—=- 
A. D. K. CORPORATION CHANGES NAME 

The A. D. K. Corporation, Chicago, long known to 
the trade as manufacturers of the Trigger Action 
staplers and tackers, last month changed its name to 
Fasteners Corporation in a statement signed by 
Edward Krantz, president of the organization. 

In announcing the change Mr. Krantz’ statement 
said: 

“The automatic stapling machines, tackers and 
staples formerly sold by the A. D. K. Corporation have 
met with gratifying response. To make the name of 
the company more descriptive of the product, the 
corporate title has been changed to Fasteners Cor- 
poration. We have recently enlarged our plant, which 
is now fully equipped for complete production and 
orders will be filled promptly.” 

The corporation maintains offices and plant at 2531- 
33 North Ashland avenue in Chicago. 

—___—>—0— 
CUSHMAN & DENNISON MANUFACTURING 
COMPANY MORE ACTIVE 

The Cushman & Dennison Manufacturing Company, 
241-43 West Twenty-third street, New York, N. Y.., 
established in 1884 and for many years outstanding in 
the trade by the introduction of various popular spe- 
cialties is again to become active in the field. 

In recent years the company has supplied its lines 





to the trade indirectly. It will now resume its former 
relationship with wholesalers and retailers with the 
well known “C & D” line. 

The company put the “Gem” clip, the “Ideal” clamps 
and clips and the “Perfect” oiler on the market. It 
also established the “L. E. B.” binder clips. It will 
first specialize in the “L. E. B.” binder clips and the 
“Niagara” paper clips. Two or three new specialties 
which are almost certain to arouse considerable in- 
terest in the trade are in hand. 

The company’s old friends will be pleased to learn 
that direct relations are to be restored. 

EE IO et aT 

CAST OFFICE SUPPLIES, INC., HOLDS OPENING 

As this issue is being printed the formal opening of 
Cast Office Supplies, Inc., is being held at 133 North 
Market street, Wichita, Kansas. 

Although in actual operation since November 22, the 
new company, headed by Herman H. Cast, was sched- 
uled to hold the formal housewarming on December 
6 and 7. 


Mr. Cast is well known in the industry. His ex- 





HERMAN H. CAST 


perience covers a period of over twenty-seven years 
for twenty of which he was an executive of the West- 


ern Lithograph Company in Wichita. 
LE 


RICHMOND (VA.) FIRM OPENS NEW STORE 
On Friday, November 19, was held the official open- 
ing of the new and enlarged store of Cole, Harding & 
James, Inc., at 1011 East Main street, Richmond, Va. 
The company will feature office furniture and supplies. 
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UEF EXECUTIVE CHANGES 
Affecting only the sales educational and the patent 
department, three new changes in the executive staff 
were announced late last month by the Underwood 
Elliott Fisher Company, New York, N. Y. The men 





R. E. STEWART L. G. JULIEN 


affected are L. G. Julihn, R. E. Stewart and Leo T. 
Osmon. 

Mr. Julihn was appointed manager of the company’s 
patent department. This appointment came shortly 
after the company ordered the patent department 
moved from the home offices at One Park avenue, New 
York, to the General Research Laboratory at Hartford, 
Conn. Prior to the move all patent activities were 
under the direction of B. C. Stickney and J. A. Holton 
in New York. 

Mr. Stewart, formerly sales education director, was 
appointed school sales manager because of his many 





LEO T. OSMON 


years of experience in sales and educational work. Mr. 
Stewart occupied the post of sales education direction 
since May, 1936, and as a result goes into the school 
sales division well equipped to carry on successfully 
with his new duties. 

Mr. Osmon was appointed director of the sales edu- 
cational division to succeed Mr. Stewart, according to 
the announcement of W. F. Arnold, general sales man- 
ager. Prior to his promotion, Mr. Osmon was principal 
of the Central Sales Training School located at the 
General Research Laboratory in Hartford. In that 
capacity and under the direction of Mr. Stewart he 
successfully planned and organized the Accounting 
Machine Sales School, the efficiency of which is well 
known throughout the field. Prior to joining UEF he 
held positions of sales manager and personnel manager 
in several large organizations, and more recently was 
supervisor of adult education of New York University 
and of the New York City Board of Education. 
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ZAENGLEIN SEES CONTINUED GOOD BUSINESS 
AHEAD 

Announcing the year 1937 has been one of remark- 
able expansion and advancement in all phases of its 
business for the Monroe Calculating Machine Com- 
pany, Inc., Orange, N. J., W. G. Zaenglein, president, 
sees for the months ahead “every indication of a con- 
tinuance of the present conditions for the office appli- 
ance industry, with sales continuing to hold up in all 
branches of the trade.” 

In a recent statement here, Mr. Zaenglein reported 
the following figures to show the growth of his com- 
pany’s plant here, as well as increases in personnel and 
sales: Monroe sales for the quarter ending Septem- 
ber 30 were the best in the firm’s history and were 
forty-four per cent ahead of the corresponding 1936 
period; business for 1937 to date exceeds the total for 
the same 1937 period by seventeen per cent; sales per- 
sonnel of the company was increased seventeen per 
cent, and the Orange plant personnel by thirteen per 
cent, during the year; the plant itself was enlarged 








W. G. ZAENGLEIN 


by new buildings adding 50,000 square feet of floor 
space to its manufacturing departments, and new 
property is being acquired to provide for future ex- 
pansion. 

One of the major events for Monroe in 1937 was 
the election of Mr. Zaenglein to the office of president, 
succeeding the late Jay R. Monroe, founder and first 
president of the organization, whose untimely passing 
occurred last April. Mr. Zaenglein has been associated 
with the Monroe firm since 1921, first as salesman and 
then succeeding to various executive positions. As vice- 
president working in close association with the late 
Mr. Monroe he had assisted in formulating the com- 
pany’s sales policies, and there have been no changes 
in those policies since he assumed the presidency.— 
NJNS 

WARD ANNOUNCES NEW LEASE 

The William E. Ward Company, Inc., New York, N. Y., 
has leased a store in the Wall Tower building at 
70 Pine street. 








EXCUSE US, PEGA 


ART METAL USERS’ GUIDE WIRE-O BOUND 

On page 107 of the November issue, the Art Metal 
Construction Company’s Users’ Guide was erroneously 
described as being spiral bound. Instead, the Guide is 
bound by Wire-O, the excellent method by which a 
given number of sheets are bound in minimum diam- 
eter. The patents covering Wire-O are owned by the 
Trussell Manufacturing Company, Poughkeepsie, N. Y. 











THE GUEST BOOK 


Reginald Tussing, assistant to the president of the 
York Safe & Lock Company, en route to the railway 
station made us a hasty visit on November 11. Enthu- 
Siastic about the new work and York, Penna. Having 
pleasant experience making acquaintance with branch 
and field personnel. 

Ben Dupre, president, Fibroin Stencil Corporation, 
Jacksonville, Fla., affixed his name to the Guest Book 
on November 16. In Chicago to purchase some special 
machines to add to their present equipment when it 
is removed to the new four-story building recently pur- 
chased by the company. The company’s Chicago ware- 
housing has been moved to 1500 South Western avenue, 
which is the shipping point for the city and surround- 
ing territory. The company also warehouses in Dallas 
for shipping to the Southwest, in San Francisco for the 
Pacific Coast, in Philadelphia for certain eastern states 
and in Boston for New England. 

George Marohn of Indianapolis, for the past few 
months in another engagement but for seventeen years 
in the stationery field specializing on duplicating ma- 
chines, looked in upon us November 16. In Chicago on 
special business but with inclination to make some in- 
quiries about the industry in which he has spent prac- 
tically all of his business career. 

E. G. Songstad of Des Moines, Iowa, representative 
for Sturgis Posture Chair Company and Sun Rubber 
Company, signed the Guest Book November 17. Eddie, 
as the trade knows him, was on a regular trip around 
his territory, having worked from Des Moines to St. 
Louis, after which he headed north. He reported an 
interesting volume of business and was optimistic as 
to the possibilities for the remainder of his circuit. 

E. Samuel, of Firma E. Samuel, Stockholm, Sweden, 
signed the Guest Book November 18. Now established 
as an office specialty dealer and agent in Sweden, 
he spent some years earlier selling office supplies at 
retail in Chicago. He spent several weeks in this 
country in November during which time he contacted 
a number of manufacturers of office devices, prin- 
cipally in and around Chicago and New York. 

W. B. Tagney, newly appointed representative of the 
L. M. Bickett Company, Watertown, Wisc., placed his 
signature in the Guest Book on November 26. An ex- 
perienced salesman with a wide acquaintance among 
dealers in the trade, Mr. Tagney is enthusiastic about 
his new connection. He is convinced of its potentiali- 
ties and we have no doubt will soon demonstrate the 
reasons for his confidence. 

—_—=>>-0—__ 


CURRENT FINANCIAL STATEMENTS 


On account of the surtax on undistributed profits 
directors of the International Business Machines Cor- 


THE RECENTLY-INSTALLED GIFT DE- 

PARTMENT OF THE HAZEL-LOCK- 

WOOD PRINTING & STATIONERY 

COMPANY WHICH SINCE ITS INCEP- 

TION ACCOUNTS FOR MORE THAN 

THIRTY-THREE PER CENT OF ALL RE- 
TAIL SALES. 


OFFICE APPLIANCES 


poration last month voted that the dividend ordinarily 
payable in January, 1938, shall be paid in December, 
1937, and therefore have declared a dividend of $1.50 
a share, payable December 23, 1937, to holders of record 
December 15, 1937. Directors also declared a stock divi- 
dend of 5 per cent, deliverable on April 1, 1938 or as 
soon thereafter as practicable, to holders of record 
March 15, 1938. 
7 +. = 

The National Cash Register Company yesterday de- 
clared an extra dividend of 25 cents and a quarterly 
dividend of the same amount on its common stock. 
Four quarterly dividends of 25 cents each were paid 
previously this year, and a total of $1 was paid in 
1936. The company reported a decline of 17.9 per cent 
in domestic orders received in November, as compared 
with November, 1936. Bookings totaled $2,103,425, 
against $2,561,375 a year ago. Orders for the first 
eleven months of this year, however, were 9.9 per 
cent higher than in 1936, totaling $26,993,550 against 
$24,561,950. (Chicago Daily Tribune, December 3, 1937.) 

> > > 

Royal Typewriter Company, Inc., reports for the 
quarter ended October 31, 1937, net income of $643,245, 
equal to $2.15 a share in the common stock. This 
compares with a net profit of $705,673, or $2.38 a share 
in the quarter ended October 31, 1936. (New York 
Herald-Tribune, November 26, 1937.) 

REAR: 82S ES 
LOCKWOOD-HAZEL ADDS GIFT DEPARTMENT 
The Lockwood-Hazel Printing & Stationery Com- 

pany, Atchison, Kans., recently added a large gift 
department to its retail store which has already ac- 
counted for thirty-three per cent of all retail sales. 

Previously the company, although maintaining a 
combination office and retail store, did most of its 
selling outside. Very little retail business was con- 
ducted inside the establishment and this state of 
affairs led to an idea on the part of Ernest Hazel, 
vice-president of the company. 

Why not, he reasoned, either abandon the retail 
store altogether or make it an important factor in 
the business as a whole? The latter suggestion won 
and steps were taken to build up the store into an 
“honest-to-goodness” retail establishment. And part 
of this plan included the establishing of a gift depart- 
ment, shown in the accompanying illustration. The 
reaction of the buying public of Atchison is described 
by Mr. Hazel who explained: 

“We decided to build a retail store and gift depart- 
ment in the true sense of the word. After the change, 
accomplished with no additional overhead other than 
the cost of equipment, our retail sales increased two 
and one-half times over the previous month and today 
the gift department accounts for about thirty-three 
and one-third of our total retail sales.” 
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SMITH-CORONA TRANSFERS STILES TO CANADA 

Harry E. Stiles, who was managing director of L. C. 
Smith & Corona Typewriters Ltd., London, England, 
since 1928, has been transferred to Toronto, Canada, 
where he will assume the position of vice-president 
and general manager of L. C. Smith & Corona Type- 
writers of Canada Ltd. 

Mr. Stiles was sent to England just before the world- 
wide depression made itself felt. He established head- 
quarters at 52-56 Osnaburgh street, Regents Park, Lon- 





HARRY E. STILES 


don, and there took over the reins of the Smith- 
Corona British organization for what was to be a num- 
ber of years of the worst business slump the world 
has ever known. 

From 1929 on he was called upon to use all the busi- 
ness acumen and resourcefulness at his command. 
The best proof of his ability to find continued business 
where business was practically non-existent is the 
fact that under his command the British organization 
successfully weathered the financial storm in a man- 
ner that won the unstinted praise of the home organ- 
ization executives. 

Arriving in New York on October 20, Mr. Stiles spent 
several days at the Syracuse headquarters before jour- 
neying on ‘to Toronto where he will maintain head- 
quarters at 35 Front street East. 

a 
N. A. M. HONORS SPROTT 

J. S. Sprott, president of The Globe-Wernicke Co., 
Cincinnati, has been named a member of the influen- 
tial resolutions committee of the Annual Congress of 
American Industry to be held at New York, December 
7-8-9, under the sponsorship of the National Associa- 
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J. S. SPROTT 


tion of Manufacturers. Charles R. Hook, president, 
The American Rolling Mill Company, Middletown, 
Ohio, is chairman of the committee and Alexander 
Thomson, president, Ohio Chamber of Commerce, and 
chairman of the board, Champion Paper and Fibre 
Company, Hamilton, Ohio, is also a member. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


Bousnmss in Southern California and along the 
Pacific Coast generally for the last six weeks has not 
been quite so active as merchants could wish. However, 
there is no grass growing in the aisles of the stationery 
and office equipment stores. All seem tolerably busy, 
and clerks have little time to exchange views, either 
concerning sports or politics. The latter subject is not 
so popular, many people becoming lost in the mighty 
figures that encompass the National Debt, feebly won- 
dering when, how and by whom it will be paid. There 
be those who think, those who think they think, and 
those who are afraid to think, letting propaganda 
anaesthetize judgment in the fond hope that things 
will be better when they wake. And we sincerely trust 
they will. It is distinctly unwise to sell the United 
States short. 

Rains which have flooded the northern sections of 
the state have missed Los Angeles and other towns in 
Southern California almost completely, but things 
average up in the end and the sway of Jupiter Pluvius 
will again be experienced in the land. 

. > - 

Harry Morgan Recovering from Serious Injuries.— 
About six weeks ago Harry Morgan, head of the Sta- 
tioners Corporation of Los Angeles and former presi- 
dent of The National Stationers Association, had the 
misfortune to fall at his home and sustain a partial 
fracture of the fifth vertebra. As a result of the injury 
he was several weeks in bed and only recently has he 
been able safely to get about the house. It is expected 
that his physicians will soon release him from the 
“harness” for such cases provided and permit him 
again to attend to his regular work at the office. 

. oa > 

November Meeting of Ribbon and Carboners.—The 
monthly luncheon meeting of the Carbon and Ribbon 
Association of Southern California took place in the 
grill of the Clark hotel, Los Angeles on November 4. 
A number of interesting topics pertaining to the busi- 
ness were discussed. Those present included the fol- 
lowing: W. E. Sibertson, American Ribbon and Carbon 
Company, president; A. M. Heck, Columbia Carbon 
Company of Dayton, Ohio; C. K. Bland, Western Car- 
bon Paper Manufacturing Company; E. W. Billings, 
Jr., Winn-Billings Company; Robert P. Picou, Cali- 
fornia Carbon Paper Company; C. Waltner, Grimes- 
Stassforth Stationery Company; T. H. Toomey, H. E. 
Bignall and Nelson Ross, all three of the Remington 
Rand organization. 

It was announced that the association’s Christmas 
party will be held on December 8. The rule is that 
meetings shall be held on the first Thursday of each 
month, but inasmuch as the day falls this year on the 
first of December it was decided to defer the meeting 
one week. 

On motion of A. M. Heck of the Columbia Carbon 
Company of Dayton, Ohio, a vote of thanks was ex- 
tended to Orrice APPLIANCES and its representative, 
H. W. Martin, for faithful attendance at meetings of 
this association and accurate presentation of proceed- 
ings. 

Mr. Heck said that these reports had been respon- 

(turn to page 71, please) 
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MEETINGS—CONVENTIONS—DINNERS 


PEARCE GUEST OF K. C. STATIONERS 


Norman Pearce, Eberhard Faber Pencil Company, 
was a guest of the Kansas City Stationers Association 
at its monthly meeting held on November 6. Mr. Pierce 
was in Kansas City on company business when he 
dropped in to exchange greetings with the local sta- 
tioners. 

According to officials of the organization, headed by 
President Will Reuter, increased attendance and re- 
newed interest of the membership have marked the 
recent order whereby the former strictly business meet- 
ings have been changed to combination luncheon 


meetings. 
a 


SMITH-CORONA HONORS BASTOW AT DINNER 


A dinner in honor of Robert Bastow, vice-president 
and general manager of L. C. Smith & Corona Type- 
writers of Canada Ltd., was given at the Royal York 
hotel, Toronto, November 1. Mr. Bastow has retired 
from the Canadian company and will be henceforth 
connected with the home office of L. C. Smith & 
Corona Typewriters Inc., at Syracuse, N. Y. 

He was succeeded in Canada by Harry E. Stiles who 
was formerly managing director of L. C. Smith & 
Corona Typewriters, Ltd., in London, England. 

Hurlbut W. Smith, president of the company, accom- 
panied by Mrs. Smith were guests at the dinner. Mr. 
Smith expressed his appreciation of Mr. Bastow’s 
efforts and presented him on behalf of the Toronto 
staff with a fully equipped cellarette and a handsome 
set of china tea dishes for Mrs. Bastow. The following 
day Mr. Bastow received a pair of Four-Point Hudson 
Bay blankets the gift of the the factory staff. 

In addition to Mr. and Mrs. Smith, those who at- 
tended the dinner in honor of Mr. Bastow were G. A. 
Gibson, L. Niles, Miss V. Omer, A. Stark, T. E. McGuire, 
W. Day, J. O'Meara, Paul Boland, H. E. Stiles, E. L. 
Burden, A. O. Dawson, Mrs. G. E. Heywood, H. Wide- 
man, Henry Ritchie, C. J. Gillooley, Miss H. Warwick, 
T Andrus, Ross Woodrow, Miss M. McGee, A. G. Hale, 
Mrs. G. Coyle, F. G. Randall, Miss K. Adams, J. Trempe 
and Miss E. Birch. 


N. ¥. SALESMEN PLAN LEGION POST 


For the purpose of launching plans toward organiz- 
ing an American Legion post made up of members of 
their industry, a number of New York City stationery 
and toy salesmen held a meeting in the Fifth Avenue 
building, November 20. 

A fine incentive to reach their goal was given when 
sixteen of the men present voiced a desire to organize 
the post. They were William A. Mayers, Phil Kittay, 
Larry Schmidt, H. B. Woodward, Lee Treadwell, Lou 
Carl, Charlie Scott, A. Carbone, Walter Meilius, 
H. Woelflie, Leo Schloss, J. Edward Vogt, J. Swedlin, 
Maxwell Saron, B. Blumberg and Gus Peverelly. 

During the meeting it was pointed out that provi- 
sions are being made to accept associate members who 
belong to other posts but whose standing therein would 
not be affected by association with the proposed or- 
ganization. It was also explained that a total member- 
ship of fifty must be reached, that being the minimum 
allowed under the laws of New York state before a 
charter will be granted. 

Those desiring to communicate with the organiza- 
tion committee should write to Room 357 or Room 559, 
200 Fifth avenue, New York City, or attend the next 
meeting scheduled for December 28. 

—_——_0—= > 


CHICAGO TYPEWRITER MEN DISCUSS RENTAL 
AND REBUILDING RATES 


At the regular monthly meeting of Chicago Type- 
writer Dealers Association, held in the Sherman Hotel, 
Tuesday, November 9, 1937, F. A. Kingery was ap- 
pointed chairman for the evening by President E. A. 
Hug. The first order of business, after the reading 
and approval of the minutes of the previous assembly, 
was the giving of a complete report on manufacturers’ 
rental and rebuilding rates by R. C. Goldblatt. As an 
indication of how well the report was received, it was 
voted to have copies made of it for distribution to each 
member of the association. 

After an announcement that it will not be neces- 
sary for dealers to secure licenses to operate during 





FAREWELL DINNER IN HONOR OF ROBERT BASTOW 


Left to Right, seated: Ross Woodrow, Miss M. McGee. 
A. G. Hale, Mrs. G. Coyle, F. G. Randall, Miss K. Adams, 
J. Trempe, Miss E. Birch, Mr. Bastow, Hurlbut W. Smith, 
Mrs. Smith, W. Day, T. E. McGuire, A. Stark, Miss V. 


Omer, L. Niles, G. A. Gibson, J. O'Meara, Paul Boland. 

Left to Right, standing: H. E. Stiles, who succeeds Mr. 

Bastow; E. L. Burden, A. O. Dawson, Mrs. G. E. Hey- 

wood, H. Wideman, Henry Ritchie, C. J. Gillooley, Miss 
H. Warwick and T. Andrus. 
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1938, a motion to the effect that all dealers be notified, 
was approved. 

About thirty were present at the gathering. 

————_o—=—e —___ 
ST. LOUIS STATIONERS ARRANGE XMAS PARTY 

The Stationers Association of Greater St. Louis will 
hold a pre-Christmas frolic December 20 at the York 
hotel in St. Louis for members only. Lots of funmaking 
will be in order, and each member will put an inexpen- 
sive gift not costing more than one dollar on the big 
Christmas tree in the hotel’s dining room for fellow- 
members. 

The association will be incorporated shortly and re- 
organized along the lines of the national association. 
Some changes in membership rules are proposed which 
will place the requirements for membership on a more 
selective basis. It is also proposed to change the name 
to The Stationers Club of Greater St. Louis. The 
changes will be acted upon at the annual meeting and 
election of officers scheduled for January 19, 1938.—HB 

= —____ 


YORK STATIONERS REELECT WAGNER PRESIDENT 

At the regular meeting of the Stationers Associa- 
tion of York (Penna.) last month all of the officers 
were re-elected to office by a unanimous vote of the 
membership present. 

As a result, the organization will be governed during 
the coming year by: President, Robert J. Wagner, 
Wagner’s Stationery Store; vice-president, Wilbur G. 
Cross, Regal Stationery Company; secretary, Charles 
Anstadt, The Anstadt Company; treasurer, Arthur 
Thompson, Barnhart’s Book Store. 

die a 
SQUARE CLUB TO RESUME MEETINGS 


The Stationers Square Club of Greater New York 
was to resume its regular monthly meetings on No- 
vember 18 with a gathering held in the Greeley room 
of the Governor Clinton hotel. The guest of honor and 
speaker of the evening was to be Maurice H. Matzkin, 
assistant state attorney general, who was scheduled 
to give his listeners an interesting half hour describing 
the working of the largest law office in the United 
States. 

a a 
ALABAMA STATIONERS ARE GUESTS OF GILL 


The Alabama Stationers Association held a state 
wide meeting in Mobile on November 4 with a business 
session at the Battle House. Following several interest- 
ing discussions, plans were laid for a meeting to be 
held this month at Montgomery. 

After the business session the members in attend- 
ance were served lunch on the fine boat owned by 
Albert Gill of the Gill Printing & Stationery Company, 
following which the guests were taken for a cruise on 
Mobile Bay and enjoyed an afternoon of fishing. 

SE ie ee ed 


BRAINARD ADDRESSES CREDIT MEN 


George C. Brainard, president of the General Fire- 
proofing Company, Youngstown, was speaker at a 
dinner meeting of the Youngstown Credit Men’s Asso- 
ciation at the Youngstown Club on November 23, speak- 
ing on “Looking Ahead.”—AK 

I $$ 


FRIENDS HONOR NEWTON BIRTHDAY 


Scores of employes and old friends of S. C. Toof and 
Company, office equipment house, Madison avenue, 
Memphis, Tenn., appeared at the Hotel Peabody on 
November 19 to honor President St. Elmo Newton, Sr., 
in a celebration of his fiftieth birthday—CG 
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TORONTO STATIONERS HONOR DYE ON BIRTHDAY 
The joy of reaching seventy years of age and still 
being active in business was the experience last month 
of S. H. Dye, Dye & Durham, of Toronto, Canada. 
Mr. Dye this year is secretary of the Commercial 
Stationers Association of Toronto and was warmly wel- 
comed by his fellow stationers at the regular weekly 
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S. H. DYE 





luncheon meeting of the organization held on Thurs- 
day, November 18. The meeting saw the largest turn- 
out of members in many months. 

Following the luncheon, members of the stationers 
Guild of Canada joined with the local association in 
presenting to Mr. Dye a specially prepared birthday 
cake and a beautiful basket of flowers, the latter being 
addressed to Mrs. Dye. 

Mr. Dye entertained those present by referring 
briefly to some of his varied experiences. Being a vet- 
eran of the 1885 Northwest rebellion and having 
traveled considerably, he provided an interesting half 
hour before the meeting came to a close. 

2 2 


N. J. STATIONERS TO MEET 

As this issue goes into the mail the Stationers Asso- 
ciation of Northern New Jersey is scheduled to hold a 
meeting at Newark, N. J., to which all stationers and 
manufacturers have been invited. It is expected that a 
full report of the meeting will be included in the 
January number. 

—————q“—<-—_—_— 
W. VIRGINIA DEALERS TO MEET 

As this issue goes to press the West Virginia Office 
Equipment Dealers Association was scheduled to hold a 
meeting in Huntington on December 4, according to 
President Herman P. Dean. A full report of this gath- 
ering will appear in the January issue. 

—— Oo 
CONNECTICUT VALLEY STATIONERS MEET 

Officers and members of the Connecticut Valley Sta- 
tioners’ Association gathered for a combination meet- 
ing and dinner at the Hotel Kimball, Springfield, on 
November 16. 

The assembled stationers were addressed by Lester 
Baade, district sales manager of the Diebold Safe & 
Lock Company, who delivered a talk on “Why Old 
Safes and Cabinets Are Obsolete.” The address was 
interesting and educational and made clear to dealers 
that this type of merchandise is in demand not only 
from a viewpoint of new customers but from that of 
business establishments whose safeguarding equipment 
is out of date. 

Prior to the general meeting which opened at seven 
o’clock an executive meeting was held. 
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FOXCROFT HEADS CHICAGO OFFICE APPLIANCE 
MANAGERS 


A. H. Foxcroft, branch manager of L. C. Smith & 
Corona Typewriters Inc. was elected president of the 
Office Appliance Managers Association of Chicago at 
a meeting held on the evening of November 12 at Me- 
dinah Athletic Club. William Ireland, of the Todd 
Company, was elected vice-president; Sam Cundall, 





A. H. FOXCROFT 


of Stromberg Electric Company, secretary-treasurer. 
Elected to the board of control were W. D. Lawrence, 
Felt & Tarrant Manufacturing Company; J. B. Ward, 
Addressograph Company; W. G. Fuller, Ditto, Inc.; Ed 
Corey, International Business Machines Corporation, 
and Harry Shifflette, Marchant Calculating Machine 
Company. 

Following the election everyone present participated 
in a round table discussion of business shows and ex- 
hibits in connection with events outside the industry. 
It was the sense of the meeting that the demand for 
displays at conventions of groups outside the office 
equipment field represented an expense of time and 
money not justified by the possibilities of return. 

A new member who joined at this meeting was F. H. 
Lehman of Dictograph Products Company. 


EEE 


WIS-ILL CLUB NOTES 


At the regular monthly business meeting held fol- 
lowing the luncheon Friday, November 26, President 
Consodine appointed Third Vice-President R. J. Vojta 
as chairman of the meeting. About thirty-five were 
present to participate in the pleasure that Bob got out 
of pounding the gavel on the table. 

The only business transacted was the acceptance of 
A. H. Baugher, Carter’s Ink Company and W. J. (Dixie) 
Carroll, Eberhard Faber Pencil Company as members. 

The club’s annual Christmas party will be held on 
Wednesday, December 22, and the annual meeting and 
election of officers will be held the following Wednes- 
day, December 29. 


al “ * 


Cless Burras who operates Cless O. Burras Stationery 
Company, Inc., Oak Park, was a visitor at the Wis-Ill 
Club luncheon December 3. As president of the Chico 
Club he invited members of the Wis-Ill Club to the 
annual party of his organization to be held at the 
Medinah Athletic Club January 10. The enthusiastic 
response to his invitation indicated that the Wis-Il 
Club would be well represented. 
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LAST MINUTE GUEST BOOK SIGNATURES 
(Too late to classify) 

Silas Oviatt, starting his twenty-third year with the 
A. B. Dick Company, and now doing special field work 
in that interesting territory south of the Ohio and east 
of the Mississippi, looked in upon us on December 4. 
Still resident of New Orleans, where he spent seventeen 
years with the company, but most of his time “on the 
go” accompanied by Mrs. Oviatt. Silas’ favorite sub- 
jects—the Mimeograph and the South. Charged with 
enthusiasm for both. One of those quiet voiced, serious 
countenance salesmen whose selling punch is in logic 
and diplomacy rather than in tone and manner. A 
visit with Silas always brings out some interesting 
information about the South and the trade activities 
there. 

Jack Hallam, Dayton, Ohio, signed the Guest Book 
December 5. Mr. Hallam, formerly president of the 
Travelers Club in his district, represents a number of 
manufacturers including George E. Fox & Company, 
with whom he spent a number of days on his trip to 
Chicago. He occupied his time going over the Fox line 
and in particular new numbers recently introduced. 
He is looking forward to good results when he makes 
his next swing around the circuit starting shortly after 
the first of the year. 

OO 


JOHN MARLEY DIES 


John N. Marley, veteran of the L. E. Waterman Com- 
pany, who worked out of the Chicago branch office, 
died Thursday, December 2 from a heart attack at 
home. He was sixty-one and had been associated with 
the pen company for forty-six years. 

During his long service with Waterman Mr. Marley 
had traveled extensively, representing the company in 
many parts of the United States and in Canada, Eng- 
land and France. He possessed a fine personality and 
ability to make and hold friends. During his service 
in Chicago he had become intimately acquainted with 
a number of executives of the large department and 
other stores many of whom regarded him as a friend 
first and a salesman afterwards. 

When news of Mr. Marley’s sudden passing was made 
known officers and members of the Wis-Ill Club (whose 
activities are reported elsewhere on this page) ordered 
flowers sent to Mrs. Ella Marley, the widow, who is the 
only survivor Mr. Marley leaves. 


I 


OAKVILLE TRANSFERS COChS AND VON FRANK 

Harold D. Cochs, who has been associated with the 
Oakville division of the Scovill Manufacturing Com- 
pany, Oakville, Conn., as salesman of the notion line, 
last month succeeded Herman Von Frank in Metro- 
politan New York, Philadelphia and Washington, han- 
dling the company’s line of thumb tacks, fasteners, 
clips and pins. 

Mr. Von Frank, who joined Oakville in 1931, wao 
transferred to the nation department and will main- 
tain headquarters in the New York office, 280 Broad- 
way, as will Mr. Cochs. 

oe? —— — 
DALLAS FIRM FILLS LARGE GW PRODUCTS ORDER 

Homer Owens, of the Dallas Office Supply Company, 
last month filled an order for the State of Texas 
Unemployment Compensation Bureau consisting of 
four carloads of Globe-Wernicke Co., steel office furni- 
ture and equipment. He was assisted in closing the 
deal by Tom Conneely, district representative of the 
Globe-Wernicke Co. 
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leads the world in the technique of stencil 
duplication of pictures. Far-reaching gain! 


Illustrations, of almost any kind that can 


be done in line, are quickly duplicated on 


the Mimeograph by a simple tracing process. 


And in color too if so desired. This remark- 


able advantage may mean much to you. Why 


not investigate this modern method of duplica- 





tion? Write A. B. Dick Company, Chicago, or see 


classified telephone directory for the local address. 
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National Association News 


Information Concerning the Activities of the National Stationers Association 


President: Harold J. Hampton, In- 
dianapolis Office Supply Com- 
pany, Indianapolis, Ind. 


Vice-President Distributors Division: 
Ed. Wobber, Wobber's, Inc., San 
Francisco, Calif. 


Vice-Chairman, Distributors Division: 
Morris Hansell Il, F. F. Hansell 
& Bro., Ltd., New Orleans, La. 


Vice-President, Wholesale Division: 
John Ford, Jr., Peterson Litho. & 
Printing Company, Omaha, Ne- 
braska. 


OFFICERS 


Vice-President, Sales Managers Di- 
vision: Harry Tehan, Charles M. 
Higgins & Company, Brooklyn, 
N. Y. 

Vice-President, Manufacturers Divi- 
sion: Craig Sheaffer, W. A. Sheaf- 
fer Pen Company, Fort Madison, 
lowa. 

Vice-President, Field Division: Charles 
Consodine, Wallace Pencil Com- 
pany, St. Louis, Mo. 

Vice-President, Manufacturers Divi- 
sion: R. A. Maish, Dennison Man- 
ufacturing Company, Framingham, 
Mass. 


REGIONAL GOVERNORS 


Vice-President, Office Furniture & 
Outfitters Division: Charles W. 
Roth, Roth Office Equipment 
Company, Dayton, Ohio. 

Vice-President, Manufacturers Divi- 
sion: W. L. Jaques, Jaques & 
Company, Inc., New York, N. Y. 

General Manager and Secretary: 
Charles P. Garvin. 

Treasurer: W. E. Stockett, Jr., Stock- 
ett-Fiske Company, Inc., Washing- 
ton, D. C. 

Auditor: Woodson P. Waddy, Ever- 
ett Waddey Company, Richmond, 
Va. 


No. I: Edgar M. Berry, 
Berry Paper Company, 
Lewiston, Maine. 

No. 2: A. G. Preston, Utica 
Office Supply Company, 
Utica, N. Y. 

No. 3: Dan Smith, Jr., Smith 
Printing Company, Wil- 
liamsport, Pa. 

No. 4: (Western Division) 
Paul W. Bumbarger, Bum- 
barger's, Hickory, N.C. 


No. 4: (Eastern Division) 
J. L. Griffith, Halsey & 
Griffith, West Palm Beach, 
Fla. 


No. 5: K. L. Boyer, Newell 
B. Newton Company, To- 
ledo, Ohio. 


No. 6: Fred Tracht, Univer- 
sity of Chicago Bookstore, 
Chicago, Ill. 








No. 10: Gus C. Lipp, W. H. 
Kistler Stationery Com- 
pany, Denver, Colo. 


No. Il: W. J. Ortel, Shaw 
& Borden Company, Spo- 
kane, Wash. 


No. 12: J. A. Parsons, Smith 
Bros., Oakland, Calif. 


No. 13: A. J. Kerin, Tower 
Bros. Stationery Company, 
New York, N. Y. 


No. 7: V. A. Hanson, Brown 
& Saenger, Inc., Sioux 


Falls, S. D. 


No. 8: Gerry Manning, Jop- 
lin Printing & Stationery 
Company, Joplin, Mo. 


No. 9: Russell Grieve, Mav- 
erick-Clarke Lithograph- 
ing Company, San Anto- 
nio, Texas. 


Genera! Offices and Information Bureau, 740 Investment Building, Washington, D. C. 


HAMPTON TELLS PLANS FOR 1938 


From President Harold J. Hampton comes the fol- 
lowing message to members of The National Stationers 
Association concerning the organization’s proposed 
activities for the coming year. Mr. Hampton’s com- 
munication denotes a great deal of consideration and 
planning on the part of association officials and 
throughout breathes a spirit of optimism for the im- 
mediate and distant future of the N. S. A. 

“Fair trade contracts under Fair Trade Laws in 
forty-two states, will no doubt be the main subject 
of conversation whenever dealer and manufacturing 
members of The National Stationers Association gather 
together in groups next year. 

“The year 1938 will test the sincerity of dealers who 
said they wanted such contracts and of manufacturers 
who said they would be glad to give them when they 
were legal. 

“The officers of the national association are already 
planning the regional meetings for 1938 and much 
thought is being given to interesting programs at each 
to meet the desires of the dealers. 

“The two outstanding sessions of the convention 
in Chicago last September were the Fair Trade Session 
in charge of the California dealers and the Sales 
Institute. 

“The suggestion has been made that the Sales Insti- 
tute be made a part of the regional meetings this 
year for the reason that we will really contact more 
dealer’s salesmen through the regionals than we can 
at a national meeting, where only the dealer’s men 


from nearby towns have the opportunity of attending. 

“It was also suggested that this Sales Institute be 
held on the first evening of the two-day regional 
meetings, and this suggestion has been forwarded to 
the governors of the various districts for their ap- 
proval. 

“In place of the session at the national meeting we 
would have a Management Institute where projects 
such as “Training Outside Men,’ ‘Training Store Peo- 
ple,’ ‘Advertising,’ ‘Stock Control’ and other subjects 
pertaining to business management will make up the 
program. 

“The National Stationers Association has enjoyed 
a healthy growth because it is giving the members 
what they want. We are giving careful consideration 
to every constructive criticism or suggestion so that 
this growth will continue.” 

—E Oo 
NATIONAL STATIONER ADOPTS NEW COVER 

Beginning with the October issue, the National Sta- 
tioner, official organ of The National Stationers Asso- 
ciation, has adopted a new and handsome leatherette 
cover. This replaced the former enameled paper pre- 
viously used on all issues. 

Made up in yellow and black, the new cover is of the 
same material as that used in the Year Book which 
General Manager Charles P. Garvin published in Sep- 
tember. A drawing of “Ye Olde Stacyonere” with 
which delegates to the 1936 convention became fa- 
miliar, graces the cover and beside him is a table of 
contents. 
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L C SMITH & CORONA 


TYPEWRITERS INC 
. NEW YORK 


Pry In full color .. . the Corona Christmas advertisement repro- 
duced above will appear on December Sth in “This Week” and in 


the N. Y. Daily News, Chicago Tribune, and Philadelphia Inquirer— 
total circulation, about 11,000,000 copies, (exclusive of other national 
magazine advertising). How’s that for cooperating with Corona Dealers? 
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retlect Lealer Aeputation b y 
their Superior Portormance. 











As a GF dealer interested in 
profits, you must consider your 
customer's plans for future 
business. 


STOCK GF TRANSFER FILES 
NOW FOR WHAT WILL PROBABLY BE THE 
GREATEST BUSINESS RECORD—TRANSFER 
IN HISTORY. 

eww Business is based upon Vast Eperionce 


The records of that experience should be kept 
in the modern, interlocking GF Transfer Files— 























@ They are all steel throughout—welded and reinforced, 
not merely bound. 


@ Drawers that do not bind—that open easily regardless 
of how high cases may be stacked. They fit, and 
exclude dirt, dust and rodents. 


@ Interlocking cases with load carried directly down lo 
the floor through steel channels. 


@ Rollers are optional, to care for excessive loads. 


@ Finished in oven-baked enamel. 


Supplying your customer with GF all steel transfer files indi- 
cates the high quality of other equipment you have for him. 


THE GENERAL FIREPROOFING COLORED Coybhelei-sio)h se PmOseble 


f4ETAL BUSINESS EQUIPMENT: Al AINUM CHAIRS + STEEL DESKS + TABLES + FILING EQUIPMENT 
SUPPLIES - SAFE » STORAGE CABINETS + STEEL SHELVING + SPECIAL BUILT TO ORDER EQUIPMENT 
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SOUTHERN NEWS BRIEFS 


Ivan Allen, Jr., of the Ivan Allen-Marshall Com- | 
pany, Atlanta, Ga., returned late last month from a | 
hunting trip at Homosassa, Fla. He reports good sport | 


but lots of nimrods in the field. 


* * *« 


The Columbia Office Supply Company, Columbia, 


S. C., recently installed a new sign which exactly re- | 


produces the brown and orange type and the buff 
background with which the firm features its letter- 
heads and all other stationery. 
* > ~ 
John H. Harland, president, The John H. Harland 
Stationery Company, Atlanta, Ga., has been elected a 
director of the Atlanta Kiwanis Club to serve for a 
period of two years. 
” * * 
Work of moving into its new home at 29 Pryor 
street, N. E., has already been started by che Ivan 
Allen-Marshall Company, Atlanta, Ga. Although alter- 


ations have not yet been completed the company’s | 


printing department has been installed in the new 
establishment and other departments will be moved 


soon.—JHR 
sancsicipglaila taeda 


GENERAL SHAVER INCREASES FACTORY SPACE 

The General Shaver Corporation, Bridgeport, Conn., 
a division of Remington Rand, Inc., last month signed 
a lease for 20,000 square feet of additional floor space 
located in the old Locomobile Company of America 
factory at Seaside Park, Bridgport. 








WEDDINGS 


WOODWARD-BECK 
On October 28, Miss Dorothy Beck, daughter of Jess 





M. Beck, president of the Western Bank and Office | 


Supply Company, Oklahoma City, and Mrs. Beck, be- 
came the bride of Andrew Jarvis Woodward, of Brook- 
line, Mass. The wedding was solemnized at 11 o’clock 


A.M. in the presence of members of the family and a | 


few intimate friends, at the Beck home, 707 Northeast 
Seventeenth street. 

After a trip to Galveston and San Antonio, the 
couple will establish their home at 2501 North Harvey 
avenue here.—EVH 

—_>—- 
WILLERFORD-HOLDER 

H. F. Willerford and Mrs. E. G. Holder, service depart- 
ment employe and branch cashier respectively of the 
L. C. Smith & Corona Typewriters Inc. Birmingham 
branch, were married November 24. Mr. and Mrs. Wil- 
lerford will continue in their posts with the company 
and will make their home in the Alabama city. 

I 
SCARBOROUGH-PEIRCE 

Miss Patricia Peirce, daughter of Mr. and Mrs. Theo- 
dore Fiske Peirce of Los Angeles, will be married on 
Saturday, December 18, to Mr. William Smith Scar- | 
borough. The ceremony will be held at Shatto chapel, 
First Congregational church, Los Angeles. May it in 
time be written of them, as it was written of the | 
happy pair in the fairy tale—‘And so they lived 
happily ever afterward.” 

———o—=22—__ 
PHILLIPS- YEAGER 

John E. Phillips and Miss Helen Yeager were married 
on October 30 at Birmingham, Ala. Mr. Phillips is 
connected with the service department of the Birm- 
ingham branch of L. C. Smith & Corona Typewriters 
Inc. 





LINES 


| of clothes, lines of typewritten words. .. . 


| 
| Universal, commonplace, they cause no second glance 
| . UNTIL THERE'S SOMETHING WRONG. 

| Then hear the critics! 


You can re-wash unsightly clothes. You can't snatch 
| back an unsightly letter, once mailed. 


| You can't re-copy an illegible carbon, either. 
| Pin your reputation to "The line that can't be matched." 





MERIDIAN 


| Carbon Paper 
from “The Line That Can’t Be Matched” 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 
PANAMA and BEAVER 
188 THIRD AVENUE * BROOKLYN, N., Y. 


"ASK YOUR PANAMA OR BEAVER MAN" 





Leatheroid File 
4 _ Pockets make my 
— filing problems 


lots easier 



























Aj,//| //\ RSs 
A Profitable and Fast Selling Item for 


Transfer Time 


QUALITY-BILT FILE POCKETS 








The only File Pocket made with reinforced corners— 
ome 


Double fronts and backs — Glue welded throughout. 


id 


Made in All Sizes with 134”, 314” and 514” Expansion 
Cathewid 
QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart CHICAGO 


Factory at St. Paul 
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“STANDARD BUSINESS ETIQUETTE” 

Lack of good personal codes of business standards 
and etiquette account for much of the friction, waste, 
loss, difficulty and maladjustment in business life, ac- 
cording to the author of Standard Business Etiquette, 
a new book by J. George Frederick, economist and 
research authority. 

Here is a volume that systematically brings together 
the standards of business-like relationship as worked 
out by the best modern business practice—a book 
which the top-executive may read with profit and one 
which he can give to employes as a guide to individual 
conduct for smooth-running organization efficiency. 

Its 188 pages devote twelve chapters to the etiquette 
of various phases of business activity from the stand- 
point of the individual as an employe, as a “boss”, 
as a participant in conferences, and in regard to tne 
business code of honor. 

The chapters open with enumeration of the points 
the individual must master under the codes of 
etiquette for various jobs and purposes. Following the 
list of requirements, the reader is instructed as to 
how to test his own performance against the stand- 
ards. Pithy comments by the author conclude the dis- 
cussion of each chapter subject. 

Standards of etiquette pertaining to the following 
are engagingly set forth in this consummate business- 
person’s guide: Etiquette for Being Business-Like; the 
Etiquette of the Job; Etiquette for Private Secretaries; 
Etiquette of the Business Telephone; the Etiquette of 
the Salesman and the Purchasing Agent; Etiquette 
for Retail Salespeople;—for Reception Clerks;—for the 
Business Conference;—for Executives and Employers. 
A 25-point Business Code of Honor based upon con- 
fidence is outlined as a means to success. 

“The job is boss,’ declares the author, “because 
there is definitely such a thing as ‘the law of the job’” 
and he holds to the proposition that each task “carries 
within itself its own logical requirements which no 
boss needs to whip into you.” 

Secretaries are told how to aid their bosses in main- 
taining desk efficiency by using suitable devices for 
him as well as themselves. 

Chapter V on the etiquette of the salesman and 
the purchasing agent might well be read by all in 
these two fields. It gives 25 qualifications which if 
met will mean “smoother, more efficient, more 
courteous, more trustworthy, more time-saving, rmore 
helpful relationships between salesmen and buying 
executives.” 

Retail salespeople will find 50 suggestions in the 
code on their activities, discussed in Chapter VI. 

“The modern ‘boss’ or executive in charge, must just 
as carefully observe good rules of relationship as do 
his workers. They are cooperators toward a purpose 
which is of equal value to both,” the book states. 

The volume is climaxed with a stimulating chapter 
entitled “What is Business?”, and a closing chapter 
outlining the Etiquette of the Modern in Business, 
in the light of trends since 1929. 

This work, which would be an asset to every office 
and business worker, is published by Business Bourse, 
price $1.75, at 80 West 40th St., New York. 

caemniipaaiiiaes 
ROYAL DEMONSTRATION IN TOPEKA 

With Irwin Vincent, manager of the Western Type- 
writer Company, as local host, Royal typewriter sales- 
men from all over Kansas met in mid-November, in 
Topeka, for a conference and demonstration. New 
Royal features were explained by M. Boulton, repre- 
sentative from the New York factory.—AG 
































A-S-E TRANSFER CASES IN 
BIG DEMAND AS YEAR ENDS 


Now 


the big 


FOLLOW THIS TIP FOR ‘38 


MEANWHILE CASH IN ON 
TRANSFER CASES FOR '37 


is the time to get lined up for 


things ahead for the A-S-E 


“Aurora” line. 1938 will be a banner year 


Handle A-S-E Steel Transfer Cases and 
draw dividends on their strong selling tages 


features. Each section is a complete unit, 
vet these cases can be stacked to- 
gether, safely, to any height. No 
bolts or tools are necessary. Top 


unit cannot tip forward or fall. 


; Drawers operate easily under 
FULL LOAD. Write for prices and 

complete information today. 

, There’s still time to cash in on 


the profitable year end demand for 





A-S-E Transfer Cases. 
File. Letter Size 











1-S-E Four-Drawer 


—new developments—new sales advan- 


new profit opportunities. 


The fast-selling A-S-E Aurora line has 


won consumer acceptance because 
of the easily recognized, outstand- 
ing values and attractive features 
of the popular-priced grades. 

Let A-S-E products increase 
your profits during 1938 instead 
of those of your competitors. 
Write today for complete informa- 
tion and catalog of the entire A-S-E 


ine. There is no obligation. 
| I} bligat 











ILLINOIS 





AURORA, 





















604 JOHN ST. 


ALL-STEEL-EQUIP COMPANY, INC. 


STEEL FILING EQUIPMENT—LOCKERS—CABINETS—SHELVING 
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ORDER Now 
FOR THE BIGGEST SEASON! 


FULTON 


SPECIALTY 


DATERS, NUMBERERS 

STAMP PADS, INKS 

RUBBER TYPE OFFICE PRINTING OUTFITS 
RUBBER TYPE SIGN & PRICE MARKERS 
RUBBER TYPE NUMERAL SETS 


Push the trade’s leading line at the trade's 
most profitable time, January and February. 


co. 





By the end of the year the dates on the 
bands of thousands of daters now in use will 
expire. New stamp pads will replace hun- 
dreds of thousands of old ones; gallons upon 
gallons of ink for stamp pads and marking 
devices will be ordered. 


Send in your order now to Fulton, Leader in 
the Trade. Consult us on all special require- 
ments of your customers. 





FULTON DATERS 
The biggest value at a low 
price. Have deep, well-wear- 


SERVICE DATERS 
One of the world’s finest. 
Has fixed Duco-coated knob. 


Knurled duralumin drum, 
yrevents band slipping. 
leavy silk-steel finish. Deep 
moulded, live rubber bands 
carry six years dates. 
NUMBERERS 


DRI-KWIK 

STAMP PADS 
A positive necessity where the 
rapid use of rubber stamps is 
required. Impressions dry 
quickly without odor. Will 
not injure rubber stamps. 
Various sizes and colors o 
inking. 


ing bands, quality nickel 
frame and many other fea- 
tures found only in high priced 
daters. 


OF ALL TYPES 


FULTON SELF-INKING 
STAMP PADS 


The standard utility stamp 
pad containing pure glycerine 
ink, unsurpassed in beauty 
and strength of color. 


DRI-KWIK INK 
The finest ink on the market for use wherever the rapid use of 
rubber stamps is required. REMARKABLE FOR ITS 
BRILLIANCE, DEPTH and PERMANENCY OF COLOR. 
A quality ink at a fair price, that enables you to meet “‘cheap”’ 
competition with an item of definitely superior value. A number 


of colors. 
FULTON STAMP PAD INK 


The ideal ink for standard pads 


FULTON SIGN and 
PRICE MARKER INK 











SPECIALTY 


FULTON 
OPAQUE INK 


DRI-KWIK INK 


for self inkers 


ill in a comprehensive line 
of colors 


RUBBER TYPE DATERS 
PRINTERS and MOVABLE 


RUBBER TYPE 


stamp pads and 
other profitable 
items. 


TON 


co 
4 . 





Elizabeth, N. J. 


Sales Office: 200 Fifth Ave., New York City 
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UEF ANNOUNCES ORGANIZATION CHANGES 
Three important changes in the sales organization 
were announced last month by the Underwood Elliott 
Fisher Company, New York, N. Y. The men affected 
are Van W. Haverton, Harry H. Hynes and Herbert 
W. Welch. 
Mr. Haverton, who was for the past four years Chi- 





VAN W. HAVERTON 


cago assistant branch manager, adding machine divi- 
sion, goes to the Des Moines, Iowa, branch as manager. 
Joining the UEF organization at Peoria in 1926 he 
has since held various posts in the Western district in 
addition to Duluth and Chicago. 

Mr. Hynes succeeds Mr. Haverton and takes over his 
duties at Chicago. He joined the company in 1927 and 
at the time of his new promotion was instructor at 
the UEF central training school for salesmen at Hart- 
ford, Conn. 

The appointment of Mr. Welch as branch manager 
at Dallas is likewise a promotion. He first became 
affiliated with the company twelve years ago as a 
junior salesman at Fort Worth. Later he was trans- 
ferred to Oklahoma City and then made manager of 
the Tulsa office. In rapid succession he was trans- 





HARRY H. HYNES 


HERBERT W. WELCH 


ferred again to Oklahoma City, then New Orleans, 
back to Oklahoma City, Tulsa and again to Dallas. 

All three men go to their new jobs imbued with the 
spirit of determination to buckle down to the tasks 
ahead of them with the ardor that has been in evi- 
dence throughout their careers. 

In announcing these changes the October issue of 
The UEF News, house organ of the company, said: 

“These promotions are evidence of deserved recogni- 
tion. The best wishes of the entire UEF organization 
go to these ‘stepper-uppers’ in their new duties.” To 
these fervent congratulations go those of OFFice ApP- 
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The Master’s Touch 


ld Jown ARE MAS T-ER S 1 M PRO Sere 





a 


st people love good music, are able to evaluate true artistry y&e If we took you on a tour of the great OLD TOWN 
it you would see an industrial artistry you never dreamed possible y&e You would see inked ribbons and carbon 
rer made with an ingenuity and skill to evoke both your amazement and admiration ye You would understand why 

WN is so universally preferred by typists . . . why Dealers find it such a profitable line to handle ye Moreover, 
would sense that spirit of friendliness in a company whose creed is to go to the limit in co-operating with its Deal- 


*% Write for protected franchise. 


+ Secret of Beautiful Letters 
llustrated, instructive booklet on 


2ns and carbons. Send for 












Ribbons «anv Carbons 





Old Jown Ribbon ano Carbon Go., inc 
MAKERS OF Quality Ribbons ano 


Carbons FoR EVERY OFFICE NEED 
JOHNSON & PRINCE STREETS BROOKLYN, NEW YORK 
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CALLS FOR 
STORAGE 
PRODUCTS 


LIBERTY Collapsible Boxes 
ace the Nation's favorite 
for safety and economy. An 
ample stock through trans- 
fer season will bring you 
quick and profitable sales. 
23 Standard sizes . . . spe- 
cials made to order in lots 
of 50 or more. 


LIBERTY Storage Binders 
with the Liberty self-locking 
post sell readily for storage 
of loose leaf records. Dis- 
play them in your windows. 
Bear in mind the exceptional 
service on special sizes . . . 
in addition to the 15 Stock 
sizes. 


STAXONSTEEL drawer-type 
storage files, the file with 
skeleton steel shelving al- 
ready attached, comes in 14 
popular sizes. Glide action 
drawer. 


Complete your stocks for 
transfer season! 


Check 


STOCK 


ORDER 
Now ! 





BANKERS BON copay CHICAGO 
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GARY BUSINESS BUILDS ADDITION 

The Gary Office Equipment Company, 25 West Sixth 
street, Gary, Ind., is completing an addition to its 
building, to cost $10,000. The work will add 1,800 square 
feet to the establishment. Increased space will be 
provided on the main floor for the delivery of office 
furniture. A balcony on three sides will give space for 
office operations, and the stencil duplicating depart- 
ment. 

A projection booth for displaying motion pictures 
will have space on the main floor. The south wall 
will be of glass brick, an innovation in natural 
illumination. The improvement of the building is 
being made jointly by the Gary Office Equipment Com- 
pany and the owners of the building. The principals 
of the Gary Office Equipment Company are H. H. 
Kleinschmidt, R. E. Hodge and R. M. Dering. 





TELEVISION FEATURES TANGORA.—The first televi- 

sion broadcast to promote an American Industrial exhi- 

bition was given during the National Broadcasting Com- 

pany’s recent program in connection with the National 

Business Show held in New York. The picture shows 

Albert Tangora, speed typewriting champion, placing 
his Royal for his part in the performance. 


a OEE 


DITTO ANNOUNCES SALES STAFF CHANGES 

A. D. Samuelson, formerly a junior salesman in the 
St. Louis office of Ditto, Inc., last month was appointed 
senior salesman in charge of the Fort Wayne division 
of the Indianapolis office with headquarters at 231 E. 
Berry street in Fort Wayne. At the same time it was 
announced that H. A. Carter, formerly of the Fort 
Wayne office, was appointed senior salesman in charge 
of the Louisville division. 

Coincident with these changes, R. G. Thompson, 
manager of the Ditto office in Indianapolis, reported 
that the Louisville branch has been moved to a down- 
town location at 429 Martin Brown building as a means 
of creating for customers in the Louisville territory 
a more complete and faster service. 

> o—___— 
HONOLULU STATIONERS ORGANIZE 

A retail stationers association has been formed at 
Honolulu, T. H. Will H. Soper is chairman of the new 
association. The firms organizing the new group are: 
The Berwick Office Service; W. Tip Davis, Hakubundo 
Paper Company, Henri Shaw, Sun-Sun Book Company 
store, Underwood Typewriter Agency, and Wall, Nichols 
Company. A special committee was chosen to draft 
bylaws and organization plans. The members of the 
new committee are Miss Lavina Berwick, Roy Patten, 
S. Sakata, W. Tip Davis and Fred Alexander. 
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No. 847 


WIN BUSINESS 
with "The Right Chair at the Right Price” 


Your sales effort deserves merchandise of the best value you 
can obtain, as measured by the trade demands and resist- 
ances of your territory. In recommending Jasper Chair Co. 
upholstered furniture, we are getting down to cases with the 
proposition that the nice balance of quality and cost is, of all 


merchandising, the most closely scrutinized. 


Jasper Chair Co. chairs have proven their durability. Many 
of those produced during the first years of our operation have 
been in daily use right along—they look good and show no 
sign of deterioration. Improvements in construction, in styling 
and materials have marked our progress and, considering the 
quality, colors and finishes of leather now available, the care- 


fully finished fine woods and advantageous prices, it is natural 






that dealers do an exceptional business with this line. 


: No. 840 
In addition to our upholstered chairs, we make wood office 


chairs in many styles, also posture chairs, chairs for the library. 


school and courtroom, stools, etc. Catalog with price list and Distributed through 
further details on request. Authorized Dealers Only 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 


Geo. A. Litchfield, Sales Mer. James S. Fowls (Southern) E. W. Thomas S. H. MacDonald (West) W.H. Brown, (Chicago-Midwest) 
R. J. Freeman (Eastern) 3414 Euclid Heights Blvd. (Southwest) Orpheum Bidg., 6708 Glenweod Ave., Chicago 
505 Fifth Ave., New York, N. Y. Cleveland, Ohio Daytona Beach, Fla. Seattle, Wash. (Phone ROGers Park 3644) 
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STORAGE EQUIPMENT 


Terrell Steel Storage Cabinets, recognized every- 
where as the standard of quality, incorporate exclu- 
sive features of design and construction that rate 
them favorites. 


There is a Terrell Cabinet to meet every storage 
requirement. All are leaders and profit-makers. Let 
us send you complete facts about the “profit possi- 
bilities” of this complete line of Storage Cabinets. 


Address 


METAL OFFICE FURNITURE COMPANY 


Grand Rapids, Michigan 


Yfou ban SAM ore 
STEELCASE 


Busitiess &quipii ernr 





























Combination Cabinet 
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“PRACTICAL OFFICE MANAGEMENT” 

A new book just off the press which will be found 
a valuable reference not only by the office manage- 
ment fraternity but also the stationery and office 
equipment suppliers is that under the above title, 
and bearing the subheading, “The Correlation of Men, 
Methods and Machines.” 

The volume is comprehensive in its identification of 
the problems of the office, and combines the “ideal and 
practical philosophies” of office management into 
foundational principles useful in accomplishing desired 
purposes. The premise of the book is that the prob- 
lems of office management are associated with the 
problems of men, methods and machines—metaphori- 
cally expressed by the authors as the three factors in 
the “management triangle.” 

Collaborating in the authorship of this fruitful study 
were the following: Harry L. Wylie, B. S., chief ac- 
countant, The Pure Oil Company; Merle P. Gamper, 
A. M., acting dean, School of Commerce, Central 
Y. M. C. A. College; and Robert P. Brecht, Ph. D., 
Assistant Professor of Industry, University of Pennsyl- 
vania. 

“It should be kept in mind that the office’s primary 
purpose is service-—the best service possible for the 
smallest comparable and relative cost,” they state. 

Standard systems, methods, and procedures are de- 
scribed in detail within the 300 pages, which include 
31 illustrations of forms, reports, and office layouts. 
The book is an admirable enumeration of practical 
principles that underly the formation of systems, 
standards of operations, and control of services—as 
well as the purchase and use of equipment and sta- 
tionery supplies. 

The principles presented in this book have been 
evolved from the experience of some of America’s larg- 
est corporations. They are just as applicable, how- 
ever, to the small as to the large office. 

While the entire volume of six parts should prove 
a source of many ideas and principles helpful to the 
office managers of concerns within this industry, the 
sales departments of the stationery and office appli- 
ance companies will find PARTS IV and V especially 
valuable for their presentation of information which 
will both acquaint the salesman with sound principles 
from management’s standpoint and also provide him 
with innumerable suggestions which he can pass on 
as a service to his customers and employ as opening 
wedges in engaging the interest of new sales prospects. 


To refer briefly, PART IV deals with METHODS and 
includes the following chapters: XIV. The Study of 
Office Forms and Records; XV. Budgeting—Control of 
Office Costs; XVI., XVII., XVIII., XIX. (four chapters 
on this subject), Services in the Office; and XX. The 
Influence of Physical Factors. 

Methods of increasing the efficiency and reducing 
the cost of the various kinds of specialized services 
are outlined in the four chapters devoted to Services 
in the Office. Attention is focused on these special- 
ized services and their ramifications: typing, steno- 
graphic, calculating, stationery and supplies, mailroom 
and messenger service, telephone and inter-communi- 
cating, printing and duplicating, filing and storage, 
and mechanical repair and maintenance. 


The authors recommend dictating machines. They 
name ten advantages of the machine method of dic- 
tating and transcribing in a centralized department. 
But they recommend stenographers for special assign- 
ments and extraordinary dictation. 


Centralization is also recommended for the cal- 
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ly grateful appreciation of 
our many good customers, sup- 
porters, and friends who have 
made possible our continued 
healthful growth during 1937 
we extend to one and all, our 
heartfelt 









most cordial and 
thanks. 










And in keeping with this won- 
derful Season of Good Cheer, 
we say to you, in the words of 
the immortal Tiny Tim—*“God 
Bless Us Everyone,” and hasten 








to wish you 





A ery Merry Christmas 
and 
A Happy and 
Prosperous New Year 











Sincerely, 


Ghe, Gamer 


President 


AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and 






adding machine platens--parts-tools—ribbons 





carbons and supplies. 


564 W. Randolph St., CHICAGO, tem 





583 Market Street 
SAN FRANCISCO 


617 Commercial Place 
NEW ORLEANS 


37 Murray Street 


NEW YORK 


206 Lane Street 
DALLAS 
















Atlanta Cleveland Pittsburgh 
Boston Denver Seattle 
Cincinnati Les Angeles Washington, D. C. 






Philadelphia 
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There are only 2 kinds 
of addressing machines 
in the ENTIRE 
WORLD 


ones that 
do not require 
costly metal ad- 


machines. 


Simply snap our $1.00 card holding clamp over 
platen of any typewriter—throw ribbon to stencil 
position and any typist will make 125 complete Elliott 
Address Cards per hour. 


Many thousands of concerns have traded their metal 
address plates for Elliott typewriteable address cards 
and will tell you that it was the best investment they 
ever made. 


And here are 10 things that Elliott Addressing Machines 
do which competing addressing machines cannot do: 


1. Both address and print post-cards, 

2. Simultaneously transcribe both Address and Statistics. 

3. Automatically feed forms without air suction or running 
tapes. 

4. List any size pay sheet without folding it. 

5. Automatically feed and margin address publications of any 
size or thickness. 

6. Simultaneously sea/ and address circulars. 

7. Print duplicate sets of forms without carbon paper. 

8. List pay sheets face up (visibly), then automatically eject 
them. 

9. Print, address, spot carbon and fasten together multiple bill 
forms. 

10. Address forms five times faster than any machines in their 

price class. 


ELLIOTT ADDRESSING MACHINE Co. 
144 ALBANY STREET, CAMBRIDGE, MASS. 
In Canada, 640 Craig Street West, Montreal 





Office equipment dealers who know of prospects for addressing ma- 
chine equipment will receive a proposition to their advantage by 
applying to our nearest branch office or by writing us direct. 
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cauculating department. In the chapter on The Influ- 
ence of Physical Factors, the reader will find emphasis 
given to proper lighting and sound control. 

Seven points for consideration before purchasing 
office machines are set forth in chapter XXI in PART 
V, devoted to Office Equipment. In studying equip- 
ment already in use, eleven points to be considered 
are given. 

“The most economical machine,” the authors de- 
clare, “is the one that does its work at the lowest 
unit cost for a given period of time, considering the 
original price and maintenance expense.” 

Besides standardization, the trade-in policy, and 
other factors pertaining to equipment, strong empha- 
sis is given to correct and comfortable seating as an 
aid to health, efficiency, and production. Posture chairs 
are given considerable play in the book. Dr. J. R. 
Garner, M.D., Medical Director of the Do/More Chair 
Company, Inc., is quoted at length. 

The writers advocate centralized office equipment 
control, by experienced persons, as “more intensive 
study of machine applications can be accomplished.” 
Thus, they contend, “equipment salesmen can direct 
their efforts through one channel and spend more time 
intelligently ‘servicing’ the account, instead of ‘selling’ 
and ‘reselling’ many department heads.” 

Describing the office appliance salesmen as “ ‘walk- 
ing libraries’ of information,” the office managers are 
admonished to “put out the ‘welcome sign’ to these 
specialists in office equipment.” While the salesman 
will rejoice in finding the authors championing his 
cause, he should not be unmindful that they have 
indicated a high standard for him to measure up to. 

In the concluding chapters of the work, practical 
principles are outlined on The Office Arrangement— 
Maintenance and Repair, rounding out with Admin- 
istrative Standards and Management Philosophies, 
epitomized in the statement broadly applicable to all 
enterprising individuals as well as the office manager, 
“He knows that he must learn much in order to use 
little profitably.” 

The volume contains Forewords by Alvin E. Dodd, 
president, American Management Association, and 
I. J. Berni, president, National Office Management 
Association. Special acknowledgment for assistance 
in placing material at their disposal is given by the 
authors to the following members of this industry: 
W. J. Black, Do/More Chair Company, Inc.; R. T. 
Harris, Dictaphone Sales Corporation; and S. L. Work- 
man, Workman Calculating Service. 

This book, priced at $4.00, is published by Prentice- 
Hall, Inc., 70 Fifth Avenue, New York. 
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DEALER PLAYS TO JANUARY DEMAND 

Because R. S. Markwell devotes one window nine 
months of the year to office supply displays in his 
Hays, Kansas, bookstore, he finds much educational 
work has been done before he contacts the business 
firms in his locality. His big drive is for the January 
business when refiling is the order of the day, new 
books are usually set up, transfer files must be provided 
for old files and most firms make their supply budgets 
at this time. 

This constant window is rotated among the leaders 
in office needs. Typewriters hold the stage sometimes; 
Mr. Markwell may build a complete window of ring 
books from ten cents to several dollars. Leather goods 
make trim window display running largely to all sizes 
of folders, zippers and portfolios. Fountain pens also 


| come in for their share of advertisement.—AG 
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. aes to concentrate your filing folder 
: Rolls business on Sus Duo Tops---the 
double top kind that are easy to sell 
c Around and stay sold because they look better 
uo 

" and last longer. You know---the kind 
. that are Double Thick Where The 
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For a Scrap Book 
Window Trim 
Ask for Our No. 8 
Display 
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Our Wood Back 
Demonstrator 
Shows Why the 
Leaves Never 
Pull Out - - - 
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The Scrap Book Your Customers Aer grate 
’ poe roh 1 ot 
. ” : \v ‘ 
Start Today Will Be a Source of seo ne Oe a Nig 
We 
" gO. 
Intense Interest in Years to Come : st 
| ea 
ov wal 
es ' a 
Within its pages their fondest recollections will as Fe ne 
stand out in bold relief to enable them to live “ia ce Aes — 
again the joys of bygone days. It will be their ca a 3 8 yi8 
treasure chest of memories—one of their most ~ * we 
° ° be v c 
valuable possessions. There they will find photo- * : “we ™ " 
graphs of dear ones long departed; snapshots of oa ‘ 
scenes that recall long-forgotten vacation rambles; 
clippings, letters and invitations that have a 
sentimental value; souvenirs that bring back to \ al 
mind many an enjoyable event. \ 
x x x x re a . 
Experience has demonstrated that a window and counter hai 5? ; Ms 
display will help boost your Scrap Book Sales. And we « “ se 
have display cards, a wood back demonstrator to show how hy <5 Fa i 
leaves are anchored for long life, as well as suggestions : 48 a Sos “3 
for a display, all of which will be freely furnished to any : ° 
interested dealer. Write us. 2 ra 
The Weis Manufacturing Co. Monroe, Michigan 
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FGilre Board 
Card Trays and Transfers 


Often purchased for temporary purposes and then drafted into 
permanent use. If they weren’t well and sturdily made they 
wouldn’t stand the gaff. Sell the kind that stay sold. We 
mean the Weis ‘‘Utility’’ line Card Trays and “‘Sturdy Sixteen’’ 
and “Shell Line’’ Card Transfers. If you want one to rip 
apart to learn how well they are made—write us for free sample. 








The Weis Manufacturing Co.. Monroe. Mich. 


New York Chicago Boston 
TheWeis Manufacturing Co., Inc. Associated Stationers Adams, Cushing & Foster, 
54-56 Franklin Street Supply Company Incorporated 
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(Seen & Heard in So. Calif.—continued from page 49) 
sible for putting him in touch with an old friend in the 
east of whom he had lost track, and the resumption 
of business relations of a profitable character. 

The subject of heat, cold and humidity as affecting 
ribbons and carbons was discussed, and there was an 
interesting comment on the subject of yardage in 
different seasons and varying conditions of moisture. 

A member observed that buyers in Los Angeles are 
more “cagy” than in New York City. In the latter 
place price seems to be the lesser consideration, and 
concessions are seldom demanded. 


* * * 


Springfield, Mass., Man Added to Sengbusch Staff on 
Pacific Coast.—Arthur J. DeMerritt, formerly for sev- 
eral years with the sales staff of the Underwood Elliott 





A. J. DeMERRITT 


Fisher Company at Springfield, Mass., under the direc- 
tion of Sales Manager R. E. Ward, has resigned and 
with his wife has removed to Southern California, 
where he now is associated with the Sengbusch Self- 
Closing Inkstand Company of Milwaukee, Wis. He is 
working as a “missionary salesman” calling on whole- 
salers and leading stationers in cities south of San 
Francisco to the Mexican border, working in conjunc- 
tion with Ward H. Silliman, the Sengbusch representa- 
tive already on the ground. The DeMerritts have estab- 
lished their home at 2628 Armstrong avenue, Los 
Angeles. 

Mr. DeMerritt spent fifteen years as a typewriter 
salesman. He worked in Denver, Colo., for seven years, 
during five years of which period he was associated 
with the Western Typewriter Sales Company which 
was headed by George S. Walker, twice president and 
chief organizer of the National Association of Type- 
writer Dealers, now head of the Pacific Coast Portable 
Division of the Underwood Elliott Fisher Company at 
San Francisco. Mr. DeMerritt was also at one time 
associated with the L. C. Smith & Brothers Typewriter 
Company before that company and the Corona Type- 
writer Company were united. He returned to Los An- 
geles from a trip as far north as San Francisco, and 
reports excellent results in connection with the well- 
known Sengbusch specialties. 


* * . 


New Men on Victor Adding Machine Co. Staff.—The 
following additions to the staff of Victor were made 
recently: J. K. Young, agency manager at San Fran- 
cisco, and for twelve years associated with another 
prominent adding machine company; R. K. Blaisdell, 
appointed agency manager of the Fresno, California 
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HERE'S “JUST WHAT 


THE DOCTOR ORDERED’ 


to cure the headaches your customers 
get from faulty mental figuring 
or obsolete machines 





MONARCH PORTABLE 
LISTING -ADDING MACHINE 


A low cost, complete, practical and durable figure 
worker that has everything the trade wants. A com- 
pact little beauty that has big machine ability and 
yet weighs only || pounds. Seven column capacity, 
light, fast handle pull and multiplies as well as adds. 
Simple, 10 key keyboard, automatic column selector 
and all modern features at a price far below that 
of any other device performing similar service. The 
new MONARCH combines in one compact, light- 
weight, durable unit all the qualities you demand 
in a listing-adding machine. 


A member of the famous Monarch Portable Type- 
writer family—6 models, 6 prices to meet every 
customer need. 


YOU LEAD WITH MONARCHS 








American Writing Machine Co. 

115-117 Worth St. 

New York, N. Y. 

Send me all details of the Monarch Portable Adding Machine. 


Name 
Address 


City. State 
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THE ONE 
SURE WAY 


TO GUARD AGAINST 
FACTORY COMPETITION 

IS TO CARRY THE LINE 

OF FILING SUPPLIES 
BEARING THIS TRADE MARK 


QUALITY 
jae & OF © 6 &- 


Jor FASTER 
FILING © FINDING 











A DEALER’S LINE 
NO BRANCHES 
NO DIRECT SALES 


WY 


(The Wabash Cabinet Co. 


Wabash~Indiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send us full information about your SALES PLAN and 


DISCOUNTS, with Price List for our zone. 





Name a aia 


Address —— — a 
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District; H. S. Ogg, new agency manager at Long 
Beach; D. D. Parrish, agency manager at San Pedro; 
John M. Turner, agency manager at Mount Vernon, 
Washington. 

> > > 

Member of Royal California Staff Promoted.—L. O. 
Lensbury has been added to the staff of the Royal 
Typewriter Company, Inc., handling special accounts 
from the Los Angeles office. His work is in addition to 
the labors of the general selling force. He was with 
the Royal at San Jose for several years. 

> > > 

At Monrovia.—The Sims Stationery Shop, 521 South 
Myrtle avenue, Monrovia, California, has taken the 
store at the above address, which was formerly held 
by the Monrovia Stationery Store. The latter organi- 
zation, managed by Mrs. Keifer, has taken the prem- 
ises at 414 Myrtle avenue. 

> > . 

In Beverly Hills.—The Beverly Hills Stationery Com- 
pany, owned and operated by L. G. Brinckerhoff, has 
changed its location from 9480 Santa Monica boule- 
vard to 421 North Beverly Drive. 

> > . 

Los Angeles Stationery House Adds Salesmen.—The 
Southern California Stationers, 818 South Los Angeles 
street, recently increased its sales staff by the addition 
of three salesmen. They are: William A. McGurn, 
seven years’ experience in stationery and carbons and 
ribbons; Archer W. Wilde, twenty-seven years in the 
Los Angeles stationery field; Brooks Kitchell, a former 
inside salesman, now promoted to outside work. 

> > * 


Soister Calls on Triner.—E. L. Soister, South Hill 
street dealer in Triner scales, Acme card systems, etc., 
late last summer paid a visit to the East. He spent a 
few days at Lake Geneva, Wisconsin, where he visited 
James M. Triner who was there enjoying the coolness 
of that famous resort. Mr. Triner spends much of his 
time in travel, delighting in new scenes, customs and 
countries. “Business,” says Mr. Soister, “offers nothing 
to complain about.” 

L. A. Rubber Stamp Co. Takes Art Steel.—The Los 
Angeles Rubber Stamp Company, one of the largest 
concerns on the Pacific Coast, has taken over the dis- 
tribution of Art Steel filing cabinets and one or two 
other non-competing office furniture items. 

> > > 

Hansen Stationery Company Moves.—The Hansen 
Stationery Company, formerly at 412 East Fourth 
street in the San Fernando building, has moved to 500 
West Washington boulevard. It is stated that Mr. Han- 
sen, one of the founders of the company, is now asso- 
ciated with the Industrial Printing and Stationery 
Company of Huntington Park. 

* * . 

Silman Takes Territory for Esterbrook.—George W. 
Silman, who used to sell for the L. E. Waterman Com- 
pany in Chicago, will hereafter represent Esterbrook 
in Oregon and Washington. 

7 = a 

Geil Takes Murphy Chair Line on Coast.—Lester Geil 
now represents the Murphy Chair line in California 
and adjacent territory. In Los Angeles recently he 
stated that conditions are quite satisfactory in the 
Rocky Mountain towns from Denver west, which is 
part of his territory. 

In addition to the Murphy line of chairs Mr. Geil 
distributes All-Steel-Equip and “Aurora” steel lines 
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ADVANCE BOND 


| A dependable guide t& genuine 
quality on the 
, RAG CONTINENT * 
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Towering above the confusing 
jumbles of rag-content papers is 
Advance Bond, the paper par excel- 


leads unfailingly to certain satisfaction 
when used for stationery, policy frames, 
legal forms and important documents 




















lence for important business and pro- 
fessional correspondence. 

Like all L. L. Brown papers, its rag 
content consists of the very best new, 
white linen and cotton clippings exclu- 
sively. Not a scrap of colored rags nor 
a single sulphite fibre is employed in 
its manufacture: it is 100% white rags; 
100% genuine quality; 100% strong, 


of all kinds. ee - 7 


Trail through 
RagContinent 
Jungles”’ i 
the title of an 
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booklet which | 
will help you }% 





durable, impressive and permanent. to seal quality. 

With Advance standing out. so A copy will be 
conspicuously, time and effort in sent ifrequest- 
searching through the Rag Content ed on your 


jungles are needless. Advance Bond letterhead. ® 


% The Rag Continent is that bewildering jumble of papers made wholl¥ or 
partly from rags and identified by the phrase, “‘rag-content’’. Over-run with 
the Swamps of Vague Claims, the Forests of Insufficient Information and 
the Jungles of Uncertain Qualities and Values, the Rag Continent has proven 
utterly confusing to those in search of specific properties in rag-content 
papers for important records and impressive business stationery. 


L. L. BROWN 
Ledgtr, finer antl (Sond 


L. L. BROWN PAPER COMPANY © ADAMS, MASSACHUSETTS 





QUALITY EXCLUSIVELY 
SINCE 1849 
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TRANSFILE 


YOUR WAY TO GREATER 
TRANSFER TIME PROFITS 


Of course, you want to sell your customers the very 
latest thing in storage files. That's TRANSFILE. 

You don't want to spend hours trying to convince your 
customers of the merits of a file—you want it to sell itself. 
TRANSFILE does. 


You want to be sure the file will stand the gaff in your 
customer's quarters. TRANSFILE will. 

Your customers will want corrugated files that can be 
built up into batteries which will remain 
rigid. TRANSFILES do. 


Your customers will demand easy drawer 
action for accessibility. TRANSFILE has. 
Your customers will want good appear- 
ance as well as utility and durability. TRANS- 
FILE has. 
The De Luxe 


And TRANSFILE will show you the way to ree 
greater corrugated storage file profits—if Roller ‘Bearing. Drawer. Susper. 


sion. Steel reinforced. Steel 






















Drawer Front. 2-Way Interlock. 


you will push it. Be sure you have a good —_Prawer Front. 2-Wa 
stock on hand. You will need it. 


The Leader 


For low cost semi-ac- 
tive filing. A heavy duty 
file at the ordinary file 


price. Steel Front. 
Shipped flat. Folds to- 
gether in a jiffy. No 
screws, bolts, or tools. 
2-Way Interlock. In 13 
popular sizes. 


=> 








The Regular 


For low cost storage. 
Steel reinforced. Strong, 
rigid, safe and acces- 
sible. For economy and 
accessibility in storing 
and filing inactive rec- 





ords it cannot be beat. 
2-Way Interlock. Quick- 








TRANSFILES can be positively in- ly assembled. 12 Popu- 

terlocked into staunch, rugged lar sizes. 

batteries such as illustrated here. 

All the weight is supported on Sell TRANSFILE for safe and orderly record filing and 
steel. The bottom drawer oper- storing. Write for a sample today. 


ates as freely as the top one. At- 


tractively finished to harmonize G U | D E S y S T E M & S U b QP L y Cc O e 


with your regular steel filing equip- 
335 CANAL ST., NEW YORK, N. Y. 


ment. 
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made in Aurora, Illinois; Tell City, Indiana, desks and 
tables, and Wabash filing supplies. 
” . * 

Yocum Sounds Note of Optimism.—Sam Yocum, 
South Hill street dealer in office furniture and equip- 
ment, assured the reporter that business is satisfactory. 
Mr. Yocum handles the lines (Allsteel) of The General 
Fireproofing Company, Youngstown, Ohio; those of the 
Corry-Jamestown organization at Corry, Pa.; the 
equipment made by the Wabash Cabinet Company, 
Wabash, Indiana, and the supplies of the Art Steel 
corporation. 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





The annual Northwest Stationers frolic and party 
will be held this coming year on February 3 in place 
of the last Saturday as has been the custom in the 
past. The reason for this change is the Winter Car- 
nival held the last week in January at St. Paul. This 
party is to be held at the Nicollet hotel in Min- 
neapolis. The committee on arrangements, consists 
of Arthur Grayston, Herb Fall and Ed. Hansen of 
Minneapolis, and that sterling organizer of the Saintly 
City, none other than Sterley Jerue. Invitations will 
be mailed later, but those planning to attend may 
make reservations by getting in touch with any of 
above committeemen. The boys in charge say that 
the party will be bigger and better than ever: Re- 
member the date. 

* = * 

Messenger Printing & Stationery Company, Fort 
Dodge, Iowa, has remodeled its store at 712-714 First 
avenue South. All new steel fixtures and equipment 
in mahogany finish have been installed, making this 
one of the most modern of stores. W. S. Merryman, 
well known in the stationery and printing industry in 
Iowa, is the treasurer and general manager of this 
concern, with Nels Schreiber as his assistant in charge 
of the stationery department. 

. ~ . 

Einar Carlson, of Poucher Printing & Lithographing 
Company, Minneapolis, was seriously ill during Novem- 
ber at Asbury Hospital, but is on the road to recovery. 

. * * 

Harry Spurlock, Nationalite, postcards to his Twin 
City friends, that he sojourned in the Hawaiian 
Islands during October and November. 

ca * 7 

Jim Campbell, another oldtimer, was a Twin City 

visitor in November, accompanying Ray Hammond. 
* * ~ 

Those two friendly rivals, Fred Schaefer and Karl 
Kiesel, were both visiting the Twin City buying fra- 
ternity during the month of November as was Dave 
Bevan, the new Wilson-Jones representative. 

7 + 7 

Old home week, also was celebrated by the return 
of the Beau Brummel Trio, Eddie Cooper, of B. & P. 
fame, Herb Morgan, Associated dignitary and Mer- 
rill Hasty, Sengbuscher from the beer City. All report 
successful trips, their last before the Christmas holi- 
days roll around. 

* * cal 

Arthur G. Wadell, Poucher’s ace salesman, took unto 
himself a bride, the charming Miss Carmelita Lynch. 
The marriage ceremony took place on Turkey Day, 
with a reception following at the bride’s home in 
Minneapolis. 
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It's Eas 


MEI 


ier to SELL 


LINK 








The Next SAFE 


You SELL 


Sell it “FITTED” with 
INTERIOR FILING EQUIPMENT 





Showing how the 
shelves and partitions 
are set up 


MEILINK 


offers this 
feature... 


Over 170 various combina- 
tions are possible with this 


interior unit equipment— 


yet all are assembled 


stock parts. 


With Meilink Unit Egquip- 
ment you can build up any 
special interior to meet your 
customer’s requirements. You 
can make any combination of 
units that will handle the sys- 
tem of records efficiently. 


Use this feature—it’s a selling 
advantage 








from 





Send for catalog and prices 


MEILINK-BUILT 


Fire-Resistive Products for Every Business 
Office and Home Use—Provide “Better Protection” 


36 Years 


ef Protection Service 


Also Modern Systems of Cash Protection 


Meilink Steel Safe Company 


TOLEDO, OHIO 
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UFIL steet 


“Little Dandy” "Sim" 


have built up a considerable army 
of satisfied customers in the past 
26 years, and the list is constantly 
increasing. 

Conservative business men do not 
buy trashy imitations. 

Wise dealers sell the UHL Steel 
‘Little Dandy’’ Typewriter Stands. 








Selected 


material 


Carefully 
manufac- 
tured 


Beautiful, 
durable 
finish 


Modestly 
priced. 






No. 671-LS 


Made in two sizes. 
No. 671 with 14” x 
171," top. No. 7800 
with 17” x 24” top. 


Without shelves 
or with left, right 
or both shelves. 
All can be sup- 
plied with foot- 
No. 671-LSX locking device as 


Showing “Little Dandy” stand shown at left. 


equipped with left drop leaf, also 
Raising and Lowering Device 
which, by a half turn of a lever, 
transfers the weight from casters 
to solid, tipped feet and vice versa. 






Ask for Catalog 


The Toledo Metal Furniture Co. 
1636 Hastings Street Toledo, Ohio 





PASSED AWAY 











C. A. LENT 


Charles A. Lent, president of Brown, Lent & Pett, 
Inc., Brooklyn, N. Y., and past president of The Na- 
tional Stationers Association, died November 6 at the 
Hotel Granada, Brooklyn, in which he maintained 
residence. He was eighty-one years of age. 

Ever alert to the opportunity to improve conditions 
both for the stationery industry and those engaged 





THE LATE C. A. LENT 


in it, Mr. Lent was one of the foremost men in foster- 
ing the national association movement as a means 
toward the desired end. He realized early in his busi- 
ness career that codperation, friendly relations and a 
serious study of the other fellow’s problem was the 
combined answer to a universal success of the industry 
as a whole. And he believed that an association of 
national scope was the principal means of attaining 
such ideals. 

For years he labored in the local association field 
despite the many duties growing out of his stationery 
manufacturing business. He lived and he preached 
association as the logical answer to the industry’s 
many problems, and when conditions warranted 
launching a nation-wide organization he was among 
the first to make possible The National Stationers 
Association. He served with honor and distinction as 
president of that body during 1914-15. 

Still other duties claimed a great deal of Mr. Lent’s 
time. He was treasurer of the Methodist Episcopal 
hospital in Brooklyn; a director of the Beekman Street 
hospital and chairman of its house committee; a 
member of the executive committee of the Long Island 
Church Society, and president of the Brooklyn and 
New York Arcanum Building, Loan & Savings Asso- 
ciation. 

He was also a member of the advisory board of 
the Brooklyn Methodist Episcopal Home for the Aged. 
For many years his wife, the late Nellie Bishop Lent 
had been treasurer of that organization. 

Mr. Lent is survived by a son, C. Hersey Lent, and a 
brother, Ephraim M. Lent. 

+ ok + 
WALTER YEAZELL 


Walter Yeazell, former manufacturer’s representative 
and well known in stationery circles on the Pacific 
Coast, died at his San Mateo, Calif., residence on Sep- 
tember 26. For many years he was manager of the 
San Francisco branch of the Conklin Pen Company 
and at one time was secretary of the Southern Cali- 
fornia Stationers Association. Later he became secre- 
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Transfer Time Is Here 








| ee ATLAS 


NON-SUSPENSION 


Pra S$ 


WILL 
PERMANENTLY 
SOLVE YOUR 
CUSTOMERS’ 


TRANSFER 
PROBLEM 





AND PROVIDE 
CONTINUOUS 


PROTECTION 


COLUMBIA 





ATLAS r FER S 


ARE RECOMMENDED BY 


PROGRESSIVE DEALERS 
FOR 


TRANSFERRED RECORDS 














MANUFACTURED BY 











COLUMBIA STEEL EQUIPMENT CO. 
PHILADELPHIA 


BROAD AND CHESTNUT STREETS 





LINCOLN LIBERTY BLDG. 














Bassick 
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CASTERS AND FLOOR PROTECTION EQUIPMENT 





This practical, attractive 
display block is creating 
business for Bassick dealers. 
Write for Catalog No. 113 
and information about how 
you cansecure this sales help. 








DIAMOND-ARROW BALL-BEARING CASTERS 
“THE ACCEPTED STANDARD OF QUALITY” 








NOMAR 
RUBBER DESK SHOES 





NOMAR ATLASITE CUPS 








RUBBER 
CUSHION SLIDES 














NOMAR FURNITURE RESTS 








THE BASSICK LINE is the outstand- 
ing line of office chair casters and floor 
protection equipment. In quality and in 


completeness, Bassick offers a real oppor- 


tunity to office equipment dealers for a 
profitable volume of business. Write 
for catalog No. 113 and ask for com- 


plete information on Bassick sales helps. 


THE BASSICK COMPANY « BRIDGEPORT, CONNECTICUT 


Canadian Factory : STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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tary of the Color Lithographers in San Francisco but 
retired several years ago. Mr. Yeazell is survived by 
his widow, and son and one daughter. 

+ - - 


CARL TRUMBLY 

Carl Trumbly, well-known stationer of Santa Cruz, 
Calif., was stricken with a heart attack while seated in 
a restaurant on October 2, and died before medical aid 
could be summoned. He was fifty-two years of age. 

Mr. Trumbly had worked with the Howe’s stationery 
store in Santa Cruz for twenty-five years when he 
opened his own establishment in 1927. Six years later 
he joined the Bowman’s stationery store with which 
he was connected up to the time of his death. 


+’ - +} 


I. W. CAREY 

Stricken with a heart attack while alone in his 
office, I. W. Carey, of the Miller-Davis Company, Min- 
neapolis, was found dead, Wednesday, November 17. 
He was seventy-six years of age and had been with 
the company for thirty-two years. 

Mr. Carey, who was a member of Lynnhurst lodge 
No. 317 of the Masonic order, is survived by his widow 
and a son and daughter. 


' + 


OSCAR LUNDBERG 
Oscar Lundberg, for more than thirty years a mem- 
ber of the sales staff of Paper Supply Company, Min- 
neapolis, Minn., died November 25. He was well-known 
to the industry in the Minnesota city and his passing 
was a severe shock to those who knew and liked him. 


- + +} 
NATHAN SCHOENBERG 


Nathan Schoenberg, sixty-three, stationer of Hill- | 
side, and Newark, N. J., for the past thirty-five years, | 
died November 18 in Newark Presbyterian hospital. | 


Surviving are his widow, four daughters and a son. 


rt y 


J. G. FRASER 
Joseph G. Fraser, seventy-five years of age, who 

had been associated with the Blade Printing and Paper 
Company, Toledo, for fifty-eight years, until his retire- 
ment three years ago, died November 14 in St. Vin- 
cent’s hospital, leaving his sister, Mrs. Frances Tracy; 
a niece, Mrs. C. R. Harbaugh, and a nephew, Robert G. 
Tracy. AK 

- a 


MEMORIAL FOLDER HONORS CHARLES AMES 


A gracious and dignified memorial to the late Charles | 
H. Ames, whose passing on October 6 was reported in | 


the October issue of OrricE APPLIANCES, was made last 


month by the Ames Supply Company, Chicago, of | 


which Mr. Ames was vice-president. 

The memorial was a four-page folder which was 
mailed to the hundreds of friends of the company in 
place of the November issue of the firm’s house organ. 
Reflecting quiet dignity and beauty and containing a 
small photograph of him whom it honored, the folder 
was a touching tribute to the man who for years was 
the Eastern manager for the Chicago firm. 

Beneath the front-page photograph was the line: 
“Charles H. Ames. 1886-1937.” This was followed by 
a message which read: 

“With a sense of great loss, we report the passing 
away of Charles H. Ames, Vice-President and Eastern 
Manager of the Ames Supply Company, Chicago, on 
October 6th, at Brooklyn, N. Y. He was fifty-one 
years of age. Mr. Ames is survived by his widow, Mrs. 
Dorothy Russell Ames; his mother, Mrs. Dorr C. Ames 
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5 POINTS 
OF SUPERIORITY! 
LCEN-TR-KOTED 


CARBON PAPER 


With The Perfect CEN-TR-KOTED 
Backing Sheet 


I. Longer-Lasting 

2. Sharper Writing-Quality 
3. Finer Manifolding Results 
4. Clearer Copies 


%. Absolute Uniformity Assured By 
Rigid Factory Inspection 


This is why CEN-TR-KOTED is 
more and more becoming the nation’s 
BUY-WORD for carbon-paper satis- 


faction! 








Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.”’ It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 
booklet. 

* 








GRAND PRIZE 
‘CARBONS and RIBBONS 


| 





PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 
Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 
Houston, Tex. Portland, Ore. 


Denver Seattle 


Los Angeles 





SO 














Here Again! \ ee 
TRANSFER TIME with ts “ilies 
STORAGE as 

PROBLEMS! 
Let the ACCO BINDERBAC solve \\———-_| ) 





your customers’ filing problems. 





It combines with Standard ACCO 2-piece 


cover to make completely bound and 


indexed “*Book Files. 


** 


EVERY YEAR 
sees an increased 
demand for ACCO 
2-piece covers, used 
with the ACCO 
Fastener for filing 
and storing sheets 
of all standard 
punchings in any 
capacity. 





consists of a black strip of tough 
board, covered with gummed 
grey binders’ linen. This board 
is scored every quarter of an 
inch so that any length of it may 
be cut in widths up to 4 inches, 
to conform with the thickness of 
the record to be bound. 





: 
XK 


The linen pastes down 
to the top and bottom 
leaves of the cover. 


Thus the BINDER- 
1936 BAC gives the file a 

strong yet flexible 
| backbone, just like a 
! book. Binds all stand- 
ard sheet sizes. ACCO 
Fasteners furnished for 


all commercial centers. 


Acco Acco Acco 

















ACCO BF, BH and BK Binders can now be used for storage 
purposes through the use of the new BINDERBAC which per- 
mits indexing across the back of the file for immediate identifica- 
tion of the contents. 


Write for Sample and Prices 


ACCcoO 


PRODUCTS, INC. 


39th Ave. & 24th St. 
Long Island City, 
New York 
Canada: England: 
AccoCanadian,Ltd.,Toronto AccoCompany, Ltd.,London 
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of LaGrange, Ill.; a brother, Arthur R. Ames, president 
of Ames Supply Company; and three sisters, Mrs. 
Larned E. Meacham, Mrs. Wilfred H. Worth and Mrs. 


Henry R. Karcher.” 
——_—_o——o 


CHICAGO PURCHASING AGENTS HOLD 
EXPOSITION 


With 105 exhibitors exhibiting their products in as 
many attractively-decorated booths, a two-day business 
show was held in the Hotel Sherman by the Purchas- 
ing Agents’ Association of Chicago, on November 
17 and 18. 

The entire mezzanine floor of the hotel was utilized 
for the exhibition of merchandise of practically every 
known industry, ranging from the manufacture of steel 
cable and electrical equipment to air-conditioning ap- 
paratus and synthetic enamels. 

Sprinkled throughout the exhibition hall were a 
number of office equipment, machine and supply man- 
ufacturers and dealers. Among these were the follow- 
ing organizations; all but one of Chicago: 

AMBERG FILE & INDEX COMPANY.—A diversified showing of 
filing equipment and index systems for use in various types of business. 


B. Il. Amberg in charge. 
AUTOPOINT COMPANY.—Display of the Autopoint line of auto- 


| matic pencils cone with billfolds and other leather items for sta- 


| desks, Bassick 


tioners. Tom Bledsoe in charge. 

BRADNER SMITH & COMPANY.—Paper merchants and convert- 
ers showing the many types and grades of paper products manufac- 
tured by the firm. 

HECO ENVELOPE COMPANY.—Envelopes and letterheads in 
practically every known quality arranged in a systematic and attrac- 
tive display. 

INTERNATIONAL TAG & SALESBOOK COMPANY.—Sales- 
books, tags and manifold books were featured by this manufacturer in 
an interesting exhibition. E. M. Vana was in charge. 

KENDRICK FURNITURE COMPANY.—E€verything in the office 
furniture line was shown in this booth which was in charge of Jack 
Minor. 

MARSHALL-JACKSON COMPANY.—A fine showing of Lincoln 
lotilt chair equipment. O. R. Geuther in charge. 


NATIONAL VULCANIZED FIBRE COMPANY.—An educational 


| display of the many uses to which vulcanized fibre is now put in the 


| material for every use. 


manufacture of stationery and other items. G. W. Glaescher in charge. 

THE FREDERICK POST COMPANY.—A nice display of drawing 
S. C. Curtis and L. H. Smith in charge, 

ROYAL METAL FURNITURE COMPANY.—Desks and chairs for 
home or office use and in practically every style were the feature show- 
ing. Frank O’Conner and A. S. Golden in charge. 

SPITZER’S OFFICE FURNITURE HOUSE, INC.—Contrast was 
stressed with a typical office of the nineties and another of the present 
year. S. Spitzer in charge. 

TALLMAN, ROBBINS & COMPANY.—Steel filing and loose leaf 
equipment in an attractive display. G. W. Morris in charge. 

UNITED AUTOGRAPHIC REGISTER COMPANY.—A display of 
cashier and other types of registers with operators to explain their 
working. Don Mack and Herman MacDaniel in charge. 

WILSON-JONES COMPANY.—A showing of loose leaf devices and 
systems, blank books and catalogue binders. George Cormack in charge. 

YOUNG OFFICE EQUIPMENT COMPANY.—Niagara duplicators 
in all models were shown by this company. Elmer Young in charge. 


————_— 
OFFICE EQUIPMENT HOUSE OPENED AT 
COLUMBIA 


The Lorik-Couch Office Equipment Company was 
established several weeks ago by D. C. Lorik, W. L. 


| Couch and D. L. Lorik, with a store at 924 Gervais 


| 
| 


| 
| 
| 


street, Columbia, S. C. The executive personnel has 
been engaged in the office equipment business in 
Columbia twenty-six years. A complete line of recog- 
nized standard merchandise is carried. The company 
is exclusive agent for The Globe-Wernicke Co., and 


| handles complete lines of wood and steel office equip- 


| ment. 
eg 
PALMER MOVES STORE 
Cc. O. (Cop) Palmer, president of the Palmer Type- 


| 
| 


writer Exchange, Toledo, Ohio, who furnished the ma- 
chines used by the board of election in conducting 
all election counts at the recent Lucas County and 
Toledo elections, has moved his headquarters to 806 
Madison avenue.—AK 
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Meet THESE TWO NEW Bodiform” MODELS 





No. 491 “Bodiform” Office Chair No. 481 “Bodiform” Office Chair 
A deluxe chair for the visitor. Made of A companion chair to the No. 491, but 
steel throughout, its graceful lines and without arms. A chair of many constant 
fine finish create an atmosphere of re- uses in any business office. Built of steel 
finement, dignity and beauty. and fine upholstery materials. 


EVERY S/t MEANS A SALE! 


Just sit in these beautiful new Artility “Bodiform” Chairs—and 
you'll soon see why they're “best sellers.” They are undoubtedly 
the most comfortable non-adjustable chairs ever made—resting 
your back just where support is most appreciated. Give your 
prospects a chance to try these smart modern chairs—and they 
will “sell a bill of goods” for you. Write today for complete infor- 
mation and discounts on the profitable Artility line. 





No. XOR70— 
Bookkeeper’s 
Chair—or for 
Bench Work. 
Seat height and 
back rest adjust- 
able. Swivel 
base with foot 
ring. 


No. 371—Secre- 
tarial Chair—or 
for office ma- 
chine opera- 
tions. eat 
height and back 
rest adjustable. 
Swivel base. 


No. XL70—Sten- 
ographer’s Chair 
or for office ma- 
chine operation. 
Seat height and 
back rest ad- 
justable. Swivel 
base. 


No. 400—Execu- 
tive Chair. With 
Spring Back. 
Seat height ad- 
justable. Metal 
throughout. 








NC. 


ARTILITY METAL PRODUCTS, 


(102 MONGER BLDG., ELKHART, IND. 


A Complete Line of Artility Chairs for Executive, Stenographic, Office Use 








The Credit Department oj 
U. S. Tobacco Co. is only o 
several departments pre-ple 
by Shaw-Walker and equi 
with Skyscraper Desks. 





INSURE YOUR SUCCESS—SELL SHAW-W ALKER 


LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 


SKYSCRAPER DESKS 
in Investment In 
Permanent Beauty 


HE Skyscraper Desk is today’s 

choice of business men whose 
first thought is “An Investment 
in Permanent Beauty.” These fore- 
sighted buyers will be as proud of 
their beautiful modern Skyscraper 
equipped offices in 1957 as they are 
today because they wisely chose 
the modern desk that is ageless in 
design. 

Skyscraper Desks are function- 
ally designed from the classics. The 
design is not a fad, is not over 
styled or “dated.” 

Buyers of Skyscraper Desks will 
be happy with their “Investment in 
Permanent Beauty” when othe 
buyers will be replacing thei 
“dated” desks which have become 


eyesores. 


The useful life expectancy of any 
“dated” piece of furniture rarely 
exceeds a half dozen years. 


OR 38 years the first thought of Shaw-Walker inventors, de- 

signers and craftsmen has been the permanency of Shaw-Walker 
products in the offices of users. Each new product must measure up 
to established standards of quality; must harmonize and intermem- 
ber with similar items in the line. 

The Shaw-Walker steel file is one of many examples of how adher- 
ence to this sound policy saves money for the user. 

In 1913 Shaw-Walker produced a steel file, 27” deep. Today’s 
famous Free-Coasting file will intermember with the 1913 file, though 
it is far superior mechanically. From no other source can users buy 
stock files that will intermember with purchases of 25 years ago. 

The Shaw-Walker desk will be another example of “faith-keeping.”’ 
Following years of research, in 1928 Shaw-Walker produced “Sky- 
scraper,” a modern desk designed to beautify the office and to in- 
crease the productiveness of the 
desk occupant. Being ageless in 
design, the Skyscraper Desk 
will continue to be modern when 
the “‘dated-fad” desks of today 
are eyesores. 


Sell Shaw-Walker, assure buyers 
that future purchases from you GHAW-WALKER 
will enable them to maintain the 


desired appearance of uniformity. MUSKEGON, MICHIGAN 


Built Like a 
Skyscraper” 
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CANADIAN GUILD SECRETARY VISITS EASTERN 
PROVINCES 

Following the successful convention held in Montreal 
in October, Fred R. Smart, Secretary-Manager of the 
Stationers’ Guild of Canada, made his first tour of in- 
spection to the Maritime Provinces to visit stationers 
in the various centers. 

New Brunswick, Nova Scotia, Prince Edward Island 
and Quebec were included in the tour. 

At Saint John, N. B., I. C. Rockwell of J. & A. Mc- 





r 











FRED R. SMART 


Millan Ltd., guild chairman for the province, even 
amid the handling of a Kiwanis radio auction sale 
in the interests of child welfare, took time to guide the 
wandering Secretary through all the intricacies and 
interesting high spots of the city. Saint John has 
many points of interest, for instance an immense dry 
dock and harbor where the ebb and flow of the tides 
is extremely high, resulting in a reversing waterfall in 
the river. 

Fredericton, New Brunswick’s capital, was visited 
next. 

Halifax, Nova Scotia, also was very interesting. Here 
Mr. R. W. Wright acted as guide. A meeting of sta- 
tioners was held at the Nova Scotian hotel and the 
problems peculiar to local conditions were discussed in 
a most friendly manner. 

At Truro, Nova Scotia, the well known retail sta- 
tioner, Mr. G. Y. Thomas, is a member of the Provincial 
Parliament. In spite of his varied interests he took 
the opportunity of showing the secretary and Mr. 
Wright of Halifax, who had taken the afternoon for a 
nice drive and visiting, around the town, and then 
entertained them at dinner where genuine Nova 
Scotian moose steak was served. There is no doubt 
about the class of hunting available in that territory. 
Sydney, Nova Scotia, was also visited with much in- 
terest. 

At Moncton, New Brunswick, it was “Colpitts the 
Stationer” (a picture of whose store appeared in last 
month’s OFFICE APPLIANCES) who took charge of the 
program. Here is another place where the ocean tides 
are very much in evidence. Visitors should strive to 
see the “Moncton Bore” come in and a river back- 
ing up. 

Over to Prince Edward Island by airplane from 
Moncton was also very thrilling. It was the Secretary’s 
first flight and across the Northumberland Strait and 
over the Island was an ideal trip. At Charlottetown 
the well and long-established Carter & Company was 
visited. 

Historic Quebec City came in for its share of interest. 
Landing here on a holiday when even the post office 
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SALES AGENCIES IN | 


And now wecome to the season 
when hand shakes hand in 


heart-felt cordiality .... when 


the appreciation of a year's 
patronage is openly avowed.... 
and resolutions are in order. 
We are resolved to continue 
meriting your generous favor 
by continuing to give you the 
best of products backed by the 
best of service... and we wish 
you a Happy New Year. 


Typewriter Ribbons 


Carbon Papers 


Typing Supplies 


COB? GU RAs & 


SITIES THE WORI 
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was closed, presented an opportunity to see the sights. 
Hills and more hills and the gorgeous Montmorency 
Falls were viewed in fitting wonder. 

The next day the stationers were called on, Albert 
Moore of T. J. Moore & Company, Ltd., helped make 
the occasion one to be long remembered. 

Then back to Montreal where the regular luncheon 





Sher-Man Models 34 and 35 Stands accommo- 
date directories, rating books, ledgers, and 
other large books, making them easier to use 
and preventing damage. Dealers are finding 
these stands among the most popular and read- 
ily salable items in the Sher-Man line. 

Model 34 has wood top 17% x 24 in. Model 
35 has wood top 14 x 28 in. Either model fur- 
nished with four rubber tired casters or four 
rubber feet. Flush shelves and wood or metal 
drawer available. Frame is highgrade tubular 
steel, electrically welded, with correct bracing 
to provide a strong, rigid, lightweight stand. 
Choice of finish—frame, black, green, brown or 
maroon; top, oak, mahogany or walnut. 

Write for new general catalog with complete 
descriptions of the Sher-Man line. 








MODEL NO. 





STORES AND PEOPLE VISITED BY FRED R. SMART ON HIS 
RECENT JAUNT THROUGH THE EASTERN PROVINCES OF 
CANADA.—({Top left) Major Soulis, Soulis Typewriter Com- 

SHERMAN-MANSON MFG. CO. | pany. Halifax, Nova Scotia. (Upper right) F. M. O'Neill, R. W. 
South venue | Wright and Frank Lockhart, R. W. Wright & Company, Halifax. 
625 Ratner & ° Gap (Center left) The store of C. & G. McLeod, Ltd., Sydney, Nova 

















= a (—b | Scotia. (Center right) I. C. Rockwell, J. & A. McMillan Com- 
» He » H. pany, Ltd., St. John, N. B. (Lower) G. Y. Thomas, “G. Y. 
339 E. Third St, Los Angeles Thomas,” Truro, Nova Scotia. 
MODEL NO. 5 Stock on hand for immediate delivery 
+ | meeting of stationers was attended. Every Wednesday 


this occurs so when planning for a trip to Montreal 
Stationers should arrange to attend if possible. It 


will be well worth your while joining the group for the 
| midday meal. 
—<_-  — 
JACKSONVILLE HOUSE HAS MIMEOGRAPH SALES 
The Merritt Brown Company, 515 Laura street, Jack- 
sonville, Fla., has acquired the exclusive distribution 


for the Mimeograph and supplies for North Florida, 


TU B | [ A 4 § T is F [ § T A N D § South Georgia and Southeast Alabama. 
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COURT HOUSE 


An attractive installation of 
GW court room furniture 
in the Davidson County 
Court House, Nashville, 
Tenn. 





e Smart, modern Globe-Wernicke steel office equipment was recently installed 
in the offices of International Printing Ink Corporation, New York City. 


Reems STOCK AND SPECIAL EQUIPMENT FOR 
eS Meme BUSINESS AND PUBLIC INSTITUTIONS 
cepemeeeeraimem ARE SOLD BY GLOBE-WERNICKE DEALERS 


nificent new Supreme ee . 
CELIA ee ate «Many business concerns and public institutions like to do 


New Mexico. business with Globe-Wernicke because of our excellent 
facilities for the production of stock and special business 
equipment, backed by a long established reputation for 
dependable merchandise. High standards in material and 
workmanship make it possible for us to combine dignity, 
beauty, economy, efficiency and quality. 




















Globe-Wernicke office equipment and supplies are sold 
= ——— through dealers and we cooperate with them. We offer 
LIBRARY the most complete line available from one source of supply— 

edi ieieeiet Mee stecl, wood and paper products—thousands of items needed 

equipment is used in the , ; . : , ; 
in offices. Write for catalog, prices, discounts and infor- 


new Mercer University 
Library, Macon, Ga. mation about our valuable exclusive franchise. 


Globe-Wernicke 


Cincinnati, Ohio 











MAKEKS OF OVER 4000 ITEMS NEEDED IN OFFICES 
steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitior Sr 
Service revere 4 Equipment for Libraries, Schools and Public Buildings F 


mie latelsl as Product Storage and Visible Re rd Equipment and Sre¢ 
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TOPS inthe TRADE 











Rippon and Carbon requirements of leading 
businesses in Tulsa and the surrounding Okla- 
homa territory are served by the Field Stationery 
Company, distributors for Columbia Ribbons 





and Carbons. 


The Field Company is one of many prominent retailers throughout 
America who find Columbia’s practical and liberal policy highly 
instrumental in building a gratifying ribbon and carbon business. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th St. Kansas City, Mo. : Dwight Bldg. 


ENGLAND: Columbia Ribbon & Carbon Mfg. Co., Ltd., 11-12-13 Dowgate Hill, Cannon St., London, E. C. 4 
ITALY: Columbia Nastri E. Carta Carbone, S. A., Via Tito Livio No. 6, Milano, 134. 
AUSTRALIA: Columbia Ribbon & Carbon Company (Australia), 66 City Road, Sydney, N. S. W. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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PACIFIC NORTHWEST NEWS NOTES 


Christmas business is being won on a large fountain- | 


pen front with many batteries of desk sets along the 
line of the newly enlarged department at John W. 
Graham & Co., 707 Sprague avenue, Spokane, Wash. 
The Graham company has doubled the size of its 


fountain pen desk set department with the latest styles | 


on parade late this November in the fine new setup 
for sales. With a new Lay-Away or budget plan, the 
Grahams expect to sell many of these desk sets as 
Christmas presents and are promoting them under the 
banner of “Gifts of Magnificence’”’, as unusual prepara- 
tions have been made for the showing of the new 


selections among augmented stocks. 
* * * 


Welcoming the president and assistant sales man- | 
ager, salesmen, dealers and representatives of the Al- | 


len-Wales Adding Machine Corporation of Western 
Washington held an all-day conference and luncheon 
in Seattle, Wash., where U. G. Moore of 821 Third 
avenue, is district agent, this November. W. J. Picker- 


ing, president, accompanied by Assistant Sales Man- | 


ager Art E. Henderson were guests of the local adding 
machine dealers and salesmen, in the special sessions 
which were held in the headquarters of Mr. Moore. 
* « ~ 
From the financial field of Seattle, J. L. Brown has 
recently joined the sales force of the Dando Equip- 
ment Company, handling the Shaw-Walker line of 
office equipment which the Dando store at 1103 Fourth 
avenue, Seattle, features. 
7 * a 
The Book Nook of Walla Walla, Wash., has launched 
a big expansion and remodeling program that will 


provide an augmented setting for nationally known | 


quality lines of stationery. 
> > > 

Lowman & Hanford of Seattle recently participated 
in the general increases of wages of more than 3,000 
clerks of the city when a new general wage agree- 
ment was entered with employers this November. The 
agreement shortens the work-week to forty hours and 
provides wage increases that will aggregate well over 


a half-million dollars a year. 
* * * 


Fire sweeping through the Spokane Office Supply 
Company in the center of the business district of 
Spokane this mid-November did about $40,000 worth 
of damage, according to Carl J. Hillman, secretary of 
the company, to the comprehensive stocks of the large 
inland empire organization. Both the interior of the 
building and stock, only partially covered by insur- 
ance, were destroyed in the conflagration. 

. - ia 

Prominent exhibitions during “Advertisers Night” of 

the Washington Purchasing Agents’ Association, held 


this November at the Hotel Olympic of Seattle, were | 


the geared Mimeographs put under the spotlight by 
Lowman & Hanford Company, and the new and 


greater Royal typewriters that occupied a booth of | 
that organization which was highlighted in the annual | 


exposition. 
7 +. > 

The Creesy Office Supply Company of 818 First ave- 
nue, Seattle, began many weeks ago the saying of 
“Merry Christmas” in five foreign languages, bring- 
ing many persons drawn from the little “colonies” of 
Seattle into their store on the ground floor of the 
Exchange building. The Creesys made a complete 
foreign Christmas card section in their office supply 
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The new 


PLATE 


\ by CORRY-JAMESTOWN 








o | 





Offers a new opportunity 
for profitable business 


Designed and built to the specifications of architects, 
engineers, draftsmen and others whose daily routine 
requires the frequent handling and reference to 
drawings and tracings—the new Corry-Jamestown 
Plan Drawer Unit offers speedy—convenient ref- 
erence, adequate protection and compactness. There 
are no “‘trick gadgets’—no bulky cases—just an 
attractive—easy to operate—easy to file unit in a 
variety of styles, which afford genuine protection 
without wasting space or effort. 

Here's your customer's answer to the problem of 
filing drawings—and your opportunity for extra 
business at the usual liberal Corry-Jamestown mark- 
up. Write for our new folder, “Many Times A Day” 
which describes these new units in detail—and for 
sample cases. Begin at once to cash in on this new 


sales opportunity. 











Made in Five, Three and One Drawer sec- 
tions in three widths and depths. 


CORRY-JAMESTOWN 
MANUFACTURING CORPORATION 


CORRY, PENNA. 
Export Dept., 1105 Chester Avenue, Cleveland, Ohio 

















y 


“MY ECONOMY AND LONG LIFE 
PLEASE YOUR CUSTOMERS” 





CANCO WASTEBASKETS 
ARE PROFIT-MARERS— 


BECAUSE they are good-looking! 
Handsomely lithographed, in a va- 
riety of colors and wood finishes, they 
blend with any furniture. 


BECAUSE they are durable! This is 
why customers ask for Canco baskets 
on repeat orders. 


BECAUSE they are economical! They 
are priced right to speed your turn- 
over. Write for catalog and price 


information. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AVE. & HAMILTON ST., TOLEDO, OHIO 
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store, with French, German, Italian, Swedish and Nor- 


wegian language cards ready for early mailing to the 
old countries. Considerable traffic was built in the 
store to the beautiful art work and coloring of the 
cards. 
> . 7 

Representing manufacturers in the graphic arts, 
lithograph and stationery fields, The Advertising Spe- 
cialty Company, of which Lawrence Timbers is man- 
ager, has moved to large quarters on the fifth floor 
of 1010 First avenue, Seattle. Among their extensive 
line of specialties are calendars, decalcomania trans- 
fers, advertising lead pencils, labels and sales books. 


Robert C. Phillips, who was formerly with the Under- 
wood Elliott Fisher Company, has recently joined the 
staff of the Creesy Office Supply Company on the First 
avenue side of the Exchange Building, Seattle. Born 
in Tacoma, Wash., and educated in Olympia, Mr. Phil- 
lips has resided in Seattle during the past five years. 
He has always been mechanically inclined, and besides 
a knowledge of business machines and office equip- 
ment, has studied airplane construction ——CML 

— —- 


CELLOPHANE AIDS TYPEWRITER SALES 

Like glittering tinsel on the Christmas tree or frost- 
ing on the cake, that “million dollar look” is bestowed 
upon typewriters at the store of the Pettinger Co., type- 
writer dealers at 105 Cherry street, Seattle, Wash. En- 
hancing eye-appeal by sparkling glamour are the 
“Typewriters in Cellophane” featured as a new road to 
retailing at the Cherry street establishment close to the 
financial district of the Puget Sound metropolis. 

Glittering cellophane garments make for advanced 
salesmanship. They are part and parcel of the stream- 
lined merchandising of this modern mechanistic age. 
Moreover, they have what it takes for putting over the 
display, since they are all wrapped to go places, liter- 
ally on the selling skids. 

Not only is eye-appeal enhanced a thousandfold, but 
the machines that are thus embellished and displayed 
cannot be knocked about and “sampled” by touchless 
typing of high-school students browsing “in the mar- 
ket” for a pick-up, and so they are protected from dust 
and dirt and all foreign substances all the time while 
remaining completely visible and charming in their 
new intriguing fashion. 

Two-fold, therefore, are purposes of the plan: (1) 
contents receive maximum touch in attractiveness and 
personality, thus appearing to the prospective type- 
writer customer from this angle, and (2): there is 
absolute protection provided from dust particles and 
lint drifting about the shop—CML 

—_—_o—>—9—____—_ 
SCHADE IN NEW QUARTERS 

B. C. Schade, owner of the Schade Office Machine 
Company, Birmingham, Ala., last month moved his 
organization into new quarters at 608 North Twentieth 
street. Prior to going into business for himself Mr. 
Schade was connected with L. C. Smith & Corona 
Typewriters, Inc., in New York City and in Birming- 
ham. He has operated his own company since 1935. 

ammnniaeniliiaiiliiehecimscs, 


OSMENT JOINS BOYD COMPANY 
Vance Osment, well known in office machine circles 
in Alabama, recently assumed charge of the typewriter 
and adding machine service department of the Boyd 
Printing Company, Panama City, Fla. This firm is 
the L. C. Smith & Corona Typewriters Inc. agent in 
| Panama City and vicinity. 
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WHAT A SALES LINE-UP! 


THIS 
Perfectly Matched 


eee BUSINESS 
WSL FURNITURE 


eEsks 





















The complete line of INVINCIBLE Modernaire Desks has what it 
takes to build sales. Streamlined design for eye appeal. New pace- 
setting construction features for a life-time of service. Convenience 
features that you can demonstrate—quality features priced to turn 
prospects into customers. 


All these put together give you a combination of sales features you 
can’t afford to pass up. For increased sales volume—for greater 
profits—line up with INVINCIBLE. Send forliteratureand full details. 


INVINCIBLE METAL FURNITURE CO. 


Factory and Main Office: Manitowoc, Wis. 
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HARTER 
Offers Dealers. . 
Another NEW Suite in STEEL 


Office Chairs—The Uniweld 



































| feos 


Seat 19% inches wide, 18% in- 
No. noo ches deep, with 1% inch Evr- 
flex hair pad, welt seam. Back, from seat to top, 


17 inches. Upholstered in leather, leatherette 
or frieze. Sheet steel base. Net weight 41 Ibs. 














— a. 


Seat height 18 inches, 19% in- 
No. TH0 ches wide, 18% inches deep, 
with 1% inch Evrflex hair pad, welt seam. Back 


from seat to top 17 inches. Hardened steel 
glides, rubber cushioned. Net weight 24 lbs. 


Seat height 18 inches from 
No. 1120 floor, seat 19% inches wide, 
18% inches deep, with 1% inch Evrflex pad, 
welt seam. Back, from seat to top, 17 inches. 
Upholstered in leather, leatherette or frieze. 





ARTER Dealers well know the keynote 
of our policy is co-operation. This Fact is 
ably demonstrated in the presentation of this 
new suite of steel chairs—The Uniweld. 
Recently it became apparent that dealers 
desired steel chairs combining the features of 
the Universal and the Artweld. We immedi- 
ately began work on a new suite that would 
incorporate the outstanding features of the 
two. The Uniweld is the result—asuite which 
is already being acclaimed and sold by suc- 
cessful Harter , Benen 


Harter Steel Office Chairs—all the numbers 
in the Columbian, National, Artweld, Univer- 
sal and Uniweld Suites—have graceful lines 
and offer genuine comfort. Rigidly construct- 
ed — welded into one frame — Harter steel 
chairs have many outstanding sales points. 

If you are not a Harter Dealer perhaps you 
would like to know more about Harter co- 
operation. Alert dealers are invited to join our 
organization. Just let us know that you are 
interested and we will send complete details 
about our dealer plan. 


THE HARTER CORPORATION 


STURGIS, 


MICHIGAN - 


MANUFACTURERS OF THE WORLD'S FINEST STEEL SEATING EQUIPMENT 
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ANDERSON TO HEAD CINCINNATI EXECUTIVE 
COUNCIL 

Harry C. Anderson, general sales manager of The 
Globe-Wernicke Co., Cincinnati, has been elected 
president, The Cincinnati Sales Executive Council, for 
the coming year. E. E. Kirkpatrick, of Ohio National 
Life Insurance Company is vice-president, and Burnett 
Reed, Cincinnati Chamber of Commerce, is secretary- 
treasurer. 

This organization is affiliated with the National 
Sales Executive Council and its purpose is to improve 
the standards of salesmanship and increase efficiency 
in the distribution of goods and services. 











EVELYN DICK, OF THE ROYAL TYPEWRITER 
COMPANY’S CHICAGO OFFICE IS ONE OF THE 
LEADING EMPLOYMENT MANAGERS OF THE 
ORGANIZATION AND IS WELL KNOWN TO EX- 
ECUTIVES OF MANY OF CHICAGO’S LARGEST 
CORPORATIONS. 
See eS eee 
STATIONERY SEED BUSINESS FLOURISHES 
One of the most remarkable business combinations— 
and perhaps the only one of its kind in the country—is 
that of A. J. Erlenborn & Company, Aurora, Ill. In the 


store Mr. Erlenborn conducts a combination office sup- | 


ply and garden seed establishment which he founded 
forty-eight years ago. 


It seems that the peculiar combination just hap- | 


pened. Back in 1889 when, as Mr. Erlenborn explains, 
“it was hard to find Aurora on the prairie” he opened 
the business, taking in what he believed to be two very 
necessary items—something to eat and paper on which 
to write and tell about it. And he prospered. 

The store carries a large selection of the best flower 
and vegetable seed. It also maintains one of the larg- 
est stationery and office supply stocks in town. The 
main difference is explained by Mr. Erlenborn when 
he says: 

“Seeds are seasonal but people write letters all the 


time.”—BART 
——— oe 


OLYMPIA PROMOTES DR. ERDELEN 
Dr. Herbert Erdelen, for a long period chief of per- 
sonnel and purchasing agent of the Olympia Buro- 
maschinenwerke A. G. Erfurt, Germany, has been pro- 
moted to the position of Procurator. 
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LOW PRICED FLUID DUPLICATOR 





THE MODEL S-W NEW PROCESS DUPLICATOR 


In the face of rising prices of office equipment, here are 
all the major advantages of the fluid, direct duplication 
method at a sharply lower price. 

Everything that has made the Standard New Process 
Duplicator the outstanding leader, you get in this new 
Model S-W. 


written or typed matter instantly without transfer 


A hundred to 200 copies direct from hand- 


medium, without messing around with gelatin rolls, 
ink, type or stencils. Sizes 9” x 14”; latest type fluid econ- 
omy reservoir; shut-off filler bottle; multiple master 
clamp; automatic counter; pressure adjustment dial; one 
piece frame; handsome flexible lacquer finish. 

The new Model S-W of the popular Standard New 
Process Duplicator line is so moderately priced that 
there’s no longer any reason for denying your office all 
the advantages of this superior method of duplicating. 


Fill in and mail this coupon right now. 


FREE! 20 Page Booklet 


Send for free booklet “‘How Standard’s Direct Process 
Lowers Copy Costs’’ which gives complete information 
regarding the Standard machine. There is no obligation. 


Use the attached coupon for reply. 


eas SSR SER SR SEB SER ERE EE SEER ESE SEE EE EEE EES S& SEE ER EE ES ES SG GO @ 


MAIL COUPON TODAY! 


Duplicating Machine Division 
StanparRD MartinG Macutinegs Co. 
Revere Boulevard, Everett, Mass. 

Please send me free 20 page booklet ‘‘How Standards Direct 
Process Lowers Copy Costs"’ giving complete information on the 
Standard New Process Duplicator. 


. 


FirM 


se BBB EERE ER SEER EEE SR GO © 
ae eo SSE BEE EEE EER EE SB SG 


ADDRESS... 
FaPHREVSSSSSSSSSsVSsVsessessessessesesassagsessaad 


@ STANDARD NEW PROCESS DUPLICATOR 
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ARE YOU 
Getting This VALUE in a 


DOLLAR FOUNTAIN PEN? 


The Fountain pen that gives your customers the 
biggest value is the pen that will give you the 


biggest profits. Check the quality that WEAR- 


EVER De Luxe offers you with other pens at 
anywhere near the price. The result will prove why 
WEAREVER dealers are hailing this as the finest 


Fountain pen value ever made! 


WEAREVER De Luxe has 
@14 CARAT SOLID GOLD POINT 


with patented reinforced guard. Choice 
of fine, medium or broad point. 

@ LARGE INK CAPACITY, exceeding 
the capacity of most pens of its size. 

@ INSTANT FLOW—Vacuum cap keeps 
point “air sealed.”” No drying out. Ink 
flows as soon as pen touches paper. 

@ LEAK PROOF FEED—No inky fingers 
or clothing. Special feed eliminates 
leaky, sweaty pen point. 

@ QUALITY FINISH—Gorgeous, inlay 
effect colors. Assorted dozen packing, 
or any combination desired. 

@ A COMPANION PENCIL—with all the 
fine workmanship of the pen and it re- 
tails for 50c! 


W EAREVER gives you the pen, gives you the 
price, gives you the cooperation and national adver- 
tising to insure big sales. Take advantage of it by 
writing for full details NOW. 
your order and get started. 


Better yet, send in 


DAVID KAHN, Inc., North Bergen, N. J. 


Vanufacturers of “Pioneer” and “‘Wearever” 
Since 1896 . . . The World’s Finest Popular 


*Prices are 
slightly higher 
in Canada. 


Priced Writing Instruments 








WEAREVER FOUNTAIN PENS AND 
PENCILS ARE NATIONALLY ADVERTISED! 
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CHANDOR BECOMES BATES “MISSIONARY” 
Keith F. Chandor, former employe of a large pencil 
company and well-known school athlete, last month 
was appointed to the “missionary” sales ranks of the 
Bates Manufacturing Company, Orange, N. J. 
In introducing Mr. Chandor to the trade through the 


a 





KEITH F. CHANDOR 


pages of “Bates Brevities” the Bates house organ, 
Stanley M. Babson, vice-president and sales manager, 
said: 

“Mr. Chandor is an experienced missionary man hav- 
ing been with a large pencil company and the en- 
thusiasm which he has brought to his codperative work 
with Bates is showing excellent results. We know that 
when Mr. Chandor’s turn comes to work with you, or 
for you, you will realize fully the value of this mis- 
sionary work that we are developing.” 


ee Oe 


SMITH-CORONA CHANGES ANNOUNCED 

The appointment of three new field representatives 
for the Corona division and a wholesale representative 
for the Chicago district were announced last month 
by L. C. Smith & Corona Typewriters Inc. Syracuse, 
N. Y. 

The three men assigned to the Corona division are 
Joe Mills, Noel Boulware and Paul S. Jones. Mr. Mills 
will have charge of the territories covered by the St. 
Louis, Milwaukee, Indianapolis and Cleveland branches. 
He was formerly a wholesale representative with head- 
quarters in Chicago. 

Mr. Boulware’s district will include the territories 
of the Denver, Davenport, Des Moines and Omaha 
branches. Prior to his new appointment he was man- 
ager of the district office at Tulsa, Okla. 

Mr. Jones, who was formerly a branch wholesale rep- 
resentative at Birmingham, Ala., will have the terri- 
tories covered by the Cincinnati, Pittsburgh, Buffalo 
and Columbus branches. ‘ 

The new wholesale representative assigned to the 
Chicago branch is A. B. LaFleur. He has been in the 
typewriter industry for many years and takes a fine 
record with him to his new job. 

——— =e —___ 


KISTLER REMOVES ALL BUSINESS DEPARTMENTS 
TO MEZZANINE 

Sales, Printing, and Mimeograph offices, formerly 
crowded into an inadequate space on the back wall 
of the W. H. Kistler Stationery Company, Denver, are 
now conveniently located on the new balcony which 
extends around the entire first floor. The huge balcony, 
really a mezzanine reached by either stairs or elevator, 
is done in cream and buff, trimmed with chromium 
rails—BART 
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42. LISTING-ADDING MACHINE 
Sm 


YOU CAN 49°" 


pel prggl 














chowing 
— about. / 


1 Adds to $9,999.99... lists 


5 columns. 


2 Weighs under 11 pounds. 


New BANTAM brings i. 
dealers widest market 


THE new Remington Rand “Bantam” 
is a natural for store keepers, professional 
men and other people who need a practical, 
light weight machine, yet can’t spend much 
money for it. Show it to them. . . this little 
giant will sell itself nine times out of ten 
in a single demonstration over the counter. 
Remember, you get full profit. And you 


can sell on easy $5 a month terms, financed 


by Remington Rand. Double your chances 
for sales of portable adding machines! Send 
coupon today for complete facts on machine 
and free sales helps. Do it now! 

P. S. Ask about our 7-column portable at 
$75. It’s another great buy for customers 
who want larger adding capacity, easy 
multiplication and other “big machine” 


features in a low cost light weight portable. 





3 Takes up less space than 
a letterhead. 

4 Visible writing line. . « 
large readable type. 

5 Quick, easy totals. 

6 Handy correction key. 

7 Non-glare black finish .. . 
non-skid rubber feet. 

8 Easy terms ( financed by 
Remington Rand). 








SALES HELP COUPON 


* { ‘ 
. 

emin ton : Remington Rand Inc., Dept. 21, Buffalo. N. Y. -- 
> Please send details about “Bantam™ machine and 7-column portable, profit , 

_ plan, and free advertising helps. . 

Name of Firm. - 

4 . 

: Name of Individual. . . 

. 

- Street > 

. . 

s City State s 

- POP RTUSCELELELILILI LIL errr ee 
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"SHEAFFER'S 


THE SUCCESSOR TO INK 


YOUR PROFIT ON WRITING FLUID! 


SKRIP-WELL 








'/, MORE FOR THE MONEY! 
OVER THRICE THE PROFIT! 


Witn the arrival of SKRIP at 
writing fluid leadership, writing 
fluid has been out of the stamps- 
and - drinking - water convenience 
item list for a long time! Dime ink 
is out, 50c, 25c and 15c profit- 
winning SKRIP is in, and going places! Alert dealers 
realized this fact long ago. 


Look at the proof in a disinterested survey not conducted 
by Sheaffer or their advertising agency: In 96 colleges, 
in 356 leading college stores, SKRIP is preferred 5-to-1 
over all other well-known, leading brands. Wise dealers 
everywhere are turning this tremendous brand preference 
into a concerted campaign to STOP pushing dime ink 
across counters and START selling the 50c Large Desk 
and Family Size SKRIP, with its one-third-extra quantity- 
for - the - money for customers, and MORE - THAN - 
DOUBLED profit for themselves! 


Get Sheaffer’s SKRIP Deals, Plans and Displays! Feature 
the larger SKRIP sizes, and make real money on SKRIP! 
.». » W. A. SHEAFFER PEN COMPANY, Fort Madison, 
lowa... ‘‘The Pen Capital of America’’. 
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HARTER BUILDS UNUSUAL CHAIR FOR CALI- 
FORNIA CUSTOMER 
As representatives of the Harter Corporation, Sturgis, 
Mich., the Tiernan Typewriter Company, Santa Ana, 
Calif., recently sold an unusual chair manufactured 
by the Harter factory for an unusual customer. 
The odd sale began when Al Fernandez of the 





AL FERNANDEZ, OF THE TIERNAN 
TYPEWRITER COMPANY, SEATED IN 
THE HUGE CHAIR MADE BY THE 
HARTER CORPORATION FOR A 300- 
POUND CUSTOMER. 


Tiernan organization contacted a customer who de- | 


manded an oversized chair which he stipulated must 
be made by the Harter Corporation and must be an 
adaptation of a standard model. 

cidentally, weighs over 300 pounds. 


A huddle then ensued between Mr. Fernandez and | YS 
E. H. Hunting, of the Hunting-Roberts Company, Los | %& 


Angeles, west coast agency of the Harter organization. 
Together these two men contacted the factory with the 
result that this special chair was built, entirely special 
as to size and construction, to meet the specifications 
drawn by Mr. Fernandez. 
——EE— 
UEF SIGNS FOR WORLD FAIR EXHIBIT 

Keeping in line with its progressive spirit of progress 
in advertising its products before the eyes of the world, 
the Underwood Elliott Fisher Company, 1 Park avenue, 
New York, N. Y., last month signed a contract for ex- 
hibit space at the New York World’s Fair of 1939. 

The contract-signing ceremony took place in the 
offices of Grover Whalen, president of the Fair Corpo- 
ration, in the Empire State building. L. C. Stowell, 
vice-president of Underwood Elliott Fisher, represented 
his company, while Mr. Whalen signed on behalf of 
the exposition. 

In signing, and presenting a check for $36,232, Mr. 
Stowell said the UEF exhibit would occupy 2588 square 
feet of space while the exhibit would be designed by 
some of the country’s outstanding industrial architects 
and designers so that the extensive line of typewrit- 
ers, accounting machines, adding machines and lines 
of supplies manufactured by the company would be 
presented to the public in an educational yet interest- 
ing manner. 

“Although our exhibit at the Chicago Century of 
Progress was considered one of the highlights of that 


The customer, in- | 
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Holiday 
Greetings 


The Spirit of the Bolidap 
Season and the approach of the 
Rew Vear prompts us to express 
again our Deep appreciation of 
the lopalty and good will of our 
Customers and Friends. 

Ht is in sincere Gratitude that 
we take this @pportunitp to 
wish eberpone within the ranks 
of our Industry a most enjop- 
able Christmas and Bappp 


New Pear. 
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We make ‘em 


UGH’ 
APSCO 


a 


+. “TOUGH” — to stand up under a battery 










of constant, hard usage! 


... “TOUGH” — for you to find any better 
than APSCO makes! 


When experts designed and built APSCO CUT- 
TERS — they made a champion . . . a swift, 
smooth-running winner with powerful C-U-T- 
T-I-N-G performance. 

Here’s why APSCO CUT- 





2 TERS beat them all! 
Cf Notice the keen, knife- 
‘ like edges! See the LOWER 
KNIFELI. ‘ concave side of the “tooth” 
EDGE “2 — extra roominess for shav- 
hme : ings! Observe the UPPER 
| ' side — a BEVEL that termi- 
/ \ * nates in the C-U-T-T-I-N-G 


edges of APSCO CUTTERS! 
You can’t go wrong on a 
“winner”! 
a mistake in stocking APS- 
CO Automatic Pencil Sharp- 
eners — for in the wake of 
STEADY DEMAND follow 
MORE SALES ... FASTER 
TURN-OVER ... BIGGER 
PROFITS for you! 


APSCO Displays SELL! 











You can’t make 










ONLY APSCO CUTTERS APPROACH THE IDEAL OF A 
KNIFE LIKE EDGE COMBINED WITH GREAT DURABILITY 


~~ 
~ —_— ~~ 


THANAAXKA 
AUTOMATIC PENCIL SHARPENER CO. 


58 EAST WASHINGTON STREET - CHICAGO, ILLINOIS 
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exposition,” Mr. Stowell declared, “we intend to have 
an exhibit at the New York Fair that will exceed any 
of our previous efforts in beauty, educational value and 
number of persons it will attract. We will demonstrate 
not only the latest methods and devices, but also the 
tremendous progress that has been made in the design 
of office equipment.” 

It is planned by officials of the company to keep 
members of the UEF organization fully informed as 
plans for the company’s participation in the New York 
Fair progress. 

SS 
FAIR TRADE BRINGS OUT MUCH “OFF-BRAND” 
MERCHANDISE 

Although the Fair Trade law, passed in the last 
legislature, has not yet been set-up in the stationery 
and office supplies fields, in Kansas, one effect of this 
law, according to Charles L. Mitchell, sales manager 
for Crane’s, Topeka, Kan., has been a flood of “off- 
brand” merchandise on the market. 

Nationally advertised goods most likely to contract 
with a stationers’ fair trade committee for minimum 
resale prices, are the established lines, sought by the 
customer because he knows about them. Mr. Mitchell 
says he and other retailers and jobbers give courteous 
consideration to the “Orphan Annies” which are pre- 
sented as “just as good”—“all the advertising appro- 
priation put back into the product”—but his firm has 
to sell what the customer wants. Customers want 
what they have seen and heard advertised, and are 
not today open-minded about substitute lines, be they 
ever so good, and even at a cut price figure. 

Mr. Mitchell anticipates the February’ convention of 
Kansas book dealers and stationers will establish a 
state-wide committee for the setting up of Fair Trade 
contracts. In Kansas the druggists’ association have 
fifty contracts, covering hundreds of controlled items, 
on which minimum resale prices are established by 
the manufacturers. Violations are light, and druggists 
report no serious diminution of sales and no consumer 
resistance.—AG 





ROYALS AID SWEEPSTAKES TABULATIONS.—This 
large number of Royal typewriters was recently pur- 
chased for use in tabulating figures and chances in the 
Monte Carlo sweepstakes. A corps of women office 
workers is required to do the vast amount of clerical 
work necessary in an organization of this kind. 


— eae. 


ERICSON RETURNS FROM EUROPEAN JAUNT 

W. A. Ericson, foreign sales director of the Allen- 
Wales Adding Machine Corporation, New York City, 
returned from an extended European trip aboard the 
S.S. Queen Mary on November 15. 

Mr. Ericson spent one month abroad, during which 
he visited Allen-Wales representatives in England, Bel- 
gium, Netherlands, Denmark, Norway, Sweden, Ger- 
many, Czechoslovakia, Switzerland, Italy and France. 








ieee 

















DECEMBER, 1937 


Wy) ” 


wre 
pi eal 
° 
yh 





Dealers Demand: Executives €. apect 


Modern Metal Furniture that is Beautiful as well as Serviceable 


Experience in selling to the executive has taught 
dealers the fact that office furniture no longer 
can be sold on strength and stability, and mod- 


ern furniture will not sell 
just because it is beautiful 
... for a dealer to show a 
substantial profit he must 
have modern furniture that 
is serviceable, attractive and 
comfortable. TROY Modern 
Metal Furniture meets this 
growing trend. 


Tor 


With the introduction of a line of practical mod- 
ern desks, TROY now offers the only complete 
line of Modern Chrome Metal furniture for the 


equipping of complete ex- 
ecutive and general offices, 
including the vestibule, 
lounge and recreation room. 
TROY agencies are still 
available—so write us to- 
day for our dealer proposi- 
tion and our New 1938 
Catalog. 
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THE TROY SUNSHADE COMPANY, Dept. P-127, TROY, OHIO 


NEW YORK, | PARK AVENUE @ CHICAGO—AMERICAN FURNITURE MART & 1004 S. MICHIGAN BLVD. @ BOSTON, MASS., 99-103 CORTLAND ST, 
CLEVELAND, OHIO, 2184 E. 9TH ST. ° LOS ANGELES, 1200 S. HILL ST. o MIAMI, FLA., 1/0 N. BISCAYNE BLVD. 
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The 400 Line--- 





Illustrating a stack of 14 
SECURITY transfer 
cases, each drawer with 
a minimum load of 50 
Ibs. of filing material. 
The band iron frame 
construction prevents 
drawers from binding 
when stacked to this 
height. 


The transfer season 
records will be transferred within the next two months. 
AND, we feel safe in predicting that the majority of con- 
sumers will demand an all-metal file. 

Order a sample stack now and instruct your salesmen to 
put a little extra pressure behind SECURITY transfer cases. 


Transter Cases 








i) 
> 


* - 
St & Co 
- >. . 


- 


aq 


10. 


They'll get real results. 


SECURITY STEEL 


AVENEL 


is here! 


3 GRADES --- 


ECONOMY GRADE—Without rollers 

STANDARD GRADE—Two roller construction 

HEAVY DUTY GRADE—Four roller construction at small. price differ- 
entials 


10 FEATURES --- 


Heavy gauge steel case work, completely enclosing the drawer. 

Band iron frame at front and rear inside of case work, making it 
impossible for cases to sag when loaded to capacity. 

Angle reinforcements at four corners extending length of case. 
Drawer body with rolled edges to reinforce drawer sides. 

Clip for intermembering cases vertically. 

Center of front frame drilled for bolting, thus insuring rigidity at all 
times. 

Roller bearings optional. 
at slight additional cost. 
All of the 400 series drilled for rollers, 
which may be installed in the field in a 
few minutes’ time. 

Maximum storage space 263,” of inside 
drawer depth. 

Optional channel bases for front and rear 
of cases. 


Cases may be had with two or four rollers 







A tremendous volume of 


A stack of four 
transfer cases 
with channel 
bases. 


EQUIPMENT CORPORATION 
NEW JERSEY 
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TAGNEY JOINS BICKETT STAFF 
Late last month W. B. Tagney became affiliated 


with the sales department of L. M. Bickett Company, 
Watertown, Wisc. According to present arrangement, | 





W. B. TAGNEY 


he will spend about half his time in the office at | 


Watertown assisting L. M. Bickett and the rest of 
the time calling on dealers in Ohio, Michigan, Indiana 
and Illinois. 

Mr. Tagney is acquainted with the trade in all 


parts of the country. He has traveled extensively | 


and acquired a broad experience in merchandising of 
chair cushions. He is bringing a fine ability to his 
new work which will redound to the benefit of him- 


self, the L. M. Bickett Company and dealers in general. 
elas SS 


PARKS TO HEAD CLEVELAND COMPANY’S 
TYPEWRITER DEPARTMENT 

G. H. Parks, for the past twelve years connected 
with Remington Rand, Inc., last month was appointed 
head of the newly installed typewriter department of 
Ohio Business Machines, Inc., Cleveland, Ohio. 

The new typewriter department carries a stock of 
factory rebuilt standard machines and represents every 
manufacturer of new portables. The department is 
desirous of hearing from wholesalers selling to type- 
writer dealers. 

—— 

BATES CHANGES STYLE OF FILE FASTENERS 

In response to requests from scores of dealers and 
users all over the country, the Bates Manufacturing 
Company, Orange, N. J., has changed the style of its 
line of file fasteners to include pointed instead of 
rounded prongs. 

The change, according to officials of the company, 








I 


"De 


T R HT IS NEW 
OINTED PRONG 
ADOPTED FOR ALL BATES 
FILE FASTENERS IN PLACE 
OF THE ROUNDED TYPE 
SHOWN AT LEFT. 


G 
T 
D 


was made after a number of experiments of the Bates 
file fasteners in actual use. Both the rounded and 
pointed prong were used, and after a series of tests 
were made it was revealed that the new pointed prong 
was best from a viewpoint of general utility. 








99 


f Gade ‘ 
ty ° . >. ee ee er en 


+]50 FOUNTAIN PEN ano PENCIL SETS #/50 


| sg a 




















It sells —in your window or 
on your counter — the NEW 
Spencerian $1.22 Pen and 51:32 Set 


@ Here is an opportunity not only to increase your dollar 
pen business but also to make extra profits on every sale. 
To introduce the new Spencerian Dollar Pen and Pen- 
and-Pencil Sets, we are offering to dealers, for a limited 
time only, an opportunity to make extra money. 


Just order the introductory assortment of one dozen pens 
and eight pen and pencil sets attractively displayed on 
the free counter card above. This card — beautifully 
designed in five colors—lets every customer who enters 
your store know that you sell an outstanding dollar pen 
and inexpensive pen and pencil set. It will make sales 
that make extra profits for you. 


Every dealer who wants his share of the big market in 
dollar pens should take advantage of this extraordinary 
offer. It starts you with an outstanding offer on the out- 
standing dollar pen —a pen with a beautiful bevelled 
shape; a choice of handsome colors; and an iridium 
tipped point that rivals more expensive pens in ease of 
writing. Write today for complete details of this offer. 


SPENCERIAN PEN COMPANY 
349 Broadway, Dept. P, New York 


\ THE NAME FOR WRITING 


Datla 
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America's Jinest 
Low-Priced Duplicator 





GENCO 
STENCIL DUPLICATOR 


Perfect copies, speed, absolute registration, 
inside mechanical ink distribution, positive 
feed and consistently perfect mechanical per 
formance make this GENCO the finest low 
priced stencil duplicator. It is thoroughly 
machined to close tolerances to give years of 


dependable service. 


Dealers are making good sales—and profits 


with GENCO. You can, too. 


GENERAL DUPLICATOR CORP. 
22-14 40th Ave. Long Island City, N. Y. 





The new GENCOSCOPE is another sure fire winner. An innovation in 
design, light is distributed evenly over the entire working surface 
Many unique, original features. $15.00 complete with light and cord 
celluloid writing plate and 2 styli. 
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DIXON CATALOGUE IN NEW SIZE 

Involving an enlargement of dimensions over the 
previous “pocket size” editions, a new and up-to-date 
catalogue has recently been issued by the Joseph Dixon 
Crucible Company, Jersey City, N. J. 

Containing ninety-six pages every one of which is 
richly illustrated, the catalogue is eleven by eight and 
one-half inches. As explained in a letter which accom- 
panies the book, the new size has several improve- 
ments, chief of which is the company’s ability to now 
show most of the items within the pages in actual size 
for better identification. This feature is an aid in 
selling as well as in buying. 

The catalogue is carefully and completely indexed 
by sections, by kinds and descriptions, by brand names 
and by trade numbers making the finding of various 
articles a matter of the shortest possible time. 

Blue, yellow and white are used in combination to 
make a particularly attractive and modern cover. Addi- 
tional copies may be obtained by dealers who address 
their requests to the company’s home offices. 


MP PAD INI 





BATES PRODUCTS ALL DRESSED UP!—At left 
is the new can adopted for the Bates Manufactur- 
ing Company's Mun-Kee inks, and (right) new 
bottle and label for Bates numbering machine ink. 
The label on the latter is gold in combination with 
the color of the ink. These bottles are packed in 
attractive cartons of one dozen labeled to corre- 
spond with size and color for easy identification. 


OKLAHOMA CITY NEWS NOTES 

Clarence E. Page, president of Clarence E. Page Inc., 
office equipment company, 111 West First street, is 
chairman of the unofficial pardon and parole board 
appointed by Governor to review pardon and parole 
applications and make recommendations for official 
action in regard to them. 

a * . 

H. Dorsey Douglas, Sr., president of the H. Dorsey 
Douglas Company, 123 West First street, has been 
elected mayor of Nichols Hills, the exclusive residential 
suburb of Oklahoma City, in which he lives. 

. . * 

Highly prized, a thirty-year file of Orrice APpPLi- 
ANCES — complete from 1907— occupies a much-used 
corner of the basement study in the home of M. E. 
Reynolds, who operates the American Typewriters 


| Company, 305 North Broadway. 


Mr. Reynolds has been connected with the type- 


| writer business for more than forty years, and is a 


reader and subscriber of OFFICE APPLIANCES since it 
first began publication. He says he gave his file of 
copies prior to 1907 to Tommy Crain, when he left 
Kansas City to go to Oklahoma. Mr. Reynolds was 
manager of the Kansas City branch of the American 
Writing Machine Company for ten years. 


Chester Soucek, of New York, former world’s ama- 
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Profitable PRONTO ®roducts 


PRONTO STEEL PERSONAL FILE PRONTO STEEL EXPANDING FILE 





No. 612 $3.25 List 





Ne. 12C pai te 2 DRAWER STEEL CARD CABINET 


EFFICIENCY DRAWER TRAY 





No. 2-123 $2.75 List 





No. 950 $2.50 List 
STEEL CARD CABINET 








No. 123 $1.50 List 
All these items belong in your new mailing piece them in your window. The cuts shown here are 
or catalog. Also, now is the time to display _ available to all dealers who stock our line. 


PRONTO FILE CORP. tewyor'n’: 
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SEND THEM OUT... ana 


(Peerless 


KEYS will do their f 


own selling e 
You haven’t many items that you can place on 
trial to do their own selling for you. All the 
more reason why you should concentrate on 
Peerless Keys to help you build your business. 





Tue New No. 25 Peerless Black Key has been built 
It is made with a smaller 
tapered top, which widens the space between the keys 
on the machine. This stops type piling almost entirely, 
and eliminates the probability of the operator’s fingers 
striking two keys at the same time, the cause of most 


for present day needs. 


mistakes. 
@ And all you have to do to sell these new No. 25 
Black Peerless Rubber Keys is to have your salesman 
place sets on one week's free trial. Once a girl tries 
them the sale is as good as made. For if she approves 
them, the employer's approval is almost automatic. 
*articularly in these times when employers everywhere 
are more employee conscious than ever before. 
@ The good will of the secretary, stenographer, typist 
is invaluable in opening up new accounts, in building 
up old accounts. Capitalize on her approval of Peer- 
less Keys and watch your business grow. Start putting 
out some trial sets of the No. 25 Key now! 
Write us for further details. We really have a 
proposition you can “‘go to town”’ with. 


Made by Peerles+-Imperiat, manufacturers of the only complete line of 
rubber keys sold through dealers. 


PEERLESS Key-ImMperRiAL Merc. Co., inc. 
321 BROADWAY, NEW YORK 


| 
| 


19 S. WELLS ST., CHICAGO 





OFFICE APPLIANCES 





THE ANSWER TO 
MORE CARBON SALES is 
BETTER CARBON SELLING! 











F competition—particularly direct selling competi- 
tion—is keeping you from doing a good ribbon and 
carbon business you'll find the remedy in the Imperial 
Line and the Imperial Merchandiser. 

@ Imperial Typewriter Ribbons and Carbon Papers 
have everything to satisfy any customer’s requirements. 
Quality basis or price basis, you can match Imperial 
against all comers and win. 

e@ But Imperial does more than give you the right 
line. Imperial gives you Beller Selling through the 
Imperial Merchandiser. With its clear cut, complete 
information you and your men can sell carbon paper 
confidently, intelligently, profitably! You can pre- 
scribe the right carbon for every need—render the 
efficient, money saving service that gels the business. 
WRITE and ask us to prove how you can make your 
ribbon and carbon department pay bigger dividends. 
A postal card will bring you the facts without obligation. 


Made by Peerless-Imperial, the manufacturer with the dealers’ viewpoint 








General Office and Factory: 401-407 Mulberry St., Newark, N. J. 


LOS ANGELES—1127 WALL ST. 
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teur typewriting champion was in Oklahoma City, 
giving demonstrations in the high schools and business 
colleges, on November 1 and 2. 

Mr. Soucek appeared at the Underwood Elliott Fisher 
Company offices at 220 Northwest First street. Later 
he gave demonstrations at Classen and Central High 
schools. Students at Hill’s, Draughon’s and Blackwood- 
Davis’ business colleges, also saw his demonstrations. 
Mr. Soucek was scheduled to give demonstrations in 
Stillwater, Muskogee, Tulsa, and Ponca City, also. 

* * * 

T. B. Buck has been added as junior salesman in 
the tabulating machines division of the International 
Business Machines Corporation branch at 718 North 
Broadway. Mr. Buck was transferred from a similar 
position in Dallas, Tex. 

+ . ” 

F. M. Coleman Jr., representing the Wilson-Jones 
Company, of Chicago, has established headquarters at 
2109 Northwest Twenty-fifth street. Mr. Coleman's 
territory extends over Oklahoma, the Texas panhandle 
and part of Kansas. 

* * - 

Because of a painful though not serious injury re- 
ceived when she tripped getting out of her car in 
front of a downtown theater here, Mrs. Jess M. Beck, 
wife of the president and general manager of the 
Western Bank and Office Supply Company, 205 West 
Main street, will be confined to her home for a month 
or six weeks. Doctors avoided the use of a plaster cast, 
using an aluminum splint, which they say, Mrs. Beck 
must wear for several weeks. The Beck home is at 
707 Northeast Seventeenth street. 


” * * 


On November 2 a state charter was issued to the 
Multiform-Dictaline Company, of Oklahoma City. 
Capitalized at $10,000, the company plans to manu- 
facture and distribute business equipment and allied 
articles, particularly a “line-a time” device invented 
by G. H. Davis, 727 Northwest Twentieth street, on 
which patents are pending. Principal stockholders in 
the company are G. H. Davis, John Brett, and Lloyd 
Story, all of Oklahoma City. 

* a > 

J. L. Schoen, 413 Continental Building, Oklahoma 
City, was recently appointed service agent in Oklahoma 
by the Todd Sales Co., Inc., of New York. Mr. Schoen 
is Zone manager for the Todd Sales Company, having 
Oklahoma and part of Kansas.—EVH 


ee 


ADDRESS OF HARRY BENDER WANTED 

The present address of a typewriter mechanic and 
salesman known as Harry Bender is desired. At vari- 
ous times Mr. Bender has been located in Winona, 
Minn.; Chambersburg and Harrisburg, Penna., and 
Patterson, N. J. It is believed that he has also used 
the names of Joe Meyers and Benny Sutter. He is 
described as a bald-headed man about five fieet five 
inches tall, weighing about 140 pounds and having 
scar-like burn marks on the side of his face. Informa- 
tion as to his present location will be appreciated. 

ns 
GOERLITZ OCCUPIES NEW STORE 

The Rockford Typewriter Service Company, Rock- 
ford, Ill, last month moved into a new ground-floor 
location at 221-5 Rockford News Tower. Crowds of 
visitors and well-wishers of E. C. Goerlitz, proprietor 
of the business, attended the official opening of the 
new store. 
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STEEL 


FILE BOXES 


Type C 
Drop Side, 
Side Open 








- 


No. 8030 


Transfer Case 





FOR 


STORAGE OR FILING ) 
ANY SIZE— ANY STYLE 


There is a profitable market for Steel File 
Boxes and Storage Cases, particuiarly when 
you can furnish them to individual specifica- 
tions, and at prices surprisingly low. 


Illustrated folder and complete details on re- 
quest. It will pay you to investigate BEFORE 
TRANSFER TIME. 


ROCKWELL-BARNES 


COMPANY 
1511 W. 38th Street 











LOOSE LEAF 
EQUIPMENT 


——— 


——S 


TRANSFER TIME! 


Now is the time to feature binders for 
transfer work. The Cesco Automatic 
Transfer, (illustrated herewith) ap- 
peals to all users. It provides an efh- 


cient, economical method of perma- 
nently binding completed sheets. 
Booklet and sample on request. 


New Sectional Post Catalog 


—shows a wider range of styles and 
grades, with a new plan of pricing 
which results in lower net rates. If a 
copy is not on file send for yours today. 


The C.E. SHEPPARD CO., 


44-O1 21° Street.- LONG ISLAND CITY, N.Y. 
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ARISTOCRAT STAPLER TAKES FIRST PLACE IN 
DESIGN CONTEST 

In the Second Modern Plastics Competition, men- 
tioned briefly in the November issue, the Aristocrat 
stapling machine made by the Hotchkiss Sales Com- 
pany, Norwalk, Conn., was chosen unanimously by 
the judges for the first place award in the Decorative 
Group. In the previous reference it was not indicated 
that the Aristocrat was given the premier position in 
its particular group. 





BUSTER AND HIS ROYAL.—Buster Hoefer, twelve-year- 

old editor of the “Sheboygan” Weekly at work prepar- 

ing the next issue of his newspaper with the aid of his 

Royal. The young man, whose paper has 600 subscrib- 

ers, runs advertisements of some of the country’s largest 
corporations. 


— > —__- 


INDIANAPOLIS NEWS NOTES 

L. E. Grisso has been appointed manager of the 
local branch of the Dictaphone Sales Corporation as 
a result of a 506 per cent increase in branch sales 
during a five-month period. C. L. Bossmeyer, former 
branch manager, has been appointed assistant director 
of service with headquarters in Bridgeport, Conn., the 
factory home of the corporation. Mr. Grisso has been 
with the company four years. Indianapolis offices are 
in the Bankers Trust building. 


* * ” 


Officials of the William B. Burford Printing Com- 


| pany, large retailers of office supplies, equipment and 


| 


| 


stationery, have announced plans to move the firm’s 
office equipment and supply business from 40 South 
Meridian street to 111 South Meridian street, and its 
printing plant to 601-605 East Washington street. The 
company is one of the oldest of its kind in the state, 
having been organized ninety-eight years ago. Officers 
are H. R. Danner, president, and J. O. Brenner, secre- 
tary-treasurer. 

The five-story building at 111 South Meridian street 
has a frontage of 25 feet and a depth of 202 feet and 
contains 25,000 square feet of floor space. The building 
will give the company ample space to display its wide 
line of office equipment and supplies, and also ade- 
quate storage facilities. New quarters for the printing 
plant consist of a ten-story modern concrete building. 
The first five floors have been leased to the printing 
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ANOTHER R. C. ALLEN “BEST SELLER” 








SAMPLE TAPE 


Mover "66-S" 





123456 Reo 
1170 
2340 

700 

Te TC 
1447 
10402 
100744 
: 
2310 

25069465 Reo 
i Sr ae 

i een TF 

307027 

6594757 Reo 





MODEL ‘66-S” ONLY $69 


(Companion to the regular “‘66” listing at $60) 


First item prints in red... (operator knows machine was 

clear) ...sub-totals and total carry symbols S and T and 

also print in red . . . Repeat Key for multiplication .. . 

VISIBLE DIALS ... Panel Finish . . . Standard Keyboard 
Capacity up to $10,000.00 


, ADDING 
MACHINES 


Pr ath 





ALLEN CALCULATORS INC., 22 E. 40th St., New York City 
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L. E. Maran Co., Boston, modernizes Hygrade Sylvania Corp. offices with Leopold 


eo 









STAPLE 


ACE REMOVER 


Pulls out a clinched staple before you 
can say Jack Robinson. The legs come 
out through the same two tiny holes 
through which they entered, without 
tearing the paper. And the staple 
doesn’t fly away but stays on the re- 
mover until you have accumulated a 
‘ dozen or so, when you brush them into 

Get this attractive the waste basket. Made of hardened 
gold-biue-red Display steel, chromium plated. 


Every User of a Desk Stapling Machine wants one! 


ACE FASTENER CORPORATION 





3415 N. Ashland Ave., Chicago 


Makers of 
rHE WORLD'S BEST STAPLING MACHINES 


















No.l 


Eff & C€ 
No. I 
Posture Chair 


An Active 
Profitable 
Sales Leader 
for Office 
Furniture 


Dealers 


in posture design— 
in universal satisfaction— 
in quality of materials. 


Requires no servicing, 
Produces repeat orders, and 
CARRIES A 5 YEAR 
GUARANTEE 


The Fritz-Cross Company 


304 East 4th Street 


St. Paul, Minn. 
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company with option to take over upper floors when 
desired. This building has 70,000 square feet of floor 
space. 


*« * * 


William B. Burford, forty-seven years old, who was 
associated in the William B. Burford Printing Com- 
pany, office appliance dealers and printers, died in a 
hospital of pneumonia three days before his forty- 
eighth birthday. He was ill five days. The widow and 
two sons, William B., a student in Johns Hopkins 
University, and Miles G., a student in Williams Col- 
lege, survive. Mr. Burford was born in Indianapolis 
and attended the Hotchkiss Preparatory School and 
Yale University. He was a member of the Masonic 
lodge, the Scottish Rite, Murat Temple, the Dramatic 
Club, Woodstock Country Club, Meridian Hills Coun- 
try Club and the Indianapolis Gun Club.—EB 


—_- 


| 


* 








NEW DAVID KAHN DISPLAY.—Dealers who 
sell the David Kahn, Inc., North Bergen, N. J.. 
line of Wearever DeLuxe fountain pen and 
pencil set are eligible to receive this new dis- 
play recently created by the company to tie-in 
the local dealer with national advertising. Deal- 
ers should make their requests for the display 
by communicating with the company’s home 
offices. 
—_——e—>—e—_____ 


OLEAN BUSINESS EXPANDS STOCKS 





The Business Machines & Equipment Company, 122 | 


West State street, Olean, N. Y., has increased its 
stocks. An experienced stationery man is in charge of 
the enlarged stationery stocks. He is Jack Foreman, 
of Rochester. The company will continue to serve cus- 


tomers promptly with quality merchandise at reason- | 


able prices. This company is handling the Rand line | 


of visible equipment, manufactured by the Victor Safe 
& Equipment Company, in both the wholesale and re- 
tail business. 

Mr. Foreman will travel the trade in Cattaraugus 
and Allegany counties in New York state, and Potter, 
McKean, Elk and Cameron counties in Pennsylvania. 

= 

ELLIOTT’S NEW SYSTEMS BULLETIN READY 

A new systems bulletin on “Payroll Methods” re- 
cently prepared by the Elliott Addressing Machine 
Company, Cambridge, Mass., is now ready for dis- 
tribution and will be mailed to dealers making applica- 
tion to the company’s home offices at 143 Albany 
street. 

The bulletin was prepared after a field survey and 
illustrates and describes the payroll and Social Se- 
curity methods of representative concerns. Four meth- 
ods for preparing Federal Social Security forms are 
explained. 

The bulletin is entirely technical and of interest 
only to the man interested in payroll problems. 
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A STAPLING MACHINE 





TOO... NEEDS A 
ATION 


ACE inacuines 


of heavy-gauge, first 
grade cold rolled 


Cannot Sag — 


Unique because of reinforced design and 

3-point placed rubber feet. 

> suspension =~ 
Pive e Cannot Wobble a 


rubber feet makes for unusual sta- 


o| bility. The feet cannot come off, 
° ° ° because they are fastened with 
—, screws, driven inte metal inserts 














~ rae oe that are molded into the rubber. 
EVENTS SA Triple-plated Finish 
PR Copper - Nickel - Chrome 


Perfect Adjustment with 
Staple Driving Mechanism 
in Head Housing is perma- 
nently assured. 


Another Reason AE & OUTSELLS ALL OTHER 
why — STAPLING MACHINES 


ACE FASTENER CORPORATION 


3415 N. Ashland Ave., Chicago 


Makers of 
THE WORLD'S BEST STAPLING MACHINES 
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“Whee IE. 1B.” 


BINDER CLIPS 


The original and genuine 
clips, in all three sizes, 


No. 2, No. 5, No. 10. 


These clips are so well tem- 
pered, they will expand to 
the capacity of the clip or 
will securely hold two or three 
sheets of paper. 


Write for revised price list. 


CUSHMAN & DENISON MFG. CO. 
241-243 West 23rd St. New York City 
Established 1884 








PREPARE FOR 1938 
STOCK THE "KARY-ALL” 


Ceationa (; 





Combination 
brief case 
and 
overnite case 


A very 
popular 
National 
number 


SEND FOR CATALOG 


The National line answers every need for Zipper type brief cases, 
envelopes and dress sets for men and women. A compiete price 
range of proved sellers. WRITE TODAY. 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 














OFFICE APPLIANCES 


NEW WOODSTOCK AGENCY IN SOUTHEAST 


The Quick Service Typewriter Company, E. C. Pit- 
tard, prop., was recently appointed distributor in 
Atlanta, Ga., for the Woodstock Typewriter Company. 
Mr. Pittard is one of the oldest typewriter men in the 
city of Atlanta, having conducted his own business 
at the present location for a period of more than 
twenty years. His staff consists of three salesmen, four 
mechanics, secretary and bookkeeper. 

The Woodstock distributorship for Jacksonville, Fla., 
has been taken by Jones & Griffin. For the past sev- 
eral years, these men have been conducting a success- 
ful office machinery business in Jacksonville and have 
a combined service experience of twenty-five years. 





FIRE DESTROYS STATIONERY 
STORE.—Gesanliter’s, stationery store 
at Mount Vernon. Ohio, was com- 
pletely gutted and its entire stock 
destroyed by a fire which broke out 
on the night of October 31. The com- 
pany, which in addition to the store 
eccupied the two top floors of the 
building. was well covered by insur- 
ance. The store proper has resumed 
business and repairs on the upper 
floors will be completed in a short 
time. 


a —————— 


3 MINUTES REQUIRED TO DICTATE AVERAGE 
LETTER 


If it takes you ten minutes to dictate a letter you 
are a slow dictator, as only three minutes are required 
to dictate the average business letter, which is ten lines 
long, exclusive of the heading and the ending. These 
figures, based on the results of comprehensive time 
studies made in a variety of businesses all over the 
country, were made public last month by the Dicta- 
phone Sales Corporation, New York City. This survey 
indicated that the average business man spends ap- 
proximately sixteen per cent of his day dictating 
letters. 

These same time studies also revealed that in times 
of depression business men write as many letters as 
they do in more prosperous periods. When business 
slows up letters are employed to solicit business, firms 
order in smaller quantities and more correspondence 
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rE Load 
ite 


JUNLZ 


cares and worries in Browne- 
: 
| 





Morse Steel Transfer Cases 
either Single or Twin. | 


Then fill up the files again with 


Browne-Morse Filing Supplies | 
and everyone will be happy. | 
| 











Browne-Morse Company Muskegon, Michigan 
Steel Filing Equipment, Desks and Filing Supplies 
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OFFICE APPLIANCES 





WHAT DOES HE EXPECT? 


Does this Executive demand the 
impossible of a Stencil Duplicator? 


gig most exacting executive, looking 
chiefly at results .. . the man who de- 
mands “the impossible” from his office 
printing equipment IS YOUR BEST PROS- 
PECT FOR A NIAGARA DUPLICATOR 
Show that prospect some finished work 
produced on the Niagara. You will have 
his interest. Then ask him to compare that 
work with jobs produced on any other 
stencil duplicator. He will see the differ- 
ence ... immediately! 


Niagara’s outstanding accuracy and speed 
are the result of distinctive AUTOMAT- 


ICALLY CONTROLLED operating features. 


From the moment impression paper enters 
the Niagara until it emerges neatly stacked 
(as fast as 250 per minute) every action is 
smooth, simple, precise. In only a few short 
years, Niagara Duplicators have set a new 
standard of perfection for office printing. 
Production on the entire line of Niagara 
Models is steadily being stepped-up to 
keep pace with Niagara’s rapidly increas- 
ing sales ... sales which represent the ap- 
proval of the “toughest” prospective cus- 
tomers ... customers whose enthusiasm 


was won on Niagara’s most important 
selling point ... SUPERIOR RESULTS. 





Main Offices: 128 Main Street, San Francisco 
Plant No. 1: 5815 Third Street, San Francisco 
Plant No. 2: 37 Little West 12th Street. New York City 


Cable “Niado” U. S. A. 
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is required to acknowledge and follow through these 
orders and business men are more inclined to enter 
into correspondence about matters which in boom 
times they would not bother to discuss. 














THE STAEDTLER COAT OF ARMS.—This im- 

pressive shield represents the coat of arms 

of the family of Johann Sebastian Staedtler 

of Germany. The 275th anniversary of the 

J. S. Staedtler Pencil Works, Nurnberg, 

Germany, was reported on page 48 of the 
November issue. 
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SMITH-CORONA PROMOTES HUNTER 


Announcement was made last month by L. C. Smith 
& Corona Typewriters Inc. that effective December 1, 
E. E. Hunter will become field manager for the com- 
pany with headquarters in San Francisco. The new 
duties will consist of supervising operations in the ter- 
ritories covered by the San Francisco, Seattle, Salt 
Lake City, Spokane and Portland, Oregon, branches. 

Mr. Hunter has been branch sales manager at the 
home office of the company since early in 1936. He is 
well known in the typewriter business having been 
manager of branch offices for the Smith-Corona Com- 
pany at Detroit, Omaha, St. Paul and San Francisco. 
He has also served the company as district sales man- 
ager and distributor. 

President Hurlbut W. Smith gave a luncheon at the 
Century Club in Syracuse, Thursday, November 11, at 
which Mr. Hunter was guest of honor. Mr. Smith 
spoke feelingly of Mr. Hunter’s service and of the close 
friendship he has formed since being associated with 
the home office. 

On behalf of the heads of departments, Mr. Hunter 
was presented with a fountain pen set. 

ee Se 


PEPPER RENAMES BRANDAU COMPANY 


W. A. Pepper, for twenty-seven years in the retail 
business in the city, last month purchased the Brandau 
Book & Stationery Company, Portsmouth, Ohio, which 
he has renamed the Brandau Book Company. Mr. 
Pepper, who is president of the recently-acquired firm, 
will continue to carry office and school supplies as 
well as lines of stationery, greeting cards and other 


items. 
—— a 


CEL-U-DEX NEW CATALOGUE PUBLISHED 
Consisting of twenty-four well illustrated pages and 
enclosed in an attractive colored cover, a new cata- 
logue has recently been published by the Cel-U-Dex 
Corporation, 1 Main street, Brooklyn, N. Y. Copies 
may be obtained by writing to the company’s home 
offices. 
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Scores of successful office cave 
ment dealers have found the S$ - 
GIS LINE a fast selling. quick re- 
peating. outstanding source of profit. 
Definite, convincing se’ points 
turn prospects into actual buyers. 
That's why dealers consistently re- 
order S GIS POSTURE CHAIRS 
to meet an ever goss public 
demand for STURGIS equipment. 


% Correct posture that increases 
efficiency 

*% Easy. quick adjustments (without 
tools or keys) 

% Sturdily built for long service 

% No metal around seat to catch 
clothing 

% Resilient, comfortable rubberized 
seats 

% Wide range of attractive models 


% Priced right 
SOLD THROUGH DEALERS ONLY 


STURGIS 


POSTURE CHAIR COMPANY 
STURGIS, MICHIGAN 


. 




















No. 1742T—42x32” 


SECRA-TYPE 


The Modern Typewriter Pedestal 


A standardized device for all sizes of desks 
42-54 & 60 inch. 


It eliminates the cut out top and the old space wasting 
pedestal, holding typewriter and all supplies in a standard 
pedestal; more rigidly, conveniently and economically. 


Patent Pending 


It is the inevitable and long overdue successor of the old 
original types. 


It is Proving Big News To Big Business. 


Grand ‘ 
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ELECTROGRAPH 


A new portable electric 
stencil duplicator 


The Electrograph is designed to give maximum performance with 
minimum labor at moderate cost without sacrificing any necessary 
features that quality implies. 


Note these features: 
Automatic Paper Feed 
Automatic Accurate Registration 
Automatic Inking System 
Automatic Roller Release 
Automatic Elevating Feed Table 
Automatic Motor Control 


The feed table holds 500 sheets. Printing speed is controllable 
from 25 to 125 sheets a minute. Operator needs only to turn 
switch after loading table with paper. Machine will stop auto- 


matically when paper is printed. PRICE $150. 


ELECTROGRAPH, ASHLEY, PENN. 


DON'T 








use a clinched staple 
when you want a PIN 





MODEL P-50 PIN STAPLER, $4.00 
Delivers flat pia ( A new machine to PIN things 








—— together. Ideal for temporary 
) Seong of checks, vouchers, 
—easily removed. order slips, shipping memos, etc. 


FREE displays and imprinted circulars with your order. 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 
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GAIL OPENS NEW DETROIT STORE 


Coincident with a change in name from the A. L. 
Trowbridge Company, to the General Office Supply 
Company, Maxwell T. Gail last month opened a new 
stationery and office equipment store in the Penobscot 
building, Detroit. 

The store is entirely within the building and has 
four large display windows in a corridor, as well as a 
sixty-five foot frontage in the main lobby. 

According to Mr. Gail the store permits the main- 
tenance of a stock four times larger than that avail- 
able in the former location. This includes the products 
of the Eaton Paper Company, Boorum & Pease Com- 
pany, Weis Manufacturing Company, All-Steel-Equip 
Company, Inc., The Parker Pen Company, Quality Park 
Envelope Company and the Smead Manufacturing 
Company. 

Mr. Gail, who is president of the company, said the 
change in name implies no changes in the organiza- 
tion’s personnel. Leo Bigelman is treasurer and gen- 
eral manager and will continue to head the staff of 
five employes. 


—-—— © #  } }§ 


SOME ASPECTS OF SOCIAL SECURITY 

Cuba Importadora e Industrial (Havana) paid its 
respects to the Social Security Act: “Some aspects of 
the social security legislation relating to ‘an equitable 
distribution of wealth,’ would seem most properly to 
belong to the sphere of planned fiscal imposts care- 
fully regulated to legitimate ends, rather than to the 
realm of legislation tending to radical intervention 
and capital confiscation the result of which is to kill 
initiative and destroy active enterprise.” 

—— 
MECHANIZED BOOKKEEPING 


Administraetive Arbeid (Rotterdam) discussed the 
mechanization of bookkeeping processes, through the 
use of various types of mechanical devices, such as 
those in general use in the United States. 


——- _ o—=P- 


GERMAN EXPORTS OF LEAD PENCILS 
Biiro-Bedarf-Rundschau (Berlin) stated that exports 
of lead pencils from Germany in 1936 were valued at 
about 400 millions of Reichmark. The destination of 
this merchandise included England, Japan and Czecho- 
slovakia. 


—=-  § 


KARL LANGE RETIRES 
The Reichszeitung der Deutschen Stenografen an- 
nounced the withdrawal of Karl Lange from the official 
personnel of the German stenographic organization. 
The thanks and good wishes of his associates are 
cherished by him. 


om ——— 9 o—————— 


SWISS INCREASING TYPEWRITER EXPORTS 

The Tenger Papier und Schreibwaren Zeitung (Vi- 
enna) stated that Swiss exports of typewriters have 
increased greatly in recent years. In the first half of 
1937 there were 19,250 typewriters exported. This rep- 
resents an increase of more than fifty per cent. 

—_- © 
HOSSFIELD HONORED ABROAD 

Deutsche Kurzschrift (Bayreuth) mentioned the rec- 
ord made by George Hossfeld when he wrote 139 words 
a minute at the typewriting competition held at To- 
ronto August 28. 
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GET READY FOR THE (PEAK) 


MONTH ON FILING SUPPLIES! 











In January you will sell aoe esau 
more folders, guides, index ; 
cards and other filing sup- ae oe 
plies than in any other ry tts 
month of the year. Are = 
you ready for this peak i 
demand? Can you supply [sie | 
your customers from stock, = } | 
meet the competition of i 
direct sellers, fill the un- “You can’t sell what you 
usual request with speedy haven't got”.—-Check your 
° & rn stock today! 
delivery? The answers are 
all “‘yes,” if you are a well-stocked Oxford 
dealer! 











WHY OXFORD IS YOUR BEST 
SOURCE FOR FILING SUPPLIES: 


1. Sales only through dealers. 


Consumers cannot buy Oxford filing supplies 
direct. You can bid on the big orders in your 
territory, and know that Oxford is not going in 
the side door. We repeat: Oxford does not 
sell direct. 


2. Filing supply specialists. 


The energies of the Oxford organization are 
devoted entirely to the manufacture of better 
filing supplies. These supplies are not incidental 
to a line of furniture or other office equipment. 
They are as good as only specialization can 
make them. 


3. A complete line. 


A glance through the Oxford Handbook will 
convince as to the completeness of the Oxford 
line. Send for a copy today! In addition, 
Oxford corrugated board files, so widely used 
and preferred, give the Oxford dealer a big 
advantage in this important market. 


4. Advertising and sales helps. 


Window displays, circulars, display stands, 
demonstrator equipment, sample sets, electros, 
and advertising layouts are at the disposal of 
the Oxford dealer to help him put across his 
sales story. The Oxford illustrated Handbook, 
with products pictured in full color, is extremely 
helpful in showing customers the outstanding 
quality features of Oxford products. 


Yet Oxford merchandise is strictly competitive. Let us prove it during January— 
and watch your sales during this peak month touch a new high, because your 
filing supplies are “‘the product of specialists.” 


OXFORD FILING SUPPLY COMPANY 


340 MORGAN AVE., BROOKLYN, N. ¥.—125 SO. 8TH STREET, ST. LOUIS, MO. 
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Msi ReRRRRRRAAS 


Best Wishes For 


@| Profitable Christmas Season 
and 


Q@ Prosperous New VMear 


from 


American Automatic Electric Sales Company 


1033 W. Van Buren Street Chicago, Illinois 


COPYHOLDERS, BURNS SANITARY MOUTHPIECES, BURNS “Masonite’’ 
CHAIR MATS, DESK PADS and CLIP BOARDS, BURNS RECEIVER CUSH- 
IONS, BURNS OFFICE CHAIRS and MISCELLANEOUS OFFICE SUPPLIES. 


BURNS ofnc: specamnes 


distributors of: 
: BURNS LE.S. LAMPS, BURNS TELEPHONE BRACKETS, BURNS Axzto-Liner 
RPASASS SERENE RERIREEAUAURERERERERERUTITT TURUTIRTUIOT 





® 
Modal No * CRAMER AIR FLOW 
CRAMER CUSHION with 
— REMOVABLE COVERS 


“THE COMPLETE CHAIR"! Made of "Dunlopillo", the finest in 


resilient cushioning. Long wear and 







Only on a Cramer chair can you find 
these combined features. maximum comfort. Its millions of 
inter-connected cells inhale and ex- 
hale air—it actually breathes. Nat- 
2—No bolts, nuts, screws or other urally it's cool and sanitary. NEVER 


unnecessary parts. ‘ 

SAGS. Th ly chai hi it 

3—"DUNLOPILLO” CUSHIONING— se — a? aces eae ae 
Cool, Comfortable and Durable ‘ . 

—will not sag. REMOVED for cleaning or replace- 


PRA AS 


1—All steel construction. 


4—PLUNGER TYPE ADJUSTMENT— oe 
Simple and Positive—no tools re- Made in three sizes, in both | and 2 
quired. inch thicknesses. THREE COLORS 
S—REMOVABLE COVERS—of any —Rust, green and brown. FAST 
material—can be dry cleaned. SELLING—let a trial order prove it. 


6—NO SIDE UPRIGHTS to interfere 
with movement about desk. 


7—Two-inch, removable wheel, ball 
bearing casters — STANDARD 
EQUIPMENT. 





Our dealers everywhere are finding 
less sales resistance on CRAMER 
CHAIRS than any other piece of 
equipment in their stocks. 





U. S. Pat. No. 2,954,557 
Other patents pending 





Sold Only Through Dealers 
Let us send full particulars on all of our models 


CRAMER ‘Air Plow CHAIRS 


1417-19 McGee St., Kansas City, Mo. 


Sold Only Through Dealers 
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TEACHERS “GRADUATE” INTO BUSINESS 

Two former commercial teachers from the Phillips- 
burg, Kansas, high school, recently opened their own 
book store in that Kansas town, under the name of 
the Scott and McCoppin Book Store. Harriet Scott and 
Grace McCoppin are the joint owners. 

They are the bonded book dealers for Kansas school 
books, which gives them the privileges of consignment 
shipments, and permits them to carry full lines. They 
specialize on school board supplies, and have a broad 
stock of secretarial and office supplies. Their type- 


writer agency is the Remington portable; they supply | 


a large demand among rural teachers for used ma- 
chines, from their trade-ins. 

One feature of their store is a print shop, in which 
they have turned out club yearbooks, and a great deal 
of personalized stationery. For example, perhaps only 
women would “bother” with an order for 5000 sheets 
of paper for which there had to be six changes of 
address and six different names of committee chair- 
men transplanted into various locations. Because of 


their patience in supplying these “whims,” Miss Scott | 
and Miss McCoppin got the orders for many club year- | 


books, on which there was more margin.—AG 





G. L. DAVIS WAS RECENTLY PRO- 

MOTED BY THE ROYAL TYPEWRITER 

COMPANY WHEN HE WAS SENT 

FROM CHICAGO TO SAN ANTONIO, 

TEXAS, TO ASSUME THE MANA- 

GERSHIP OF THE ROYAL BRANCH 
IN THAT CITY. 


—- 9 => 


PENN-MAR-VA NEWS NOTES 

A large number of Penn-Mar-Va members were in 
attendance at the recent Canadian stationers con- 
vention. Among these were Gene Delaney, of Cooke & 
Cobb; Bill Vogel, of Sengbusch; Harry Tehan, of Hig- 
gins; J. H. Schermerhorn, vice-president of the Joseph 
Dixon Crucible Company, and Art Schaeffer, secretary 
and treasurer of Sengbusch Self-Closing Inkstand 
Company. 

- = > 

Jack Kerns, president of this organization, is still 
wearing a smile that won’t come off over the arrival 
of his new daughter, Barbara. This young lady came 
into the world while her father was attending The 
National Stationers Association convention in Chicago 
and was therefore several days old before she was 
formally introduced to Jack. 


* * * 


Belated congratulations and best wishes to “Mac” 
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PERFECTION METALS 


for ring books and post binders— 
a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied from 
our ample facilities. 


Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 


Be sure to have our catalog on file. It will help 
you realize on many opportunities. 


LOOSE LEAF METALS CO., INC. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative 
S. & D. Loose Leaf Co. 427 San Pedro St. 





Los Angeles 











The 
Automatic 
Memory 






A PERFECT XMAS 

AND FIRST OF THE 

YEAR SPECIALTY 
A memo system on 
cards in two handy 
units—genuine lesther 
POCKET CASE for 
temporary data plus DESK UNIT for 
permanent recerds. Dated and other- 
wise indexed record cards fit both. The 
most remarkable memory aid ever de- 
vised—proven by 33 years’ constant re- 
orders from successful, active business 
and professional people. 


MEMINDEX ATTRACTS 
HIGH GRADE CUSTOMERS 


Top executives, star salesmen, 
well-known professional people 
buy Memindex—the kind of cus- 
tomer you want in your store. 
Stock and display Memindex and 
have their satisfied patronage. 


DEALERS WRITE for 
complete information, 
free imprinted litera- 
ture, counter cards, etc, 


WILSON 
MEMINDEX CO. 
152 St. Pau! St., 
Rochester, N. Y. 


POCKET CASE 


DESK TRAY 
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Be) a RUN 








116 


THE BOYCE 


Loose Leaf Line 


Is a Quality Line 





POST BINDERS 


Complete Stocks 


Prompt Shipments 
BINDERS AND FORMS 
FOR ALL RECORD 
KEEPING PURPOSES 


LEATHER SPECIALTIES 





RING BOOKS 





SHEET HOLDERS 


OSE-LEAF 


A. E. BOYCE COMPANY 


WHOLESALE MANUFACTURERS 
FACTORY AND GENERAL OFFICE MUNCIE, INDIANA 


Write for Catalog No. 44 





Good looks combined with sturdy 


construction at low cost in 


EVANSVILLE DESKS' 






No. 3260X 
size 60x34” 


Pleasing lines and harmoni- 

ous detail are evident in this 

desk from the “Tempo” group. 
Designs that are different — that “stand out from the 
crowd.” y& Individuality of appearance that appeals to 
the prospect. ye These advantages spell quicker turn- 
over and better profits for the EVANSVILLE dealer. 
The Portfolio of Designs is yours for the asking. Please 
write for it. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD OFFICE DESKS 
EVANSVILLE 






INDIANA 
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| McCoy of the Stockett-Fiske Company, Washington, 





D. C., who became a benedict in September. Lots of 
luck! 
> > 7 

The Philadelphia stationers are conducting monthly 
educational meetings assisted by members of the 
Penn-Mar-Va, and this good work will be reported 
later. 

. * 7 

Ben Wachtel, of the Parker Pen Company, is re- 
ported taking a course in public speaking to properly 
introduce speakers of the evening. He will be very 
much in evidence when the Penn-Mar-Va Christmas 
meeting is held in Philadelphia. 

Stanley Woodruff, of the Weis Manufacturing Com- 
pany, bet his last dollar on Pennsylvania to beat 
Cornell. He still is optimistic. 

scalable tieaas 
“FORTY THOUSAND BUSINESS HELPS” 

The above striking line was recently used in a 
series of advertisements in local newspapers by the 
Lowman & Hanford Company, Seattle, Wash., as a 
means of acquainting the businessman of that city 
with the scope of the large stock carried for his 
benefit. 

Some idea of this scope was contained in the various 
ads which informed the reader that Lowman & Han- 
ford is the local exclusive agent for Yawman and 
Erbe Manufacturing Company, “K&E” engineering 
supplies, F. Weber Company, National Blank Book 
Company, Stationers Loose Leaf Company, A. B. Dick 
Company, and Mastercraft-Kalamazoo binders. 

Certainly, there is strength in numbers,—especially 
such a flock of numbers as the more than 40,000 items 
which are paraded before the businessmen of Seattle 
and the entire Pacific Northwest section. Whether 
shouted from the rooftop, or tallest office building 
worked from cellar to skylight by the enterprising 
office supply salesmen or “contact men”, the 40,000 
business helps represents some stock, which if placed 
end to end would cover considerable paving on the 
highway to anywhere. 

The stock is the growth and outgrowth of fifty-five 
years of selling on the part of Lowman & Hanford 
Company, with two Second avenue stores in Seattle, 
where it is a pioneer stationery house. Its amazing 
diversity reflects such growth over the half-century 
mark and the extensive scope of its multiform busi- 
ness activities—CML 

ee 


CARD ANNOUNCES BELLEDEU’S RETIREMENT 

A card bearing the following announcement was 
mailed to the trade late last month by Beach & Bel- 
ledeu, Inc., Boston, Mass.: 

“Mr. C. H. Belledeu has this day retired as president 
of Beach & Belledeu, Inc. The business will continue 
under the same firm name and at the same address, 
94 Portland street, Boston, Mass.” 

The card also listed the present officers of the organ- 
ization as John F. Beach, president; Walter A. White, 
vice-president, and H. B. Beach, treasurer and secre- 
tary. 

——_—_—_o= oe 
A. J. GAUDREAULT IN NEW QUARTERS 

The A. J. Gaudreault Mercantile Company of Has- 
tings, Nebr., recently completed a move into new 
quarters at 524 West Second street. This company, 


which has handled several nationally known office 
equipment and stationery lines for more than thirteen 
years, was formerly located at 727 West First street. 
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BENTSON 


Steel 


Steel for longer, better service— 
for time saved—for value to be 
remembered and for real depend- 
ability. Bentson Transfer Cases 
are made in two grades, the 100 
line with outer channel frames, and 
the 50 line with smooth exterior 
supported by inner channel frames. 
Can be stacked to any desired 
height and locked into a solid unit. 
Letter, legal, ledger and invoice 
sizes, also made for cards and doc- 


TRANSFER 
CASES 


uments. Drawer moves easily on 
two rollers—letter, legal, and in- 
voice sizes can be equipped with 
follower block and rod. Solid and 
sanitary bases available. 

DEALERS: Feature these BENT- 
SON Transfer Cases-—Especially in 
demand during transfer season. 
Write for full details and prices. 





Lasting 






Bentson 
100 Line 


Bentson Mfg. Co. 


Manufacturers of 
Steel Filing Cabinets 
and Steel Office Desks 


AURORA ILLINOIS 
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Jhe ORIGINAL and ONLY AUTOMATIC 


EXPANDING and COMPRESSING DRAWER 


M EF A NS , 20% Additional Capacity—9” Working Space—Easier Filing Operations 
* Lower Costs—({I) First Cost, (2) Floor Space Cost, (3) Operating Cost. 





Mr. DEALER 


The buying public is daily becoming more conscious of EXPANDING DRAWERS. AUTO- 
MATIC, with both EXPANDING and COMPRESSING drawer, eliminates competition. The 
AUTOMATIC DEALER has something EXCLUSIVE—something MODERN—PRACTICAL 
—EFFICIENT—DIFFERENT to offer his customer and prospect. 

A PROFITABLE LINE—one you should investigate. 


629 W. WASHINGTON BLVD., 
CHICAGO, ILLINOIS 


Dept. 


Automatic File and Index Co. 3% 











“The Complete Line’ 


is the Dealers’ Line 


Dealers everywhere appreciate 
the Storms’ policy of dealer pro- 
tection. No company salesmen 
specialize on the more profitable 
accounts in your territory, no 
special company concessions are 
offered to take business away 
from you. That’s why they call 
“THE COMPLETE LINE” 


the dealers’ line. 





Write today for full information 


561 GRAND AVE. 








Moreover, your customers will 
appreciate the built-in curl re- 
sistance of CLEANGRIP 
CARBON PAPER and the 
sharp writing quality and recog- 
nized endurance of STORM- 
TEX RIBBONS. 

Thus, with Storms’ products, 
your sales are up and your 
profit margin increased. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 


BROOKLYN, N. Y. 
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(New Machines & Devices—continued from page 40) 


NEW AIGNER FOLDING DESK PAD 

A new folding desk pad with unusual features is 
being introduced by G. J. Aigner Company, 503 S. Jef- 
ferson Street, Chicago. As shown in the illustration, 
this pad is equipped with a side-opening distributor 
at one side of the pad, instead of the usual end- 
opening distributor. The advantage offered is that 
papers may be more easily kept from sliding out of 





AIGNER FOLDING DESK PAD 


the distributor. Large Aico Grip tabs make the dis- 
tributor equipped for easy insertion. 

A folding wing is found on the opposite side of this 
pad, opening inward with two celluloid pockets. This 
arrangement is convenient for holding under visible 


protection price lists, phone numbers, or other data | 


referred to frequently. The pockets may also be used 
for unsigned correspondence or other matter requiring 
immediate attention. 

This folding pad is said to meet the requirements of 
those who prefer a glass top desk. Information com- 
monly placed under the glass may be kept in the cel- 
luloid pockets both for easy and confidential reference. 
The pad is suitable for use by either a left or right- 
handed person. 

—- —_— 


KIL-KLATTER TYPEWRITER PAD 


Trade-named the “Kil-Klatter,” a new pad for use | 
beneath typewriters as a noise preventer has been in- | 


troduced to the office equipment industry by the Amer- 
ican Hair & Felt Company, Chicago. 
The Kil-Klatter is manufactured entirely of hair 





THE NEW KIL-KLATTER PAD 


with a top surface processed with “Dispersite” which | 


prevents lessening the resilience by typewriter legs 
sinking into the pad. The bottom of the pad is treated 


with non-slip Latex, preventing skidding and holding | 


the typewriter firmly in place. 

The pad, which sells for seventy-five cents, measures 
11 by 13 inches and is suitable for use with all standard 
size machines. Further details or a free sample “Kil- 
Klatter” pad may be obtained by writing to the manu- 
facturer’s home office, Merchandise Mart, Chicago. 


ee 
IBM INTRODUCES NEW POSTAL SCALE 

A new parcel post scale specially designed to facil- 

itate straight-line handling of mail matter has been 

introduced to the market by the International Business 
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A GOOD BUY 


INSTEAD OF 


GOODBY 


Stenographers say goodby to ordinary type cleaners. 
They re-buy Clarotype because it does an outstanding 
job of cleaning typewriter type. It works quickly, 
cleans thoroughly, and gives the customer value from 
top to bottom of the bottle. More than 4500 dea!e:s 
consider Clarotype a good buy because it builds repeat 
sales. Order from your jobber or direct from the 
Clarotype Co. Inc., 16-P Hudson Street, New York. 


CLARO-TYPE 


THE MODERN TYPE CLEANER 





THE BEST KNOWN—KNOWN AS THE BEST 
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HOTCHKISS 
GOES COLORFUL 


New models. Popular appeal. Quick profits. 


"True 
Blue 
Clipper" 





Unconditionally Guaranteed 
USES PATENTED CORONET STAPLES 


Stapling Pliers with New Simple Mechanism. 
Color: Stunning Navy Blue. Distinctive name 
that the public will quickly learn and remem- 
ber. Trade-marked name-plate of famous 
American Clipper Ship etched on each model. 
Packed in special True Blue Clipper boxes. 
Unique folder to hand out and mail, Eye- 
catching display material to stimulate sales. 
Perfect merchandising tie-up to cash in on. 
See our salesman in your territory, or write 
direct for further information. 


HOTCHKISS SALES CO. 


NORWALK, CONN. 











TRINER 


BEAM POSTAL SCALES 
ELIMINATE 
POSTAGE WASTE 








Capacity 1 Ib. x %& oz. 


WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility and tolerance 
for checking postage. 

Forty-eight cents to 96 cents per pound prevailing 
postage cost must be checked by every mailer to prevent 
costly postage waste. 

Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. 
in various models, with computing charts on those of 1 
Ib. and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 
2714 W. 2ist Street Chicage, Hlinois 
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Machines Corporation, 270 Broadway, New York, N. Y. 
This scale has all working parts enclosed and below the 
platform, but with accessible adjustments; it may be 
installed in any location. Its charts automatically 
light up when a package is placed on the scale. 

The scale employs a new self-regulating principle 
which obviates thermostats, to insure accuracy at all 
times. Both vertical and horizontal parallax are elim- 
inated so that it may be read accurately by short or 
tall persons. Other special features are an improved 
mechanism with a consequent reduction in the number 
of working parts, a compact design and a light weight. 


—— 
HAND SHEET COLLATING CABINET 


A new hand sheet collating cabinet designed to save 
time for the busy stenographer has recently been in- 
troduced to the trade by the Fred W. Neely Company, 
508 South Dearborn street, Chicago. 

The device was invented and is being manufactured 





NEELY COLLATING CABINET 


by Fred W. Neely, president of the firm bearing his 
name. The cabinet is composed of three permanent 
inclined shelves with lips to keep the material in the 
shelf from sliding out; also one extended sliding shelf 
at the bottom. This lower shelf serves as a tray or 
rest for the made-up “books” or combinations of letter- 
head, carbons and plain papers. The “books” are made 





CABINET IN USE 


merely by taking by hand the various types of material 
from their respective shelves in the proper order. 
The Neely Hand Sheet Collating Cabinet is made up 
in several attractive finishes and rests upon four small 
legs. It may be used with equal ease on a desk, table 
or other piece of furniture, and is said to maintain 
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—LOW PRICED 
COMPTOMETER 
TABLE 


A new item in the Alma 700 
series in combination walnut, 
is this sturdy comptometer 
table, designed with a  sta- 
tionary machine shelf 2714” 
high. The inside edge of this 
shelf is angled to permit plac- 
ing machine in proper posi- 
tion for operater’s conveni- 
ence. Dimensiens of the ma- 
chine shelf are— front — 18” 
wide, back—12%” wide, 
depth—21™%”. Shipped 
Knocked-down. Easily assem- 
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we've got something here—! 
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about 


The name of our Purcha 


idea of his antecedents. 


yOU A SECRET 


COLUMBUS 
PENCILS 


sing Agent is MacTavish. This will give you an 





When we clerks and sienographers put in a 


requisition for Columbus Pencils Mac was doubtful. 5c pencils seemed 


too costly for general office use. But when we convinced Mac that 


Columbus lead* not on 


several times over, Mac 


It is possible that a protected Columbus dealership 


is still open in your ter 
today for full details, 


samples and prices. 


ly writes smoother but outlasts ordinary pencils 
gave in. The economy angle got him. 


ritory. Write 


FD ravcex aidiils 


*Columbus pencils contain A. W. Faber 
lead—backed by 175 years experience, 
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<The Beauti of a 
FOLDING PAD a 


of a 
GLASS TOP 
DESK 


AICO presents a beau- 
tiful new folding pad, 
styled in keeping with the most 
modern principles of good design, 

yet incorporating the idea that made 
the glass top so popular. One wing has a 
side opening distributor that holds corre- 
spondence. On the other side is a double 
celluloid pocket which holds price lists, 
phone numbers, or other data with the 





ORDER NOW FOR XMAS 


stocked in black and blue with silver stamping; . 
brown, maroon, green with gold stamping. added advantage that it may be closed to 


Leather, No. 6300 at $27.50 list, imitation, No. keep such data confidential. 
11300 at $16.00 list. 


503 South Jefferson Street fy JJ AIGNER COMPANY  cricase. mincis 














WOOD TRANSFER CASES 


WITH STEEL COVERS 
The Cheapest and ‘Best 








LETTER, LEGAL AND BILL SIZES 


Order a “Dozen Today 


IMPERIAL METHODS CO. 


FOREST PARK ILLINOIS 
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letterheads, carbons and other papers in an unwrinkled 
and clean condition. 

Dealers desiring further details of the new cabinet 
or wishing for a demonstration of its usefulness should 
communicate with the company’s Chicago head- 
quarters. 

——— 

PERFEKSEAL SEALING MACHINE MAKES BOW 

PerfekseaL is the name of a new, low-priced gummed 
tape sealing machine recently introduced to the mar- 
ket by the Perfect Sealer Products Company, 1611 
Madison street, Madison, Wis. 

This machine is simple and easy to operate and is 





PERFEKSEAL SEALER 


foolproof throughout in that there are no unnecessary 
tension plates or axles, the tension on the roll of 
gummed tape being automatic. 

The PerfekseaL, which is adapted to rolls of gummed 
tape from one inch to one and one-half inches, is 
finished in baked-on, rustproof porcelain, with a choice 
of olive green, white or black. Its attractiveness is 
augmented by a highly-polished trim. A high quality 
bristle brush moulded in bakelite ensures an efficient 
and uniform moistening of the gummed tape. 


~~—<—e—__—__ 


ITALIAN COMPANY INTRODUCES INTEXTATOR 

A new sign printing device, listed as the “Intexta- 
tor,” with which it is possible to print headings in 
varying sized types has recently been announced by 
Ufficio Studi Costi Constabilita E Statistica Automa- 
tica, Milano, Italy. 

The Intextator is described as a small-size machine, 





INTEXTATOR SIGN PRINTER 


of moderate cost, which is capable of printing bold 
and striking headings on notices, signboards, registers, 
envelopes, etc., regardless of their size or position. It 
is fitted out with characters of different style and size 
which can be instantly substituted or replaced by other 
styles or sizes of type at will. 

The machine consists primarily of a case provided 
with an alphabetically-marked disc which can be 
rotated from the outside, a roller upon which the 
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sed 


HEADLINERS 


Styled for perfect harmony, fashioned 
for gratifying comfort, customed for 
lasting wear, priced for every buyer’s 
purse these two new BRIGHT chairs 
are real headliners. The pleated backs 
and turned legs elevate them beyond 
the commonplace. Like all BRIGHT 
numbers they have sure selling appeal. 
You'll find them in the new catalog 
supplement. Write for a copy, today. 


Bright Chair Co., Inc. 


127-133 Bleecker St., New York, N. Y. 

































“RILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. 8. Patent 1.782.622. Canadian Patent 324.059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 

















IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


Everything from a Safe 
to a Waste Basket in 
Steel Office Furniture 
. . . and Twirlit Drills 


IN NEW YORK 
STOCK 


ls 
CAL CAMERON 


112-114 WOOSTER ST. 
NEW YORK, N. Y. 


J 
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printing types are inserted, a support for inking pads 
and a screw for adjusting the printing pressure. 

Included with the Intextator are a frame or rack- 
and-pinion guide for displacement of the machine and 
a wooden tablet for evening out the type if necessary. 

The Italian firm is interested in communicating with 
a foreign organization desirous of securing manufac- 
turing and selling rights for the machine. 

ee 
ELECTROGRAPH ANNOUNCED 

A portable automatic stencil duplicator listed as the 
Electrograph has been introduced to the trade by a 
manufacturing company bearing the same name and 
located at Ashley, Penna. 

The machine, electrically driven, is equipped with a 
feed table which will hold 500 sheets of paper. It will 





THE NEW ELECTROGRAPH 


print from twenty-five to 125 sheets per minute. Spe- 
cial features include an automatic paper feed for ac- 
curate registration, an automatic and efficient inking 
system, and automatic roller release, elevating feed 
table which rises as the paper is fed into the machine, 
and an automatic motor control which stops the ma- 
chine when the paper is finished. 

Further details of the new duplicator may be ob- 
tained by writing to Electrograph, Ashley, Penna. 


oo 


PRUITT INTRODUCES NEW CABINET AND TRAY 
FOR ADDRESSING PLATES 

A new cabinet to hold metal addressing machine 
frames and trays has been introduced by The Pruitt 
Company, 765 Pruitt building, Chicago. A new low- 
priced tray is also offered by the firm. 

The cabinet is made of steel, with door and lock, 
and is available in three sizes; 6, 18, and 30 drawer. 
Trays and sanitary base are quoted extra. The finish 
is olive-green. 

The new tray will hold style “n,” “b,” “e,” and “q” 
frames. Other features include the new card holder 
front and follow-up blocks in each tray. Measure- 
ments of the tray are as follows: 4% inches wide x 
2% inches high x 213g inches long. 


eS — 


DIORAMA WINDOW EXHIBIT BOOSTS 
STATIONERY SALES 

Staged with remarkable success from the standpoint 
of crowds attracted and business increases, the Ken- 
drick-Bellamy Company, leading Denver stationery 
house, closed its unusual “diorama” display featured 
during the week of October 8 in the store’s principal 
show window. 

The dioramas, small individual stages set with his- 
torical figures against an enclosed panoramic back- 
ground, were furnished by the Merriam-Webster dic- 








DECEMBER, 193; 125 : 





When we state that 


HES PIRATUR 
CHAIR CUSHIONS 
ARE VENTILATED 
we mean they AHKE 
VENTILATED 


ALL the way through and 






ALL over the surface 


a. 


The ventilating system incorporated in Respirator Your customers will ap- 


Cushions is covered by Patent No. 2,025,712, dated preciate your calling 
December 31st, 1935, issued to L. M. Bickett. their attention to 

A Respirator Cushion is not only a comfortable RESPIRATOR 
seat cushion but can truthfully be called a scientific Ventilated 
seating device. CHAIR CUSHIONS 











L. M. Bickett Company, Watertown, Wis., U.S. A. | 








sunstantiaL prorits SHOW THIS TO YOUR CUSTOMERS 


No. 2761 Flat Top Desk— 
60” x 34” x 30!” high 


ERE’S another outstanding Imperial 
value that will make money for youl! 
The No. 2700 Group combines smartly PRICES! Write today for details of the com- 
modern design, richly figured woods and plete Imperial line—with sales-producing 
fine craftsmanship—AT MODERATE quality in every price range. 


IMPERIAL DESK COMPANY .. . Evansville, Indiana 






































Jor the 
Executive 


A 
GEORGIAN 
PERIOD 
Office Table 
of Indiana 
Desk Co. 
fine quality 





INDIANA DESK COMPANY + 


choicest American black walnut stump wood. 


OFFICE APPLIANCES 











Harmonizes and sets off with remarkable effect our No. 5000 desk. It com- 
pletes the interior, enhances the general effect and next to the desk and 
chair is the most convenient and useful furniture in the executive office. 
All solid parts are of genuine American black walnut and all veneers 


Beautiful four joint butt 


walnut on both sides of pedestals and on the top. All sizes from 28 x 50 


up to 42 x 96 inches. 


JASPER, INDIANA 


























Office equipment dealers with 


teachers and tablet chairs, juvenile 


Catalog on request 


NEW INDIANA 





stock and display of New Indiana 
Chair Co. chairs find them in good demand. Besides the leather 

i P ps ice chairs in man yles, . 
epheisered Hine, we make oli weed ofice cheivs in . details of the new scales and the Hanson merchandising plan 


are shipped in pool cars with Indiana Desk Co. desks if desired. 


JASPER, INDIANA 


New 
Indiana 


LEATHER UPHOLSTERED 


OFFICE CHAIRS 


100 Ib. by '/ Ib. 
HeavyDuty Express 
No. 1585 $15.00 


250 Ib. by | Ib. 
HeavyDuty Freight 
No. 1500 $12.50 
(indicate weight 


Ne. 701 only) 


Dimensions 6 inches high, 


numbers and stools. All on request 


CHAIR CO. 574 N. Ada Street 














trol. tempered Swedish steel. Tested with 
curacy and provided with indicator adjusting screw. 


More Salea for Hanson Dealers 
old equipment when you consider the 
venience in use and assurance of accuracy now offered. Full 


70 Ib. by oz. 


Heavy Duty Parcel Post 
self-computing, 
all zones 


No. 1577 $17.50 

















EASY to use 
and to read 


HANSON 
SCALES 


for the modern Better service for shipping and mailing departments. No 

ofice—zenuine beams nor weights to manipulate, no mechanical attention 

leather, durable nor oiling needed, no time lost—just put the package on and 
FI read the answer 

—— ed Construction Case of heavy sheet steel, mechanism extra 

tilt Chair Con- heavy, accurately machined parts with springs of specially 


officia!l weights for ac- 


10 inches wide, 16% inches long 


platform 14% by 10 inches—weight 
It's worth while to replace 


19 Ibs. 


saving in time, con- 


Hanson Scale Company 


Chicago, Illinois 
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tionary publishers, tying in with pioneer celebrations 
in Colorado and new developments in American his- 
tory. There were twelve of these, approximately 
twenty-four by sixteen inches, devoted to widely vary- 
ing subjects. There were scenes of modern times, six- 
inch figures shown operating a television set. The next 
depicted the signing of the Declaration of Independ- 


ence, miniature Jeffersons, Gwinnets and Samuel | 


Adamses seated around a tiny table. 

In turn there were scenes of Roman history, Abra- 
ham Lincoln’s boyhood, a pioneer crossing the plains 
with his Conestoga wagon and a marvelously accurate 
trial setting —BART 


o—= ee 


Ring in Health! 








Protect Your Home from Tuberculosis 


with CHRISTMAS SEALS 


—>-—_—— 


MISS PHELAN DEMONSTRATES TYPING SPEED 





Miss Grace Phelan, world’s amateur champion typist | 
from Etna, Pa., was in Columbus, Ohio, November | 
5 and 6 to give a series of demonstrations at the | 


Columbus Business Show, held at the Neil House and 
sponsored by the National Association of Cost Ac- 
countants. Miss Phelan’s appearance was sponsored 
by the educational departrnent of the Underwood 
Elliott Fisher Co.—AK 

A pietitiacetaes 


HORDER’S GIFT CATALOGUE PUBLISHED 


Designed to save time and trouble for those who seek | 
new and unusual items for their Christmas gift stock, | 
a thirty-two page catalogue of greeting cards and gifts | 


has recently been published by Horder’s, Inc., Chicago. 


The book is well illustrated with each item priced and | 


numbered in various quantities. Copies may be ob- 
tained by writing to the company’s home offices, 231 
South Jefferson street, Chicago. 

a 


HUELLHORST BUYS MacCREADY BUSINESS 


In order to confine all his efforts to traveling on | 


behalf of the Cosby-Wirth Manifold Book Company, 
H. R. MacCready last month sold the H. R. MacCready 
Sales Company, Springfield, Mo. The purchasers are 
Mr. and Mrs. Henry Huellhorst, the latter a sister-in- 
law of Mr. MacCready. 





‘Bound fo hold’ 


Hold your customers 
featuring MARKWELL 

office type fasteners 
and improved 

PATENTED stapies. 


Sell a MARKWELL 
stapler and staples 
for every purpose. 


















MAY RESULT 
IN A FIRST 
ORDER— 


RE-ORDERS 
RESULT ONLY 
FROM SATIS- 
FACTION 


mwwevenw6 oOo 


INTERNATIONAL 


TV CCP eBteres 


COG0000606008 


MUNSON SupPLy Co., 348 Hudson St., New York City 


Please send information about the New Key 








—New Package and Counter Display to @ 
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WHICH ONE IS UP-TO-DATE? 


The answer is, both of them! 


The “drummer” in the checks sported the very 
latest thing in clothes and equipment when he was 
on the road fifty years ago. He used 


BEACH'S "COMMON SENSE" 


.. EXPENSE BOOKS 
pat 

















to keep a complete, sat- 
isfactory record of his 
traveling expenses. 





The alert business 
man on the left finds ™ 
added uses for his 
BEACH EXPENSE 
BOOK. It simplifies 
the keeping of a correct 
record either for his 
employer if he travels 
on an expense account, 
or for the Government 
if he deducts his travel- 
ing expenses from In- 
come and Payroll tax 
returns. 





Write for a sample of the newest edi- 
tion — more complete and convenient 
than ever! 


Beach Publishing Company 


7338 Woodward Ave. Detroit 











Pruitt for 


Low Prices! 
New Trays for 









Addressographs 


WORTH $1.15 
Now 80c 


The new trays for 

Addressograph are reg- 
ulation size with a new tilted 
card holder that makes it easy to read. 


NEW STEEL CABINETS 
FOR ADDRESSOGRAPH FRAMES 
AT USED PRICES 

The new steel cabinets come in three sizes. 6 Drawer at $10. 
18 Drawer at $18, 30 Drawer at $23. All are equipped with door 
and lock and finished in Olive Green. 

Both Cabinets and trays are outstanding values as every 
addressograph user will recognize. 


Order them now. Liberal dealer discounts. 
They will be sent upon approval if you desire. 


mH Pruitt co. 


771 Pruitt Bldg. Chicago 
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“HOW IT LOOKS INSIDE” 


A dramatic and successful window display, arranged 
by J. D. McCoy, manager of the Wholesale Typewriter 
Company, 113 Federal Street, Boston, demonstrated to 
customers that a thorough cleaning and overhauling 
reveals an unsuspected accumulation of dirt in a used 
typewriter and rejuvenates the machine. 

Three Underwoods which had been in service for 
about ten years in the same office, receiving about the 
same amount of use, were employed for the display. 
The first machine, placed in the front of the window, 
was untouched. There was nothing about the appear- 
ance of the typewriter to suggest to the untrained ob- 
server that it needed an overhauling. And the card 
read, “Your Machine Looks Clean Outside.” 

The second machine, actually in the same condition 
as the first was stripped to the base. A card propped 
against the keys commented, “How It Looks Inside.” 


| Although the typewriter was not exceptionally dirty, 


there was an accumulation of dirt and erasure in the 
slots that showed up only because the machine was 


| stripped. 


All Parts Removed 


This typewriter was set on a long strip of brown 
paper, and all the parts that had been removed were 
grouped on this surface in an orderly fashion that 
suggested workmanlike methods of stripping. A few 
parts were placed in a small box. These were worn 
discarded parts that needed replacement. 

A large buff placard, with red, green and black let- 
tering, stood between the first and second machines. 
This read, “Typewriters have 168 Slots Collecting Dirt 
that Cannot Be Brushed Out. That is why we tear 
your machine right down to the base and do a thor- 
ough job! Your Typewriter Has Done a Lot of Work 
for You. What Have You Done for Your Typewriter?” 


The final display, a third machine, placed in the 
rear of the window close to the entrance, featured 
“How We Make It Look.” This machine had been 


| thoroughly cleaned and rebuilt, and its appearance 


showed its sound condition. 

A 30” by 24” poster pointed out, “Your Typewriter 
May Be Sick but It Is Far From Dead. Trained Ex- 
perts Will Restore Your Machine to a Healthy, Normal 
Life at a Price You Will Gladly Pay.” 


Brought Customers 


The display brought in many customers from offices 
in the financial and business district, where the store is 


| located, to inquire about its service. Mr. McCoy then had 


an opportunity to tell the customers about the store’s 
methods, that every machine is stripped to the base, 
the parts cleaned by hand and inspected for wear. 


| Replacements are made as worn parts come to light. 


The window demonstration proved the results gained 
by this procedure and the wisdom of paying a few dol- 
lars more for a complete job rather than just enough 
to cover cleaning. 

In overhauling used machines, Mr. McCoy finds it 
worthwhile to do the job to a standard rather than to 
a price. The concern does not skimp on replacements, 
narrowing its margin of profit if necessary to obtain a 
satisfied customer who will regularly use its service. 

The window was helpful, too, in emphasizing the 
desirable qualities of a carefully rebuilt typewriter. In 
this connection a sign featured “Every Master Grade 
Remanufactured Underwood is Completely Rebuilt 


| from the Base Up.”—GB 
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A Sock in the Lye! 


That’s the way one dealer expressed it when our salesman 
proved the fact that in selling PEERLESS FILES he 
was offering his trade Greater Filing Capacity at less cost 
per filing inch. It will pay you as a dealer to investigate 


the advantages of our product. 


A Complete Line in Four Different Grades 
—All 28 inches in Depth 


PEERLESS STEEL EQUIPMENT COMPANY 


Unruh and Hasbrook Streets 
Philadelphia 


PHILADELPHIA NEW YORK LOS ANGELES BALTIMORE BOSTON 

















HIGH POINT Chippendale 


A CHAIR produced for business men who are interested 
in graceful design, good quality and moderate cost. 


Of proven serviceability and thorough 
comfort the High Point Chippendale 
offers outstanding value in the medium 
price field. Your trade will by com- 


parison appreciate its extra features. 





Besides thirteen leather upholstered 
styles, HIGH POINT makes all wood 


office chairs in many designs including 


The HIGH POINT catalog of- 
fers office equipment dealers many 
the ever popular Bank of England, opportunities to extend their sales 
and service. It is worthy of your 


careful study and consideration. 


windsor and bentwood chairs, settees, 





jury and tablet chairs, stools, etc. 
No. 4211 


HIGH POINT BENDING & CHAIR CO. Siler City, North Carolina 
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STATIONERS’. 


VF AM LIL 4 


LINE... EXCLUSIVELY’ 


STEEL STRONG’ PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY... P 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure ... with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 





OFFICE APPLIANCES 








STEEL STRONG “PRODUCTS 






S] MANUAL 
COIN 
“| COUNTER 














Bill STRAPS 


THE C.L.DOWNEY CO. cincinnati.o. 






























“HOW TO WIN FRIENDS” 


.... is not only the name of a book but the name of 
| a “best-seller.” And, speaking of best-sellers, you 
certainly could win many friends (life-long custom- 
ers) with Tempo Duplicating Supplies, which, inci- 
dentally, are also best-sellers. Every item—Duplica- 
tors, Stencils, Ink, Scopes, Slipsheeters, Styli, ete.— 
is guaranteed to satisfy. Try Tempo best-sellers and 
see. Also write for complete details ... . today. 


MILO HARDING CO., LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 


PITTSBURGH sT. LOUIS LOS ANGELES 
Milo Harding Co., Ltd. \ MAIL 
617 Commonwealth Annex } TODAY 


Pittsburgh, Pennsylvania. 
Send Free Samples Dealer Pian 


Mark for attention of Mr. psacuens ; 
(Pin to your Letterhead) 12-37 













NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 
For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 
to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 




















A 
vy 


rw~.,r,, 


_wrrrrereefpe’gtfkgt= w+ TT TT? 
hh hh ee heehee eee s 








ip bib bbb bh bp bp ihb»ipi»p»hi»=i»h=»_ hp pp ppp pp ti ha ah a aan nea enn nnn en 
vv VV Yee rrrerrrrererererrererrerrrerre eee eee 





WOODSTOCK 
TYPEWRITERS 


BRANCHES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 
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EFFECTIVE FILING SYSTEM ORGANIZES SELLING 


Whenever a salesman for The Mart, Memphis, Tenn., 
office furniture and equipment company, calls on a 
new prospect, he records, on a three by five card, 
whatever information he is able to pick up as to the 
name and type of equipment then in use in the office; 
equipment needed or any that may need replacing; 


and the results of his interview. He also puts down a 


date on which a second call is to be made. 

This is filed in his individual metal file drawer in the 
office, by months of the year the second call is to be 
made, or the follow-up, whichever the case may be. 





As a new month arrives, he takes out all cards under | 
this month in the filing drawer, and files them under | 


numerical dates in a separate box file—a day by day 
assortment of his contact cards. Each morning, he 


can pick out the prospects on whom he is to call from | 
the small box file. In other words, the filing system | 


used is a “date” rather than a “name” file. 
The card record is carried through until sales effort 


is dropped, or the sale is made. Records are made out | 
by the salesmen individually. The following record on 


one of the cards used recently will illustrate the point: 


“Salesman’s name (upper left corner). 
r Store. 





“Mr. Blank. 

“Will try electric subtractor as 
soon as remodeling is finished. Will also need some 
furniture for new offices being installed. Call back 
1-11-37.” 

This is typed in on the card. Later, a pencil note 
was added to the card: “On trial, two machines.” A 
second penciled note reported, “Sold two machines,— 
electric straight adders, $—— each. Trade in, $——. 
Less trade-in, less discounts, balance, $—— net.” 

This gives the salesman, in the end, a complete rec- 
ord of all contacts through the year, as well as all sales 
made and his own earnings in each case. More than 
this, the office is able to refer to any one of these indi- 
vidual files at any time for such record. 

The method has done much to organize selling on 
behalf of the salesmen themselves, R. M. Bowers, owner 
and operator, reported. “It gives a man more interest 
in his work; makes him feel a certain responsibility 
for his share in the business.”—-BART 

——_— 2 


PARMENTER ENTERS INSURANCE BUSINESS 


S. L. Parmenter, eastern manager and a director of 
the American Crayon Company, resigned November 10 
to go with the Northwestern Mutual Life Insurance 
Company, Empire State building, New York, N. Y. 

Mr. Parmenter has been with the company for thirty 
years, having started as office boy in their eastern 
department and having a thorough education of ap- 
proximately a year working in all the various depart- 
ments at the factory in Sandusky, Ohio. In 1915 he 
was elected to the position of assistant eastern man- 
ager and in 1932 was elected to the Board of Directors. 

In 1935 G. E. Parmenter, president of the company, 
resigned as eastern manager and Mr. S. L. Parmenter 
was elected to this office, which he has filled up to the 
present time. 

In addition to being associated with the Northwest- 
ern Mutual Life Insurance Company Mr. Parmenter 
will be indirectly associated with the firm of Leland- 
Parmenter Agency, located at 580 Empire Trust build- 
ing, Fifth avenue, corner of Forty-Seventh street, New 
York City. 
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GREEN-EDGE STORAGE 





C. L..BARKLEY & CO. 


517 S. JEFFERSON STREET CHICAGO, ILI 














No. 1204—66" x 36” 


A Rishel Chippendale 


In Genuine American Walnut and 
Genuine Mahogany 


Distinctive in Style and Beauty 
Ask for New Catalog of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 
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THE COMPLETE 
DEALER LINE 


MIAMI 






Autographic 
Registers 
in all sizes 


Continuous forms for all makes of registers 
and typewriter Billing Machines. 
Sold almost entirely through dealers. 


Let us tell you our story. 


The MIAMI SYSTEMS Corporation 
2735 Colerain Ave., Cincinnati, Ohio 























For Better ENAMELING 
Try SHIPMAN-WARD Service 


“better enameling” 








We say 
cause all parts sent to us are 
given a DOUBLE coat of enamel 
and more when needed. The last- 
ing and durable finishes are ob- 
tained in the baking process 
where the heat in our huge ovens 
is controlled automatically. It can 
be the smallest and most delicate 
care is 


dy 4y 


Write Us for Estimates 
We weld anything in the of- 


fice equipment line that is part, yet the greatest 
not made of aluminum. If it taken to protect it. 
is a broken part that needs 


repair and must look new 
when finished then let Ship- 
man-Ward experts do the job 


SHIPMAN -WARD 
MFG. CO. 


QOZ—-oOrme 








The Dealers Supply House 
325 No. Wells St., Chicago 


BRANCH OFFICES: New York City, 321 Broadway. Los 
Angeles, 314 W. Olympic Blvd. Minneapolis, 116 S. 4th St. 
James St. West. 


Montreal, Que., 20 St. 





APPLIANCES 


OFFICE 


OIL TRIALS CREATE SALES OF INVINCIBLE 
EQUIPMENT 

When large staffs of attorneys flanked by their 
clerical help flooded the university town of Madison, 
Wis., to take part in the trial of several major oil 
companies charged by the federal government with 
conspiracy to raise and fix gasoline prices, things 
began to boom in a big way. 

Not for many decades had the thriving capitol Wis- 
consin city seen such activity as the imposing legal 
staffs moved in and prepared for a long siege. And 
among those who watched the ensuing hustling with a 
calculating and wide-awake eye were officials of the 
General Paper & Supply Company, local dealers for 
the Invincible Metal Furniture Company. 

This enterprising organization realized that a long 
series of federal trials would necessitate the building 
of large temporary offices on the part of those con- 
ducting the defense. This belief was considerably 
strengthened when it was learned that Col. William 
J. Donovan, chief defense counsel had leased the entire 
first floor, basement and balcony of the Bank of Wis- 
consin. 

Quickly Col. Donovan was shown the advantages of 
having a complete set-up of brand new furniture and 
office equipment over a nondescript assortment of aged 
desks, chairs and files. Col. Donovan saw the light 
and the local Invincible dealer was given the job of 
completely outfitting the general defense headquarters. 


- —— = 
OHLAND UNDERGOES SECOND OPERATION 
George C. Ohland, sales contract representative of 
the Metal Office Furniture Company, Grand Rapids, 
Mich., last month underwent a second serious operation 


at the University hospital at Ann Arbor, Mich. At last 
reports he was said to be definitely on the road to 


| slow recovery although it will be many weeks before 


he will return to the territory in which he numbers 
his friends by the hundreds. 
———— 


MANDEVILLE JOINS BOYCE COMPANY 


George S. Mandeville, Jr., formerly a representative 
in Indiana of one of the leading loose leaf manufac- 
turers, last month joined the A. E. Boyce Company, 
Muncie, Ind. Mr. Mandeville has been connected with 
the loose leaf industry for the past ten years, during 
which he gained considerable experience in the field. 


SS 
OFFICE SUPPLY BUSINESS AT HAZLETON 


The Hazleton Office Supply Company was opened 
November 4 in the Altamount Hotel building, Hazleton, 
Penna. The store faces North State street, on Route 
309, and carries a general line of stationery in addi- 
tion to office equipment, gift and stationery sundries. 
A letter shop is operated, which includes Mimeograph- 
ing, Multigraphing and the services of a public stenog- 


rapher. 
sling cantamimiata 


MARKWELL CATALOGUE INSERT AVAILABLE 


The Markwell Manufacturing Company, Inc., 200 
Hudson street, New York City, now has available for 
dealers a new catalogue insert page illustrating its 
line of Office Type fasteners and improved patented 
staples. The insert incorporates illustrations and de- 
scriptive matter of thirteen different Markwell staplers 
and should be identified by the number OL97 by those 
writing to the company’s home office for a copy. 
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No. 7286 





A sure safe investment, at inventory time when you 


check short of Murphy Chairs. 


A quality line, endorsed by dealers since 1872. 


Have you catalog No. 65? 
MURPHY CHAIR CO 


INCORPORATED 
OWENSBORO, KENTUCKY 


MPANY 











Three -of-a-kind 


by 


Three complete lines 
of steel filing uprights 
to meet every office 
and purse provide the 
ASCO dealers with 


the answer to every 
filing problem. 


Easy-Rolling Ball Bear- 
ing operation for those 
who require a real 
good file for normal 


business needs— 


And the ASCO Chal- 
lenger for those who 
need a truly service- 
able filing upright at 
an absolute minimum 
price. 


All three are made in a wide variety 
Combinations to provide for every know 









ANN 


of sizes and 
n office need. 


Write for our new catalog to be released shortly. 


ART STEEL CO.'NS NEW YORK, N.Y. 


FOR 69 YEARS 


We Have Been Making 
BETTER OFFICE TABLES 


Since 1868 we’ve been mak- 
ing America’s favorite office 
tables here in the world’s larg- 
est table factory. No wonder 
they are the fastest and most 
profitable sellers. Write today 
for our catalog and price list 
showing our complete mini- 
mum-inventory line. All the 
best selling colors and sizes, 
with sturdy dove-tailed draw- 
ers with 3-ply bottoms, A line 
designed for turnover, profit, 
and customer satisfaction. 


That’s Why You 
CAN DO BETTER 
With the Famous 


St. 


Johns Line! 





St. Johns Office Table No. 24. 


Northern Gray Elm. 





Golden 








Finish. Top, 1%” thick. Legs, 
2%” square. 6 sizes: 24 x 36, 
27 x 42, 27 x 48, 27 x 54, 27 
x 60, and 30 x 72. Shipped 
K.D. Packed two of one 






top-size in crate. 











ST. JOHNS TABLE COMPANY 
CADILLAC, MICHIGAN 


Electro Call 


THREE DISTINCT 
‘SYSTEMS FOR 
EVERY PURPOSE 


AVAILABLE IN | TO 6 STATIONS 


WRITE FOR 


A hit when first introduced a few months 
ago, ELECTRO-CALL is a sales knock- 
out Ad Unanimously accepted in thou- 

sands of firms—coast to coast. No wonder! 
ELECTRO-CALL is the two-way, selective 
intercommunicative system in which NO 
SELECTOR SWITCH IS NECESSARY. 
Station calling and station selection are 
combined in one operation. Other big-hit 
features: tone monitor control; powerful 

M. speaker—normal talking voice clear- 
ly reproduced {00 ft. away. Easy to 
install, simply connect cables and plug in. 
Start making BIG money, today! Choice 
territories still open te distributors, job- 
bers, dealers! 


UNITED 
SCIENTIFIC 
LABORATORIES 


“PROFIT PLAN’. 








UNITED SCIENTIFICILABORATORIES 
$12 Sixth Avenue, New York, N. Y. 
Please send more , information about Electro-Call 

“PROFIT PLAN.’ 














NAME 
$12 SIXTH AVENUE 5 VANE 
NEW YORK,N.Y. Fo 








QUALITY MANUFACTURERS FOR 16 YEARS 
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WIRE-O 


The Double 
Ring-Wire 
Binding 


Nationwide — and growing in 
leaps and bounds — this NEW 
improved type of wire binding. 


We will gladly and promptly 
inform you where you can ob- 
tain commercial items such as 
steno notebooks, columnar 
pads, composition — memo 
diaries, etc., also licensees 
equipped to wire-bind your 
catalogs, brochures, pamphlets 
and the like. 

Keep WIRE-O in mind 
replace obsolete sewed binding 
items with this NEW and 
latest method. 


TRUSSELL MANUFACTURING CO. 
Poughkeepsie = 4 
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ALL DAY LONG TIRELESS OPERATION 


cB cB = Automatic 
Fastener 
At YOUR touch, IT drives the staple 


—40 sheets as easily as 2—An Inno- 
vation in Paper Stapling 





3 3 3 does all the 
stapling jobs—makes 
play of the easy ones 
and light work of the 
) hard ones. It cannot | 
get out of order, is || 
foolproof and auto- 
matic. Always use 
No. 333 staples. 


4 4 4 Tacker is as efficient 
in its field—compresses and 
tacks automatically, does 
not kick back and always 
operates satisfactorily if No. 
444 staples are used. 


Order your 3 3 3 Stapler 
and 4 4 4 Tacker for dem- 
onstration now. Note im- 
proved drawband hook and 





other important features. 


FASTENER CORPORATION | 
2531 North Ashland Ave. Chicago, Hlinois | 
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REVERSIBLE CUSHIONS 


Beautifully Tailored 











Ribbed Corduroy and Smooth Felt Provide Handsome 
Reversible Cover. Brown or Green 17x17” or 15x17”. 


Style 205. One inch filler. Triple Strength 
Chain Stitched Edges. List Price Each:... . $1.50) 


Style 224. Two inch filler. Box Border Rolled Edges. $2 50 
List Price Each: . 


List Prices Subject to Dealer Discount 


GEO. E. FOX & CO. 


Sample Room, Offices and Factory 


420 Orleans Street, Chicago, [Illinois 


OPPOSITE THE MERCHANDISE MART 























A NEW INK 
| For Stencil 


Duplicating 
Machines 


DICTATOR Supreme joins the | 
well established line of 
Standard Dictator Inks. 


“Supreme” offers the un- 
usual in Duplicating Inks. Its | 
new, rapid drying qualities | 
will be most pleasing to all | 
operators ...a sharpness of 
print that is unequalled... 
the rich toned black. 


All this, plus an important | 
feature . . . its all-purpose | 

- » can be used either in | 

the open or enclosed drum machines with equal effi- | 
| ciency ... and in any climate. 


SUPREME lists at $2.00 per pound, packed either in 
1 lb. or '/2 lb. attractively lithographed cans. 








Cenerous samples of this ink will be sent to | 
Stationers or Typewriter dealers upon request. 


Ink Specialties Co. Inc. | 


| 519 So. Laflin St. Chicago, ill. | 
FRED B. CANODE, Pres. 
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CANADIAN NEWS NOTES 

William Copp, of the Copp Clark Company, Toronto, 
Ont., well known producers of commercial text books 
and stationery, recently completed fifty-five years ser- 
vice with the company. Mr. Copp has for many years 
been an energetic and popular member of the Rotary 
and National Clubs in Toronto. 

* e 7 

Menzies & Company, Ltd., 660 King street West, 
Toronto, Ont., have been appointed sole agents in Can- 
ada for the line of lead pencils produced by J. S. 
Staedtler, Nurnberg, Bavaria. 

* * * 

One of the highlights of the interesting All-Canada 
Stationers’ Convention held recently at the Mount 
Royal Hotel, Montreal, Que., was the speech delivered 
by Paul H. Buckwalter, New York manager for the 
National Blank Book Company, of Holyoke, Mass. 
Throughout the highly informative address, Mr. Buck- 
walter stressed the undeniable importance of the better 
management of distribution. He related that when he 
was transferred from Chicago to the firm’s New York 
branch, he discovered that he had to relearn the retail- 
ing of blank books. He discovered among other things 
that few New York dealers in commercial stationery 
have stock records of their inventory and very few 
have sales records by customers. It was also discovered 
that few retailers in that great city devote much time 
to budgeting of sales and expenses. 

2 

OKLAHOMA COMMISSION REVEALS TAX DATA 

Sales tax collections and number of returns, for 
each month of the fiscal year ending June 30, 1937, 
have been released by the Oklahoma Tax Commission. 
Two classifications are of interest to OFFICE APPLIANCE 
readers; (a) for office and commercial furniture and 
equipment, and (b) for office machines and cash regis- 
ters. 

The former accounted for .19 per cent and the latter 
.24 per cent of the $10,259,327.32 total sales tax col- 
lected. 

Figures in the furniture and equipment classification 
showing volume of business done in preceding months 
were as follows: July, 1936, 20 returns for $900.11; Au- 
gust, 42 for $1,720.20; September, 24 for $973.15; Octo- 
ber, 32 for $1,738.44; November, 20 for $996.24; Decem- 
ber, 16 for $1,388.35; January, 1937, 18 for $1,636.09; 
February, 15 for $2,945.18; March, 20 for $1,496.14; April, 
17 for $1,458.91; May, 21 for $1,697.52 and June, 22 for 
$2,130.57. 

Figures in the machine classification were as follows: 
July, 1936, 43 returns for $866.53; August, 82 for $1,- 
075.52; September, 74 for $1,745.31; October, 56 for 
$2,245.63; November, 46 for $2,536.84; December, 46 for 
$1,767.83; January, 1937, 43 for $2,647.86; February, 
47 for $2,280.45; March, 47 for $2,442.40; April, 47 for 
$2,622.04; May, 51 for $2,378.29 and June, 48 for $1,- 
782.07. 

Figures for the entire period 1935-36 as compared 
with 1936-37 in the first classification show $23,627.57 
and $18,180.79 and in the second classification only for 
1936-37 at $23,524.24. During the former period tax was 
one per cent and in the latter two per cent—_EWF 

=e 
AMENT OPENS WILLIAMSPORT BUSINESS 

Si. M. Ament, well-known in the business world of 
Williamsport, Pa., last month opened an office sup- 
ply and equipment store at 662 Second avenue. The 
store will carry a complete line of wood and steel 
furniture, stationery, loose leaf and business systems 
and will do printing and lithographing. 
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PROGRESS 
CASH REGISTER ROLLS 


There are profits aplenty in cash register 

paper sales, and you can CASH IN when 

you are stocked with PROGRESS CASH 

REGISTER ROLLS, receipt and detail 

paper for National, Remington and 
Ohmer Cash Registers. 

If you are interested in other PROGRESS 
Roll Specialties, such as adding machine, 
telautograph, teletype, mailer rolls, 
etc., write for information. 


Manufactured 
by 

















1600 Grade 


Genuine Walnut Exterior 


A JACKSON DESK 


Sells itself on display and in use. Designed to 
typify the vitality and dignity of American busi- 
ness, it is modern yet simple, sturdy but not over 
average weight. And, it will be as good looking 
and fit fifteen years hence as now. Made in 55 and 
60 inch sizes and in a 4-drawer pedestal desk 66 
inches by 36 inches. One of ten modern, pleasing 
designs illustrated in the JACKSON catalog. 


Jasper Office Furniture Co. 


JASPER INDIANA 


























WOODSTOCK 
TYPEWRITERS 


BRANCHES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 











me 


1912 1937 
TWENTY—FIVE YEARS 
Manufacturing 
STENCIL DUPLICATING MACHINES 
and 


SUPPLIES EXCLUSIVELY 


« 


A Rotospeed for Every Requirement 
Priced from $27.50 to $155.00 


QUALITY SUPPLIES 
FOR 
EVERY STENCIL DUPLICATING NEED 


2 


Write for our agency proposition. 


THE ROTOSPEED COMPANY 


227 S. Wilkinson St. DAYTON, OHIO 
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INSTRUCTION PROMOTES HOME SALES 

Free typing instruction has promoted sales of ma- 
chines for home use at the Anderson stores in Long 
Beach, Pasadena, and Glendale, Calif. Each of the 
locations has held a series of typing classes and in all 
instances they were found an effective way to build 
rentals which are leading, eventually, to sales. 

Many typewriter and office appliance stores have 
hesitated to hold typing classes, feeling that these may 
gain them the enmity of the private commercial 
schools, and so have passed up this fine source of ex- 
ploitation. Yet it is found that when the dealer makes 
known his full intentions to the schools they will sup- 
port rather than oppose his classes. It is sufficient to 
explain that the classes are not intended to give full 
typing instruction. By pointing out that they will 
arouse more interest in typing, the stores are able to 
overcome opposition from the commercial schools and 
thus hold their goodwill. 

In order to accommodate housewives as well as 
workers and thus stimulate more interest among 
women, the stores held both afternoon and evening 
classes. These were held in the store or in the nearest 
empty building when the store was too small to accom- 
modate the classes. 

A small sum was charged for supplies, paid down at 
the time of enrollment. It was carefully explained to 
students that a full typing course was not being of- 
fered, that the work was merely to acquaint them with 
the keyboard. They could then go on from there as 
rapidly as they wished, depending on their application 
to practice. This meant a rental in most cases, so that 
the student could practice in his home. The rentals 
are then turned into sales. 

The classes proved successful in all three cities, 
demonstrating that people are eager to learn typing. 
Especially notable was the attendance of juveniles and 
older people—people who wanted to learn typing not 
for commercial reasons but because such knowledge is 
now considered almost as essential as knowing how 
to drive an automobile. That is the “angle” which is 
Selling typewriters through free instruction, uncover- 
ing hithertofore untapped fields for the stores——BART 
ANTIQUE TYPEWRITERS MAKE PULLING WINDOW 

DISPLAY 

I. A. Cleveland of the Underwood Elliott Fisher Com- 
pany, typewriter division, in charge of the shop and 
sales room at 1557 N. Vine street, Hollywood, says he 
has attracted more attention to his windows with a 
large display of antique typewriters than anything else 
he ever used in the window. 

For several days he used this type of display, using 
machines dating back to 1880. They were borrowed 
from a salesman for the purpose, a salesman who has 
a hobby of this kind. Included in the assortment that 
Mr. Cleveland showed was a Williams, 1880; a Bar- 
Lock, No. 4, 1880; a Mignon, 1890, and an Empire, 1890. 

“I can truthfully say that the display stopped prac- 
tically every person passing along this street. The plan 
has to do with getting our location into people’s minds 
if not with immediate selling of typewriters,’ Mr. 
Cleveland says. 

“T always favor unique window displays in a type- 
writer shop. I prefer to have them related to office 
appliances but enough out of the usual to stop the 
general public as well as those immediately interested 
in office equipment,” says Mr. Cleveland. “There is a 
larger place for effective window dramatization in 
typewriter shops aiming to get the eye of everyone, not 
merely the specialist.”"—JET 
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For more than 78 years, Esterbrook has 
maintained world leadership by success- 









fully interpreting the public’s writing 
requirements. There is no substitute for 
this experience. You can and should 
profit by the universal consumer ac- 





ceptance this name enjoys. 
ESTERBROOK STEEL PEN MFG. CO. 


86 Cooper Street 4, Brown Bros., Ltd. 
Camden, N. J Toronto, Canada 


bstertrvok 


World's Greatest Pen Makers since 1858 
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| y 7 Its sharp 
point easily 


like a Erases one 
Pa aper Pencil '/ or more letters 
Samples without 
Furnished on smudging the 
Request. =f whole word. 
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Pull Thread Back To First Hole 
And Unwind Paper Strip. 


Pat. No. 1,756,953 
Sv 18 de ff PENCIL COMPANY 


PHILADELPHIA — U.S.A. 























LONG RECOGNIZED 
SPECIALISTS 
IN 


HECTOGRAPH 
CARBON 


For Alli 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Requirement. It will pay you to 
send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
194 Mill Street, Rochester, New York 




















i 


No. 373 
ZIPPER . 
POCKET 

BRIEF \ 
CASE 


Christmas comes but once a year and when 
it comes it brings good cheer. To our friends, 
dealers and customers we extend our heart- 
iest greeting and good wishes. 

Our best expression of well wishes for 
the trade is to constantly improve our serv- 
ice—to lead in style creations with improved 
features—to maintain the highest ideals in 
quality and construction—to protect the 
trade. This we pledge anew. 


FRANK &CO, CO, 
CHICAGO 


“If it's made of Leather MASHEK makes it Better” 
NEW YORK—Harold Atwood—7! W. 23rd Street 
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LYON ew 







STOCK THESE 


New Fast Sellers 


@ LYON FILE-HI—An ideal storage cabinet to 
use with four and five drawer letter file cabinets. 
Permits the desirable “Line-Up” at top. 
JANITOR’S CABINET—Neat design. Attrac- 
tive finish. May be placed anywhere that space 
is available. Keeps unsightly supplies and equip- 
ment out of sight, but ready for instant use. 
Fine appearance, usability, durability and at- 
tractive price combine to assure quick turnover 
of these good profit items. Mail coupon for full 


details. 
LYON METAL PRODUCTS, INCORPORATED 
2812 River Street Aurora, til. 


eR I = 
Lyon Metal Products, Incorporated 
2812 River Street, Aurora, Illinois | 
Send dealer prices and full information on— 
LYON FILE-HI CABINET | 


Wie JANITOR'S CABINET 
PRODUCTS Maus 
Dhikthiaitepeaim “oor ! 


City State 


be ae en ans aa een ae ee cee ae oem ead 


AURORA, ILL. 


OFFICE APPLIANCES 








SCHWAB 
SAFES 


Your customers need 





this real fire protection 
for the facts of their 


business. . 





Risking the security of business records is chancing 
the very foundation of business. Very few can keep 
all details of their affairs in mind but every one wants 
to have essential business information available at 
short notice. To fill that want, Schwab Safes offer 
compeient service — suitable in capacity and con- 
venient arrangement of space, and scientifically con- 
structed to withstand the highest temperatures possible 
in the location. 

How to determine for each business a sufficiency 
of protection, the most suitable capacity and greatest 
convenience is set forth in detail in the Schwab sales 
plan. Further information is available on request. 


The Schwab Safe Co. 


LAFAYETTE, INDIANA 

















Popular Office Chairs 


QUALITY CRAFTMANSHIP . . . 
MODERN STYLING ... 
EXTRA COMFORT 






Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 














300 new :TEMs 


IN A SINGLE YEAR 


| In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 
to mention all the other features. 


| If you want to keep in touch with the activities of the 
| office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 
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PENS AND PENCILS 


St. Louis, Mo.—The Rite-Point Company, novelty pencils, 4141-43 Minne- 
sota avenue, was damaged by fire in November, caused by friction in a 
sawing machine processing celluloid. 

San Francisco, Calif.—Mysto-Pencil, 891-93 Golden Gate avenue, is 
being offered to the trade by the Mysto Pencil Sales Company. The 
pencil is combined with a calendar. 

San Francisco, Calif.—_O. H. Davison & Company, 788 Mission street, 
has presented the new Wearever De Luxe gift set pen and pencil, products 
of David Kahn, Inc., North Bergen, N. J. 

San Francisco, Calif.—Carl Priest, western division of The Parker Pen 
Company, 220 Post street, completed his canvas of the coast territory and 
reports orders forty per cent ahead of those in 1936. 











.Oo688 £ EAS. 


Chicago, I1!.—The A. D. K. Corporation, manufacturer of stapling ma- 
chines and staples, has changed its name to Fasteners Corporation, 
2531-33 North Ashland avenue 

Chicago, 111.-The Baker-Vawter Company has opened a local office at 
221 North LaSalle street, operated by Harry M. Rogers. 

Muncie, ind.—George S. Mandeville, Jr., has joined the A. E. Boyce 
Company. He has been in the loose leaf field many years. 

Oklahoma City, Okla.—F. M. Coleman, Jr., representative of the Wilson- 
Jones Company, has located at 2109 Northwest Twenty-fifth street. 

Philadelphia, Penna.—The Adelphia Loose Leaf Company, 40 North Sixth 
street, has been registered as a commercial title in the Common Pleas 
court by Elias A. Balat, 5641 Berks street, and Joseph Shenkman, 5233 
Arlington street. 





Newton Presides at Lithographers Convention 
St. Elmo Newton, of S. C. Toof & Company, Memphis, president of the 
Lithographers Co-Operative Association, presided at a convention held at 
Chicago November 15. This association has a membership of thirty 
lithographers of the middle west. 


Vienna Fall Fair 

The thirty-third Vienna International Fair was held at that city Sep- 
tember 5-12, and attracted a number of foreign visitors. A total of 594 
exhibitors came from twenty-two foreign countries. The total attendance 
was 630,000 Austrians and 34,000 foreigners, from sixty-eight nations. 
There were numerous displays of farm and forest products, modern paper 
utilization, modern furniture for farms and many other items. Export 
sales were good. 





Precise Guatemalan Merchandise Descriptions 

Customs circular No. 362 of September 28, 1937, provides that in the 
description of merchandise in commercial invoices, in order to avoid fine, 
which under a more generic designation may be subject to duty under 
various tariff items may be described in the invoice in a precise manner 
so that the proper tariff classification can be readily determined, according 
to a report of September 30, 1937, from the office of the American Com- 
mercial attache, Guatemala However, a generic description will be 
acceptable for merchandise if the Guatemalan tariff item number, under 
which it is dutiable, is designated. 
> —— 


Marking Requirements of Cuba 
4 Cuban law of November 10, 1937, provides that, effective six months 
thereafter, all industrial products placed on sale in Cuba, whether of 
domestic producticn or imported, must bear the name and address of the 
manufacturer on the outside of each unit in a visible place, according to 
the American commercial attache, Habana. If the article is made in 
Cuba it must also bear the inscription “‘Hecho en Cuba" (Made in Cuba.). 
RE aT Ss 


Netherland Indies Goes Metric 
Commerce Reporta states that beginning January 1, 1938, the general 
use of the metric system will be compulsory throughout Netherland Indies. 
Metric indications will not be compulsory in the marking of imported 
articles sold in original packages, except, however, where special regula- 
tions require. This transition has been gradual, introduced by successive 
steps. 








5 > 


Brussels Fair 


The international Brussels Fair in Belgium is to open March 13, 1938, 
according to the statement of the American Embassy at Brussels. This is 
the eighteenth of a series of commercial expositions. It will be held in 
the Grand Palais du Centenaire, continuing two weeks. Organizations 
interested in this event can obtain further details by writing the Confer- 
ences and Expositions section of the Bureau of Foreign and Domestic 
Commerce at Washington, D. Cc 

> 


Fall Fair at Belgrade 


Typewriters, office machines and other office devices made in the United 
States were displayed at the Fall Fair exhibition held at Belgrade, 
Jugoslavia, from September 11 to 21, 1937. It is estimated that there 
were about 1,000,000 visitors, which included foreigners. 
>— 


Bolivia Import Prohibitions 
A Bolivian decree, issued November 9, temporarily reimposes the import 
prohibitions established by the decree of September 5, 1936, on a specified 
list of luxury and dispensable articles, according to a cablegram dated 
November 10, 19387. This affects wood furniture, metal office furniture and 
specified metals of various kinds. 








> —- 


Office Equipment at Basle Fair 


The annual Swiss Industries Fair will be held at Basle, March 26 to 


April 5, 1988. Office equipment is included in the lines to be displayed 
in the seven halls forming the spacious and convenient buildings. 


GILSON - BOLENS 
LOW FULCRUM 
Office Chair Irons 





These actions with either rubber or steel 
springs are better because they tilt in an easy 
swinging arc instead of tipping up and down 
on a high axis. We make Low Fulcrum irons 
for fine chairs, also high fulcrum irons for 
cheaper chairs. Write us. 


Gilson-Bolens Manufacturing Co. 
Port Washington, Wis. 














FOUR-PIECE LOW-PRICED 


Matched Leather Desk Set 


Genuine P 0 LA 4 leather desk 


set in three colors, Walnut Brown, Ma- 
hogany, or Green. All leather attractively 
decorated with Walls of Troy gold leaf line 
decoration. 


No. 1560—Desk Pad, 20 x 34....ccccccccccccccccessee O8.50 
No. 1501—Letter Tray with aE + cavenanseseas seers 6.50 
No. 1502—Rocker Blotter... ...........0cee005 06eee8 2.50 
No. 1503—Letter Opener..... ocecesscossecsnceoes coe 50 





4-piece set complete............. snnteceseeoae ..$15.00 


With 20 x 34 pad suitable for 60-inch desk 
regular dealers’ discount 


POLAR MANUFACTURING CO. 


401 N. Broad St., Philadelphia 


Please send me new Polar Catalogues at 
once, free and without obligation. 


NAME.. 





If It’s a Polar Product, Quality is Assured 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 
11-13-15 Vandewater Street 
New York 





POO OEE te a an a an a an an an an an a 























WIRLI 


FIRST 
A|lD 


for special 
loose leaf 


records 





5 () sheets perforated at one operation 


with perfect alignment for visible 
records, carbon’ copies, etc., providing quick 
reference and disposal. TWIRLIT operates by 
a simple turning movement—one, two or three 
hole models with choice of four hole sizes, 4 
to 13/32 inch. Etched scale, back and side 
guides on all two and three hole models. List 
prices $2.50, $6.25 and $10.75. Sold by Lead- 
ing Stationers. 


Mitchell Binder Company 


Virginia & Bower Ave * Hagerstown, Maryland 











RIBBONS AND CARBONS 


Chicago, tl.—The National Ribbon & Carbon Paper Manufacturing 
Company has been chartered to manufacture, buy and sell stationery, car- 
bon paper, ink, etc.; incorporators—A. J. Marks, Jr., J. M. Rich and 8. E 
Levy. Sidney E. Levy, charter representative, 105 West Monroe street 

— > 





United States Exports of Typewriter Ribbons, Carbon Paper Duplicating 
Machines and Office Supplies -September, 1937 


EXPORTS 
7763 
4750 Duplicating 
Filing folders, machines, 
index cards, and 9392 9395 parts and 
other office Carbon Typewriter supplies 
forms papers ribbons for 
Countries No Value Lb Value Doz Value Vaiue 
Austria 56 6S 30 45 $ 93 
Belgium ee 1i4 284 $ 879 
Crechoslovakia 642 $1,136 60 72 54 
Denmark 368 243 262 145 i 26 
Finland 56 31 474 4586 253 560 189 
France 40 17 1,609 651 486 1,092 5,291 
Italy ° 107 25 11 38 
Netherlands 2,607 622 514 298 365 747 5,107 
Norway 104 113 100 sl 16 67 1,037 
Poland and Danzig , 85 366 
Portugal 67 46 31 SO . 
Sweden . 1,27 1,197 1,469 1,376 229 514 5S5 
Switzerland 2,946 506 458 393 180 456 
United Kingdom 2406 2,005 6,229 5,405 294 1,43! 715 
Canada 19,843 7,557 4,177 2,459 399 111% 6,€80 
Costa Rica 132 119 113 108 36 128 163 
Guatemala 27: 128 232 205 208 551 157 
Honduras 2,551 1,268 679 674 150 434 179 
Nicaragua 515 281 62 55 5 27 
Panama 2,759 456 285 179 189 405 432 
Salvador 70 2 75 18S - 139 
Mexico 2,107 1,051 504 829 639 1,258 3,278 
Newf. and Labrador 620 72 118 67 ee 108 
Bermuda 324 145 
Jamaica 1,750 456 307 292 15 $7 161 
Trinidad and Tobago 59 31 35 o4 41 
Other Br. W.. Indies 79 62 5 2 
Cuba 13,27 4,060 4,628 2,872 586 1,504 545 
Dominican Republic 1,246 595 640 705 ; 20 92 
Neth. W. Indies 6,099 2,230 108 163 289 205 11 
Haiti, Republic s4 35 - 2 12 85S 
Argentina 58 45 464 574 350 575 915 
Bolivia 34 6 2 3 es 185 
Brazil 163 72 165 525 2,464 
Chile 206 125 316 4109 171 479 603 
Colombia 3,397 1,090 1,861 1,219 153 1,104 390 
Ecuador nee 30 118 SN 
Br. Guiana ‘ ee 31 
Surinam ae 18 48 
Paraguay 1,312 257 111 Is! 
Peru 367 430 205 555 3S 
Uruguay 87 39 M4 20 76 282 ees 
Venezuela 5,155 1,932 1,306 2,818 179 S809 48S 
Saudi Arabia 19 12 9 22 
British India i603 os 5,730 3,319 23 344 ISS 
China 40 67 cece 
Netherland Indies 560 458 272 457 358 S87 1.034 
French Indo-China . 4 14 
Hong Kong 117 85 2 S 
Iraq aces 12 27 eee 
Japan.. 1,976 1,786 102 0) - 
Kwantung 130 78 2s 55 360 
Palestine 37 107 22 77 57 
Philippine Islands 6,320 std 8,726 4,568 SOO 2,018 3,231 
Siam : 20 if 
Turkey ‘ 120 SO 132 266 
Other Asia 3 5 . 
Australia SOS 226 4.434 1.885 69 253 1,766 
French Oceania 30 27 l 9 
New Zealand 10 4 24 32 28 59 684 
Belgian Congo 70 32 269 156 
Br. E. Africa 285 176 32 73 87 
Ob. of So. Africa 216 240 1,506 1,249 644 1,748 210 
Other Br. So. Africa 68 38 74 243 
Egypt 179 266 41 
Algeria 105 219 
Other Fr. Africa 12 26 
Morocco 24 s4 
‘Total 80,966 $29,925 51,780 $37,715 9,221 23,127 48,771 
Shipments to 
Hawaii 23.872 $ 8,060 511 $ 520 290 $8 489 $ 518 
Puerto Rico 4.611 1,010 2.941 1,445 375 776 2,197 
Virgin Islands 189 SS 31 13 3 15 - 





BEe.2ee 2 2 Se, 


Atchison, Kans...The Lockwood-Hazel Printing & Stationery Company 
has added a large gift department. 





Klamath Falis, Ore...Miss Dorothy Wohlander has become manager of 
the Basin Stationery Company. She has had experience in stationery 
merchandising at Portland, Ore. 


Lone Pine, Calif...Savage & French, publishers of the Owens Valley 
Progress-Citizens and the Inyo Independent, have opened a new sta 
tionery and office supply store. 


Spokane, Wash.Fire in the store of the Spokane Office Supply Com- 
pany in November, did about $40,000 damage to the building and stocks. 


San Francisco, Calif.._G. R. Norton, Pacific coast manager of the Eaton 
Paper Corporation, 770 Mission street, reports fine progress in the west- 
ern territory with the company’s fall radio poll. It is broadcast on the 
coast through KFI in Los Angeles, Tuesdays and Thursdays. 


Santa Ana, Calif..A new commercial stationery store has been opened 
at 422 North Sycamore street by Harry Brackett 


Sunnyvale, Calif...Ray A. Matthews, a realtor, has opened a new sta- 
tionery store at 225 Murphy Avenue. The business is operated by his son, 
Richard E. Matthews 
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for economical general office use there 


are no better desks made than 


TELL CITY DESK COMPANY'S 


No. 3000 SERIES 


» made in three finishes, oak, walnut and ma- 


These are 


hogany—The oak with fine quartered oak tops and fronts 


—the mahogany with genuine mahogany teps and fronts 


and the walnut with genuine walnut tops and fronts. 


In this series you will find a new, convenient size, 


50” x 30”, to meet the requirements of the smaller space. 


1 catalogue will be mailed on request. 


TELL CITY DESK COMPANY 














| is the time 


NOW " to stock up on 


WARSHAW 
FILING SUPPLIES 


The annual transfer time is almost here. 
Be prepared with an adequate stock. 
WARSHAW Filing Supplies, price for 
price, quality for quality, are the finest 
values you'll find. Order your supply now! 


WARSHAW MFG. CO., Inc. ixoo Kun Ney: 


ROLL LABELS... GUIDES... 
INDEX CARDS... REINFORCED : 





FOLDERS... PROTEX STICK- -— 
ONS...MENDING TAPE... 
GUMMED INDEX TABS 


th 








Office Chair Irons 
and Hardware 


CK) 


Collier-Key worth Company 


GARDNER, MASSACHUSETTS 























]| means service, economy 
and durability. 
| 





VN 



























VIKING 


The latest addition to the World famous GAYLO 
line of metal folding chairs. Non-tipping, perfectly 
balanced, indestructible extra 
heavy construction, rigidly 
braced, folds flat quietly, 
extremely comfortable. 


Use of automatic 
equipment makes 
for exceedingly 
LOW PRICE. 


Enamel finishes. 


| Colors: Mahogany, 
| Walnut, Black, Olive 


Green, Ivory. 


An investment in GAYLO 
| superior quality equipment 


Backed 
by an organization 
of many years of 
manufacturing 

| experience. 


THE GAYLO MFG. CO. 


820 North Michigan Ave., Chicago, Ill., U.S.A. 









In a range of 


vole} (o) ¢- Mob ele Meh aettel- 
providing almost 
ib belbbectiizie Med-lolebae 


tive possibilities 


-OTTAWA LEATHER COMPANY 


AVEN 
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RIBBONS 


Sansom at Tenth Street 





U. S. TYPEWRITER RIBBON MEG. Co. 






ESTABLISHED 1895 


Dealers Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 









SUPER moistener 


FOR EXTRA LARGE 
ENVELOPES 
LABELS, STAMPS .. 
No. 3— $3.50 


Large 3 inch brush 
applies just enough Mois- 
ture for quick, perma- 
nent adhesion without 
soiling fingers or envel- 
ope. Rustproof. No mov- 
ing parts to wear out. 





Sole distributor 


A. W. KELLOGG SALES CO., WALTHAM, MASS. 
Mfd. by Better Packages, Inc., Shelton, Conn. 











~ @ For OFFICE and SECRETARIAL USE | 


—VICTOR— 


STENCILS AND INKS 
AND CORRECTION FLUID 








e 
Want full details? 
Send today for 
VICTOR SAMPLES 
Milita viel e 
eeaai@ieen ihe Victor Safe & 
Equipment Co., Inc. 


NORTH TONAWANDA, N. Y. 

















CLOYES 


Replacement Parts for Adding, Book- 
keeping, and Caleulating Machines 


New (Not genes S>-a0 and 39-40 Type 


mow ready fer delivery from stock. Get 
your erder in early. First come. first served 


Write for our new revised catalog. 
New items, new prices. 


CLOYES GEAR WORKS 


17214 Reseland Rd, N. E.. Cleveland, Ohioe 














When customers keep coming back for 





more—you have something! 





ae exactly what happens when they get the habit 
of ordering business cards from you, done on Wiggins 
Book Form Card Stock—which fits perfectly in a Com- 
pact Binder. They zip out with perfect edges, and 


t 
New York City there is no waste from pocket wear. 


aoe S aa Co You will be business ahead if you insist on your 
Pittsburgh printer or engraver using Wiggins Book Form Card Stock 
Chatfield & Woods Co on your business card orders. Ask any of these paper 
Cincinnati merchants for samples of these cards or cases, or write 
The Chatfield Paper Co to us direct. 


Detroit 
Seaman-Patrick Paper Co The John B. 


Grand Rapids 
Carpenter Paper Co. WIGG | N ~~ 
Houston Company 
L. 8. Bosworth Co., Ine 


St. Louis 
Tobey Fine Papers, Inc Book Form Cards 


1162 Fullerton Avenue, Chicago 
Compact Binders 





Grippit 
Holds 
Like 
Rubber 


flexible grip. Grippitted work can be stripped Bands 
off like adhesive tape, permitting paste-ups 
to be removed, positions to be changed 


This special adhesive sticks with a sinewy, 


Write for Free Tube 
and Profit Story 


HarrimMan-We tts Propucts Co. 200 Summer Sr. Boston 











DR. SCAT 


THE “ALL-AMERICAN” 
Refinisher and Cleaner 
FOR THE TYPEWRITER 


Do not accept Substitutes. 

They may try to Imitate us, 

but they cannot Duplicate us. 
DR. SCAT PREVENTS RUSTING— 
SOLISHES ENAMEL—REFINISHES ;° 
RUBBER PLATENS—AND CLEANS 
TYPE QUICK. 


Manufactured by 


DR. SCAT CHEMICAL CO, :=rsxex- | 


178 N. Franklin St. -!- Chicago, Ill. 
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Atlanta, Ga.—G. R. Kennedy has taken over the duties of district 
manager for the Woodstock Typewriter Company in the Georgia-Florida 
territory. He has been associated with the Woodstock organization the 
past six years. 

Birmingham, Ala.—The Schade Office Machine Company has moved to 
608 North Twentieth street. Before going into business for himself Mr. 
Schade had been connected with the L. C. Smith & Corona Typewriters 
Inc., at New York City and also Birmingham. 

Chicago, t11.—Van W. Haverton, assistant branch manager here for the 
adding machine division of the Underwood Elliott Fisher Company, has 
been assigned to the Des Moines branch as manager. 

Cleveland, Ohio.—G. H. Parks has been appointed head of the new type- 
writer department of Ohio Business Machines, Inc. 

Dallas, Texas._Herbert W. Welch has been appointed branch manager 
here by the Underwood Elliott Fisher Company. He had been manager 
for UEF at several southern branches. 

Dodgeville, Wis.—William Husted and his brother, Harold, were charged 
with the theft of a typewriter from the high school here. The boys were 
arrested at Dubuque, Iowa, while trying to sell the machine. The boys 
were put on probation for one year. 

Fort Smith, Ark.—R. 0. Matthews, dealer here for the Royal Type- 
writer Company, Inc., is reported to be improving from a serious illness. 

Madison, Wis.—The store of the Madison Typewriter & Pen Company 
was entered in November, and pens and other merchandise were taken, 
with a loss of about $2,000, as estimated by Paul Kegovic, the manager. 
The robbers picked the cream of the stock of pens. 

Savannah, Ga.—Tippins & Burchett have become distributors for the 
Woodstock Typewriter Company. In addition to typewriters this organ- 
ization sells adding machines, steel office furniture and check protectors. 

San Francisco, Calif.—E. E. Hunter will become field manager for the 
L. C. Smith & Corona Typewriters Inc. December 1. He will supervise the 
operations of the territories of the branches at San Francisco, Seattle, 
Salt Lake City, Spokane and Portland. 

Syracuse, N. Y.—Three new field representatives have been added to the 
Corona division of the L. C. Smith & Corona Typewriters Inc. and a 
wholesale representative for the Chicago district. The new members of 
the Corona division are Joe Mills, Noel Boulware and Paul S. Jones. 
4. B. LaFleur is the wholesale representative. 

Tampa, Fla.—The Office Equipment Company, Inc., 721 Florida, has 
been appointed a distributor for the Woodstock Typewriter Company. 
The company sells and services all makes of office machines, living up to 
the slogan, “‘Everything from pins to safes.”’ E. S. Jenkins is manager 
of the office machines department. 

Toronto, Ont., Canada.—Harry E. Stiles has been appointed vice presi- 
dent and general manager of L. C. Smith & Corona Typewriters of 
Canada. He had been formerly managing director of the London office. 











ADDING MACHINES 


Philadelphia, Penna.—The Victor Adding Machine Sales Agency, 1600 
Arch street, has been registered as a commercial title in the common 
pleas court by Edgar Noll, 1105 North Sixty-third street. 


OTHER MACHIN E S 


San Francisco, Calif.—R. L. Smith, representative for the Hotchkiss 
Sales Company, Norwalk, Conn., for California. Arizona and Nevada. is 
having a good reception for the new items in the Hotchkiss line. He has 
spent several weeks covering the southern part of his territory. 




















FURNITURE 


Birmingham, Ala.—J. W. Goodhew has taken the southern territory for 
the All-Steel-Equip Company. 

Detroit, Mich...The General Office Supply Company has opened an office 
equipment and stationery store in the Penobscot building. This business 
is conducted by Maxwell T. Gail. 

Hastings, Nebr.._The A. J. Gaudreault Mercantile Company has moved 
to 727 West First street. The company has been in business over thir- 
teen years. 

Oklahoma City, Okla..H. Dorsey Douglas, Sr., president of the H. Dor- 
sey Douglas Company, 121 West First street, has become mayor of 
Nichols Hills, an exclusive residential suburb. 

Williamsport, Penna.—Si. M. Ament has opened a commercial furniture 
and stationery store at 662 Second avenue. 

San Francisco, Calif.Charles R. Batry, western representative for 
The Victor Sale & Equipment Company, North Tonawanda, N. Y., went 
to Seattle to attend the Victor Visible Sales School conducted by W. F. 
Block, president. The school was conducted for the benefit of Victor 
Visible franchise dealers in the Northwest, their executives and salesman. 
He conducted similar schools at Los Angeles and San Francisco, which 
were beneficial to all who attended. 














MARKING DEVICES 


San Francisco, Calif.—The Louis Melind Company, J. L. Yager, man- 
ager, 591 Market street, is offering the Dupli-Copy duplicator to the 
trade in this territory. 





> 


Pennsylvania Label Law 
A law recently passed by the Pennsylvania legislature requires that the 
labels on medicine bottles in that state should be perforated to show the 
date of packing. 
Growth of Swiss Typewriter Industry 


The Tenger Papier und Schreibwaren Zeitung (Vienna) commented on 





the growth of the Swiss typewriter industry. In the first half year of 1937 
there were exported 19,250 typewriters. 





SLIDE-OPE 
a 


jump off rings. 


* speeds up record keeping. 





Wins Immediate Acceptance 
Business-men from coast-to-coast recognize the three 
major improvements in ring binders and are adopting 
the Faultless “‘S-O”’ for use wherever shown. 

Its Pull-Push action slides rings apart with just a 


* gentle pull of the lever, and closes them with an easy 
push. No snap, no pinching of fingers, and sheets do not 


The cradle-action Sheet Lifter lifts, rather than pushes, 
* sheets over the rings, lengthening the life of the sheets. 


3 The recessed label holder makes identification easy— 


STATIONERS LOOSE LEAF COMPANY 
§24 North Broadway 
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MILWAUKEE 
NEW YORK CHICAGO 
\\. CRADLE-ACTION 
\ SHEET LIFTER 
‘Ss | 
= " 
PULL- PUSH RECESSED 
ACTION LABEL HOLDER 

















Doulle Ball-Beariog Swivel 











for quality. 
The new Darnell Caster 


DARNELL 


CASTERS 


Featuring the Darnell Patented ist U S | N E S S 


Your customers will 
appreciate the smooth, effortless, quiet operation 
of Darnell Casters, Famous because they 


Always SWIVEL. and ROVE- 


—Darnell Casters have longer life and give the 
maximum of floor protection. Made of highest 
quality materials throughout. Office Furniture 
and Appliances Factory-equipped with Darnell 
Products indicate the manufacturer’s high regard 


is now ready for distribution. 


Office Chair 


BUILD andHOLD 


and Wheel Manual 





DARNELL 


CORPORATION, LTD. 
P. ©. Box 4027-O, Sta. B 
Long Beach, California 
24 E. 22nd St., New York City 
36 N. Clinton, Chicago, Illinois 











Write for 
FREE Sample 
Set of Darnell 
Noiseless Glides 


d ‘fal 

and Speci 

for Darnell 
Dealers 

















Again SPEEDO PRINT 


















(32" rom | 


ee Fate LoOokKk ING » series ee 
NEW 
NEW 
NEW 
NEW 
NEW 





pany | 
steps out ah ead! J 
BRILLIANT 


MODELS 
ee 


AGAIN Speed-O-Print en- 

Scores a triumph 

, Performance, and 
outright duplicator value. 





Backed by past enthusiastic 
Public *PProval, the new 
greatly improved Speed-O. 
Print brings to users and 
dealers the kind of duplica- 
tor they want. Never in the 
history of the duplicating 
field has any product cre. 
ated such tremendous ac. 
ceptance in such @ short 
Period of time. No other 
Product offers such a great 
©Pportunity for dealers to 
SELL SAVINGS as the new 
Speed-O-Pring. 


HAND FEED ; a2” | WIRE OR WRITE For 


FURTHER DETAILS 







- ee Yt 
DUPLICATING 


) on 


y/ IMATION WITHOUT EQUAL ‘Ss 
Peg  comsieation wirour fogat | 


CABINET 
$18.79 
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S 
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business. 





METALSTAND 





—its dependable, convenient service assures 
satisfaction and forms profitable contacts for you 


For prestige and repeat sales, place METALSTAND throughout 
your territory. Extra convenience for typewriter use, stationery 
handy in a special drawer, typewriter users get more service from 
the machine and dealers ‘sell more supplies, the lifeblood of the 


METALSTAND is made with wide, steady base, easy rolling 
casters and a positive interlocking device that practically moulds 
the top, legs and bracket into one unit. It is neatly and durably 
finished green or in grained mahogany, walnut or oak finishes. 

Retails at $5.00 ir the 14x17 inch size, and also available at 
slightly aa price 17 by 24—side leaves at small added cost. 
METALSTAND is shipped K.D. and subject to dealer’s approval. 


METALSTAND GOMPARY  biitaiciptia, Penna. 











On sales maps from coast ~ 
to coast most of the nation’s 
60,000 towns are spotted with 


MOORE Maptacks 


And the owners of every map are 
reached repeatedly by MOORE 
Maptack advertising. The market 
for Maptacks is infinite. Get your 
share of this profitable business 
by letting this fine cabinet help 
you sell. Sent to you FREE with 
order for Maptacks. Write your 
jobber today. 


MOORE PUSH-PIN CO. 


Manufocturers of MOORE Push-Pins 
and MOORE Pushiess Hangers. 
113-125 Berkley St., Phila., Pa. 


ROLLING UP PROFITS FOR YOU 


No. 2479 Double Ball Bearing Caster is in 
use in most of the country's leading indus 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
\ protection equipment shown. Write for Cata- 
J \og and facts about this profit-earning line. 
FAULTLESS CASTER CORPORATION 


Evansville, Indiana 





Compact, all-metal 
disp ay cabinet. 
Sent FREE with 
order for Maptacks. 


































_— ~— = ckite 






Sushior 


FAULTLESS "CASTERS 


Cob 


Carbons & Ribbons 


products of high 
quality giving better 
service easier to sell 
and resell. Better 
typing better letters 
result from use of 
Cedo Carbons and 
Ribbons. If you are 
interested in the op- 
portunity offered as 
distributor of truly 
satisfactory mer- 
chandise, let us hear 
from you. 


Codo Mfg. Corp. 


Coraopolis, Penna. 
New York Chicago 




















SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details now! 






Simply tip 
the card 
and copy 


Meilicke Systems, Inc. chicsse, il: 











DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(no rubber to wear out) 


Write for our interest- 
ing proposition. 


Speed Key Mfg. Co., Inc. 


299 Columbus Place 
N. Y. 











Brooklyn 








To DOMESTIC and 
FOREIGN DEALERS 


We present the opportunity for real profits when 
in the market for 


Select rough and rebuilt 


TYPEWRITERS @ ADDING, CALCULATING 
and BOOKKEEPING MACHINES 


Our stocks include thousands of machines. Our 
present scale of prices meets all competitive market 
conditions. 

Write for November price list. 


J. S. MORSE TYPEWRITER CO. 


529 BROADWAY, NEW YORK, JU. S. A. 
CABLE: TYPEMORSE, N. Y. 











IN 














DECEMBER, 1937 





A sales sensation. 
Cleans typewriter 
and all types. Re- 
moves spots from 
| clothing, etc. Ideal 
for office or home. 
Made by makers of 
the famous Speed- 
Mo Stamp Pads. 


RIVET-O MFG. CO. 
57 Jason St. 
ORANGE MASS. 


Speed-Mo No. 400 FOUNTAIN BRUSH 
and CLEANER 











You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (*%” 


with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 











1643-1647 Haddon Ave. 
CAMDEN, N. J. 

















Card-cases, any size; loese-ieat envelopes, punched; 
1 ifly menu covers, fectory record protectors, ag holders, 
// hh bill-fold envelopes, stamp conteiners, ete. Made of 
lH acetate (slow-burning) transparen ilul he 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c¢ S. Recine Ave Chicago, U.S A. 














Have You 


a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 

| the name, address and business and 

| we will send a sample copy with our 
compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S. A. 
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YOU'LL NEVER MISS 
A SALE 


in drawing inks if you stock Higgins 
complete pale tte of colors for here 
is everything every one needs. 


BLACKS American India Inks +» WATERPROOF * SOLUBLE 
COLORS ALL WATERPROOF + Yellow + Orange Yellow 
Orange + Orange Red (Vermilion) + Red (Scarlet) 
Carmine Red - Red Violet . Violet + Blue +» Turquoise 
Seagreen + Green + Leaf + Neutral Tint - hite 
Brick Red . Russet . Brown . Indigo 
All in the smart new Higgins bottle, so easy to cork 

and uncork “with one hand. 


71 ninth STREET © BROOKLT#, . .. HIGGINS 




















(Pens 


exclusivelY 
SINCE 1876 





%&e COMMERCIAL LINES, in Steel, Silver Alloy and Gold Plate 
%& EXCELLENT NEW SCHOOL SERIES 
%& IMPRINTS A SPECIALTY 


TURNER & HARRISON 


PEN MANUFACTURING CO. 
1215 SPRING GARDEN STREET PHILADELPHIA, PA. 


Gratteo 
Vise CLIPS 


The paper clip that hits the high note in effi- 














ciency and economy. It stays put. . . does not 
slip sideways or out of place . .. does not 
catch on adjoining papers ... can be used 





again and again. 3 sizes, hold from 2 to 60 
papers. Packed in the smart orange and black 
boxes that identify Graffco’s famous products. 
Write us today for samples and 
full information. 
GEORGE B. GRAFF COMPANY 
64 Washburn Avenue Cambridge, Mass. 


Only "Te * 


“T ‘ielétalk 


. . Can you meet all NV] 
intercommunication requirements 


Webster Electric Sound Systems are licensed by agree- 
ment with Electric Research Products, Inc., under pat- 
ents owned by Western Electric Company, Inc., and 
American Telephone and Telegraph Company, Inc. 
WEBSTER ELECTRIC COMPANY 


RACINE, WISCONSIN, U.S.A. © Established 1909 
Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 


























ef ink from paper 
and white clothing. 
This vial style is es- 
pecially 
students and travel- 


ers, as bent neck 


adapted for 






Manufactured 
for over a quarter 
of a century by 


H A INK ERADICATOR COMPANY 


Cable "ERADICATOR 1707 Zerega Avenue 
New York City, N. Y. 











adding » « billing » « 
bookkeeping »« 


calculating machines 
TYPEWRITERS CHECKWRITERS 
OFFICE DEVICES 


Rough and Rebuilt 
Write for Latest Price List 


Reliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 














IT’S VERSATILE! 


THE AMERICAN 
i. IN - 


MODEL 110 


5 MOVEMENTS IN 1 MACHINE 


PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 





AMERICAN NUMBERING MACHINE CO. 








BROOKLYN, NEW YORK 
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Are You Mounting 
Your Own Stencils? 


We can furnish the Buff Manila, Cushioned 
White, and Oiled Tympan Backing Sheets for 
every Stencil Duplicator. Also with everything 
that is needed for MOUNTING and PACKAGING 
stencils. Check your stock now, and place your 
order before prices advance. Write for a copy 
of our new catalogue. 


THE TECHNYGRAPH 


TECHNY, ILLINOIS 


/|the r'| 


CEL U DEX 


WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN and APDLY- 


CEL-U-DEX CORP., srooktvn, x. v. 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


Eo 


POCKET SEALS SPECIMEN IMPRESSION 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 





x x x x x x or 
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LEVER SEALS 
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_——— eee es 
_———<——— =< = = — os 
_—— se 




















ee ae ae ae ae te ate aie ate ate ate ate ate ate ake ae ae te te ate ate ate ate ate ate ate ate ate ate ate aie ate ate a 
















tAL Dy 
gt° Sur, 
&s 


oe 

Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 








Stanley R.Bristow 
24 Central Ave.West Orange.N.5. 
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THE STATIONER'S 


SCRAP 
BOOK 


IDEAS 


PRICE $400 POST FREE 





The most valuable money- 
making volume ever placed 
before the Stationer Trade 
—Contains nearly 200 hints 
in connection with every de- 
partment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equip- 
ment. It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the lime. The subjects run all the way from 
account books to window dressing and are wrilien in such a 
way that the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 

It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome. 

—The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Ltb. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 


SOY ct 














OAKVILLE orrers 


CHISEL-POINT STAPLES 
For easy insertion and sure-gripping holding qualities, you can't beat 
Oakville Chisel-Point Staples. Like all the other items of Oakville's 
popular Yellow Box Line, they mean satisfied customers and more 
Profits to you. Don't forget that you can save money and time by 
using a single order for all your requirements when you order 
Oakville Yellow Box items. 


RNY OAKVILLE COMPANY 


Division Scovill Manufacturing 
Company 
WATERBURY, CONN. 









Fasteners, Thumb Tacks, 
© Take-a-pins, etc. 
9) New York Chicago San Francisco 


In Canada: Brown Brothers, Ltd., 
Toronto, Ontario 


INSISTS ON OAKVILLE 
YELLOW BOX LINE 
YOUR CUSTOMERS DO! 











CARTER’S CARTEX 


The New “Sticker” of 
1000 uses 


IT’S BRAND NEY; sticks or mends al- 
most everything . . . cardboard, cloth, canvas, 
clothing, shoes, felt, rugs, upholstery, wood, 
leather, paper, etc. . . . is waterproof, actu- 
ally used for tent patching! It takes the 
messiness out of “paste-up” work . . . sticks 
wherever there is one porous surface. 


Cartex comes in extra-large tubes to retail 
for 10¢.. . also in larger containers for school, 
studio or office. For further information, write 


The Carter’s Ink Company 
BOSTON, MASS. 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
= & purpose—to keep the al- 
mays rat side un side up. No need to hunt 

ond fembte to find the ~~ Ay where 

e ring opens, if it’s an Adams ring. 

| A. is the p cingiest, quickest-operat- 
ing and most satisfactory ring ever 
Seven Sizes ne my , 3 r poses ~~ -- or 
eters: ngers Of ali 80 . ows r or 

taside Diam xf sheets te lie flat when open at any 


N ” 1, 1M" point. The enla joint, nicely 
ye ees ne and = keeps ring 
Ne. 6%" No. 4, 2%!” eS 

Ne. 6, 8’ Order 





PATENTED 
PER. 17,1920 JAN. 11, t0R8 
mOV. 6, 1923 


Henry T. Adams Mig. Co. 211.5 fi 








oA 2 


Bind sheets orderly and se- 
curely. Fit any width of 
sheets or distance between 
punch centers, capacity regu- 
lated by interchangeable 
posts. $3.50 per dozen sets, 
f. o. b. N. ¥. Request on 
your letterhead brings sam- 
ple and details. 


F. B. Mfg. Co., 





HOLDER 


1228 Intervale Ave. 
New York, N. Y. 
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TRIED! TESTED! PROVED! That's the kind of Royal 
Portable advertising you're getting this Christ- 
mas. Appearing in publications that reach into 
every corner of your market. 


Here’s a partial list of the publications .. . 
THIS WEEK, Sunday, November 28th. Full page, 
full color, back cover . . . ESQUIRE, December, 
full page . . . LIFE, November 8th, full page... 
PICTORIAL REVIEW, December, 1/2 page... 


AND “LIVE LEAD” coupon advertising! This 
special campaign continues its highly successful 
work throughout the Christmas season. Already 
thousands of coupons have been turned over to 
Royal dealers—and there are thousands more 
to come, right at the time prospects everywhere 
are turning into CASH CUSTOMERS. 


ROYAL STOPPERS! SALES CLINCHERS! A unique 
double-purpose display—use it in your windows 
or on your counters, or both. Folders and 
ready-to-use newspaper advertisements. All pre- 
pared with greatest care to create sales for you 
—to FILL YOUR SOCK THIS CHRISTMAS! 


AND REMEMBER... in addition to aggressive 
advertising of every kind, plus complete dealer 
cooperation, Royal gives you the three outstand- 
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ing portables. Each is an exclusive model... 
each is priced to include a generous profit 
margin for you ... with an Easy-Pay Plan that 
really works. For full information... address, 
Royal Typewriter Company, Inc., 2 Park Ave- 
nue, New York City. Factory: Hartford, Conn. 





HURRY! HURRY! 


WIRE or write your Royal Representative 
today, if you antl par a Royal Portables 
to carry you through the Christmas Season. 
Be on the safe side—make sure your stock 
is complete—a// models! ) 
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HEYER STENCILS 











Another 
Improved 
Package 


Heyer firmly believes 
that quality packages — 


get wa ueet 
. ene 
ur” ete 


SANDINKS * 

















ECONOMY 


STENCILS 


TULL 


f 


HE Heyer Line has much to offer you both in 

superior performance and wide variety. For 

only in the Heyer Line will you find a selection 
of Six Different Stencils, a complete assortment of 
Black and Colored Inks and other supplies that will 
so completely cover the requirements of All of your 
duplicator customers. Lettergraph, Mimeograph, 
Neostyle, Rotospeed, Niagara and all other stencil 
duplicator users once introduced to this quality 
line of supplies continue to demand Heyer Quality 
Merchandise because they know that it is standard 
and of constant high quality. Investigate this 
modern and most complete line. Write for addi- 
tional information and prices today! 


IE CORPORATION-CHICAGO 





ales of 
Portables 


Hit New Highs ¥ 


WITH THE NEW 


UNDERWOOD TYPEMASTERS 








SEVEN BIG 
TALKING POINTS 


] New Sealed Action Frame pro 
viding quieter operation and 
maximum protection against 
dust and injury. 


The Champion Keyboard... 
kinder to typing fingertips... 
saves broken fingernails. 


“Tuned to the Fingertips” 
two ‘adjustment features as- 
sure supreme ease of touch. 
100% Typing Visibility. 
Complete accessibility to type 
bars and ribbon spools. 
Keyboard Controlled Ribbon 


Shifting Device. 


Back spacer on left hand side 


normal typing position. 








ILLIAM F. Dairy of Hartford, 
Conn., has been selling and 
repairing typewriters for 28 years. 
Like other dealers in every sec- 
tion of the country, he hails the new 
Underwood Typemasters as ma- 
chines that ‘have many pronounced 
superior features.” He's looking 
forward to the biggest portable busi- 
ness in his long experience. 

Look over the list of Underwood 
Typemaster features and you'll see 
the reasons for Dealer Daily's con- 
fidence. 

They're also some of the reasons for 
expecting another Underwood year, one 
more in the long unbroken series dur- 
ing which more Underwoods were pro- 


nderwoo 


TYPEMASTER PORTABLES 








DEALERS FIRST 


W. F. Daily poses with a customer to 
illustrate the Underwood Portable 
sales policy—the dealer always comes 
first. Underwood Portables are sold 
“over the counter” through author- 
ized Underwood Portable dealers. 
All Underwood promotional activity 
is designed to send customers into 
the dealer’s store. 








Underwood Typemaster Portable 
Champion Model, retailing at $64.50 


Underwood Typemasier Portable 
Universal Model, retailing at $54.50 


duced and sold than any other typewriter 
anywhere. 

Big, profitable Christmas business lies 
ahead. Be ready for it with ‘the most 
salable portables ever produced 


Portable Typewriter Division 
UNDERWOUD ELLIOTT FISHER COMPANY 


Typewriters, Accounting Machines. Add FN 
(j 


ing Machines, Carbon Paper, Ribbous y 
SS ) 
< 


and other Supplies 
One Park Avenue New York, N.Y 

So 
Underwood Elliott Fisher Speeds the World's Business 


Sales and Service Everywhere 








